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Total 
Output, 
1956 


254,050 
35,824 
32,738 
54,797 

130,691 

441,168 

767 

362,457 
14,096 
63,848 

966,994 

191,392 
43,235 

468,429 

149,532 

114,406 


CHRYSLER CORP. ..... 
Chrysler eins a 
DeSoto 

Dodge .......... 
Plymouth . 
FORD MOTOR 
Continental 

Ford 

Lincoln 

Mercury 
GENERAL MOTORS 
Buick 

Cadillac 

Chevrolet 

Oldsmobile . 

Pontiac 


1,662,212 


42,772 
13,358 
29,414 


Total, Big Three 


AMERICAN MOTORS 
Hudson 
Nash 

KAISER MOTORS 
Kaiser 
Willys 

S-P CORP. ........ 
Packard nee 
Studebaker 


38,446 
7,021 
31,425 


Total, Little Three 81,218 


Total Cars, U. S. 1,743,430 


Highest Pace in 2 Mont 
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Each Car Maker’s Share... 


First Quarter Output—'56 vs. ‘55 


Pct. of 
Ist Quarter 
Total 


14.57 
2.05 
1.88 
3.14 
7.50 

25.30 
0.04 

20.79 
0.81 
3.66 

55.47 

10.98 
2.48 

26.87 
8.58 
6.56 


95.34 


2.46 
0.77 
1.69 
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Total 
Output, 
1955 


412,533 
58,053 
43,289 
99,397 

211,794 

556,712 


438,608 
11,094 
107,010 
1,044,397 
205,578 
43,016 
481,041 
157,266 
157,496 


2,013,642 


49,169 
19,477 
29,692 


3,687 


3,687 
62,520 
19,664 
42,856 


115,376 


2,129,018 


Weekly 
Penobscot Bldg. 





at 


Pct. of 
ist Quarter 
Total 


Gain 
or 
Loss 


—481 
—0.68 
—0.15 
—1.53 
—2.45 
—0.85 
+0.04 





Reached by Car Output 


OMPLETING the first three, 

months of this year with the | 
second highest first-quarter out- 
turn of cars in the history of the | 
industry, U. S. car manufacturers 
last week moved into the first week 
of the second quarter with a pro- 
duction of an estimated 134,273 | 
units—highest output of cars since | 
the week ended Feb. 11. 

Last week’s production was 
106.9 percent of Automotive News’ 
three-year index, as compared 


V-8s Credited 
With Big Assist 
In °56 Selling 


By Robert M. Lienert 
Associate Editor 

EW-CAR sales, considered dis- 

appointing thus far this year in| 
many quarters of the industry, | 
would have been far lower had it| 
not been for V-8 engines, according | 
to a group of dealers contacted by | 
AUTOMOTIVE News. 

Dealers handling Chevrolet — 
the runaway leader in sales so 
far this year—say the V-8 engine 
has played a major role in their 
line’s impressive gain over last 
year. 

Plymouth and Ford dealers report 
that sales of V-8s have held about 
even with last year, while demand 
for sixes has skidded sharply. 

cd * * 
os experience of these dealers 
in the V-8 situation has a 
weighty impact on-the industry 
because these three lines account 
for roughly 55 percent of the total 
market. In specific engines, Chevro- 


let, Ford and -Plymouth probably | : 


make up slightly less than half of 
all V-8s sold. 

The demand for V-8s is running 
counter to the current market 
trend. Dealers in the low-priced 
three report a definite swing 
toward economy - conscious pur- 
chasing. 

Buyers have backed away from 
the top-drawer Bel Air, Fairlane | 

(Continued on Page 4, Col. 4) 
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Chevrolet Output Sets Pace for Quarter ... 
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7 Makes Hike Shares 


By Martin L. Whitmyer 
Staff Writer 
F 16 AMERICAN auto makes, 
seven gained and nine lost in 
ong te of industry production | 


during the first three months of | share 
| 1956 compared with the similar| points to 95.34 percent. 


| period of 1955. The 17th make, 
Continental, was not in production 

last year. 

Those moving up were two 

| Ford makes—Ford and Lincoln; 
four General Motors Cars—Buick, 
Cadillac, Chevrolet and Oldsmo- 
bile, and one American Motors 
make—Nash. 


The nine which lost were one 
Ford division Mercury; 
Chrysler makes—Chrysler, DeSoto, 
Dodge and Plymouth; one GM — 
Pontiac; 
|Hudson, and two Studebaker- 
Packard—Studebaker and Packard. 


* * * 


yes CHEVROLET leading the 
way with the biggest indi- 
vidual gain, 4.28 percentage points, 
GM took 55.47 percent of the total, 
a first-quarter record. 


Chevrolet's output of 575,019 cars 


and trucks in the U. S. set a new 
quarterly record. The old high/of 
545,604 was set during the /irst 
quarter of 1955. 


By companies, ‘Chrysler’ Corp. 


lost the most, 4.81 points to 14.57 





one American Motors — | 


|576,298 units for the second high 
est monthly output of the year. 
January’s output of 611,190 cars is 


| tops for the year to date. 


* 


C= MOTORS topped all 
other makers with production | 
of 327,243 cars and 56.7 percent of | 
total industry output during March. | 
Ford Motor was second with 146,976 | 
cars and 25.5 percent of total out- | 
put; Chrysler, third with 77,509) 
units and 13.6 percent; American 
Motors, fourth with 14,228 cars and 
25 percent, and Studebaker-| 

(Continued on Page 53, Col. 3) | 


* * 


Top Cars 
New-car veneeyons for two 
months: 

1956 Pos. Make/ 1955 Pos. 
1—224,009 Chevy. 176,064— 2 
2—179,674 Ford 197,572— 1 
3— 90,355 Buick 102,216— 3 
4— 75,286 Plym., 93,882— 4 
5— 72,413 Olds. 80,250— 5 
6— 57,321 Pontiac 71,990— 6 
7— 39,836 Mercury  44,456— 7 
8— 31,608 /Dodge 40,452— 8 
9— 21,780/ Cadillac 23,450— 9 

10— 16,2 Chrysler 22,738—10 
1— 15,1 DeSoto 17,347—11 

400 Stude, 13,948—12 
642 Nash 8,970—13 
B,111 Lincoln 4,172—16 
5,566 Packard 4,789—15 
5,231 Hudson 4,945—14 
1,715 Imperial 1,998—17 
375 Cont’ 
10,512 Misc. 7,039 
Total All Makes 
879,190 916,278 


Further details on Page 44. 





Grand Old Men Step Down 





ALFRED P. SLOAN JR. 
. steps down at 80 


PAUL a LITCHFIELD 
. See story on Page 2 'and chairman of the financial policy 
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Has More Power 
What's New: 


New Austin-A-50 engine with 
52-horsepower and increased 
torque .. . greater clutch di- 
ameter ... redesigned grille ... 
restyled side molding dividing 
two-tone treatment 12-volt 
electrical system. 


EATURING a new engine and 


broad styling changes, a new 
(Continued on Page 53, Col. 4) 


K 


which goes on display today (Apr. 9) in Nash and 


Hudson showrooms, features a new 52-horsepower engine and has a top speed of 


78 miles an hour. 


Two models are available — a hardtop and a convertible. 


Sloan’s Active Duty Ends; 
Bradley, Donner Advance 


By Bob Sheldon 

Associate Editor 
AM accolades for his 
service to the auto 


last week laid aside his duties as 
chairman of the board of General 
Motors. 


To succeed Sloan, who will 
celebrate his 8lst birthday May | 
23, the corporation’s directors 
elected Albert Bradley as chair- 
man. 


Bradley, who is 64, had been exe- 
cutive vice-president since 1942. 
Harlow H. Curtice will continue as 
president and chief executive officer. 


Sloan is the second automotive 
chairman to announce retirement 
this year. Chrysler Corp.’s K. T. 
Keller, 70, will step out Apr. 17. 

* * + 


LOAN’S resignation does not 

remove him from active partici- 
pation in GM management. He 
remains a director, a member of 
the financial policy committee and 
chairman of the bonus and salary 
committee. 

In addition, in tribute to his 
“long and magnificent” leader- 
ship, the GM board elected Sloan 
as honorary chairman. 

The top-level realignment neces- 
sitated other changes by the board, 
meeting in New York. 

Frederic G. Donner was elected 
GM’s third executive vice-president 





| committee. 


Other executive vice- 


| presidents are Louis C. Goad and 


industry | 
and its dealers, Alfred P. Sloan jr. | 


| 


| 





long Ivan L. Wiles. 


EORGE RUSSELL was elected 
to succeed Donner as vice- 


president in charge of the financial 
staff. Russell also was named a 


(Continued on Page 52, Col. 1) 
* * * 


ALBERT BRADLEY 
. GM’s new chairman 
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Chrysler Prototype Design 


Turbine Passes Milestone 


By John T. Benedict 
Engineering Editor 
— ANGELES.—The passing of 
two milestones in the automo- 
tive history of gas-turbine engines 
was marked here March 30 when 
the Plymouth “turbine special” 
arrived at city hall at 9 a.m. four 


days after leaving New York City. | 


The first milestone was in 
completing successfully the first 
transcontinental run with a 
turbine-powered automobile. The 
turbine took a giant step toward 
proving its potential fitness for 
operation under normal city and 
highway driving conditions. 


The second milestone was gradu- | 


ation of the Chrysler turbine out! 


of the experimental stage. 


Ed * a | 

HEN it arrived in California, | 
the gas turbine earned promo- 
tion from decade-long status as an| 
experimental “laboratory tool” to| 
the next phase. Chrysler now class- 
ifies the turbine as ready for design 


of preproduction prototype, accord- | B 


ing to James C. Zeder, vice-| 
president, engeering. 
Although somewhat overlooked | 


in the fanfare, the import of this 
advancement in the Chrysler tur-| 
bine researchers’ thinking will not} 
be lost on other automotive turbine | 
development groups. The turbine | 
has moved another step toward a/| 
production engine. 

In the usual meaning of the | 
term “prototype,” the next phase 
will encompass design for power | 
and performance ratings suitable 
for use in a future vehicle. 

Such a prototype design nor-| 
mally would be expected also to| 
qualify as a “model” for manufac- | 
turing planning—as well as being | 
readily adaptable for volume pro- 
duction if the “go-ahead” is given. 

Final figures for trip statistics | 

and data had not yet been com-| 
puted when George J. Huebner jr., | 
executive engineer in charge of | 
research for Chrysler Corp., was| 
interviewed in Los Angeles. Preli-| 
minary estimates, however, indi-| 
cated that the turbine-powered car 
fuel economy had averaged about | 
13 to 14 miles per gallon. 

Unleaded gasoline was used on 
the trip, although the turbine re-| 
portedly is operable on a variety of | 
fuels ranging from kerosene to 
crude oil. 





* * * 


ENERAL “efficiency” and fuel | 

consumption characterisitics | 
have long been recognized as one 
of the major engineering problems | 
in development of an automotive 
gas turbine. Thus, it is understand-| 
able that Zeder called the fuel 
economy figure “phenomenal” for 
a turbine car operating cross- 
country. 

Traffic conditions, terrain, alti- 
tude and temperature varied con-| 
siderably — and added up to the 
severest test yet put to the auto- 
motive turbine in evaluating its 
applicability to normal driving in 
the hands of the public. 

This trip also provided useful 


‘Are You Happy?’ 
Ford Dealers 
Asked by NADA 


WASHINGTON, — Frederick J. 
Bell, NADA executive vice-president 
has sent a questionnaire to Ford 
Motor Co. dealers asking them 
whether they are satisfied with 
company dealer policies. 

Bell said that a Ford vice- 
president told the Monroney sub- 
committee “the greatest majority 
of our dealers are happy and don’t 
fee! mistreated by the factory.” 

Bell said the subcommittee’s 
questionnaire showed that 2,621 — 
or 81.90 percent of — Ford dealers 
answering thought there is a need 
for congressional study or Federal 
legislation with regard to dealer 
auto marketing problems. 

The questionnaire asks dealers 
whether they have been mistreated 
by the factory or its representa- 
tives during the last year, whether 
they have been encouraged by the 
factory to engage in bad business 
practices and if they are satisfied 
by efforts to stop bootlegging, price 
packing, bad selling methods and 
f.ise and misleading advertising. 














Is Next Step... 


experience information on accel- 
eration characteristics, engine 
braking effects (less than for 
present piston engines), driver 
handling techniques and _all- 
around maneuverability in traffic. 
Huebner reported that only two 
minor mechanical difficulties were 


encountered. Neither was directly | 
| related to the important gas turbine 


operating components such as com- 
pressor, burner, rotors or regenera- 
tor. 

During the first day’s running, 
on the Ohio turnpike, a reduction 
gear bearing ran 30 degrees above 
the normal 180-degree level. It was 
replaced. 

The trip continued uneventfully 
until a “pinging” was heard while 
moving away from a traffic light 
in Winslow, Arizona. Inspection 

* * & 


Chrysler's Gas Turbine— 


Looking over Chrysler Corp.'s experi- 
mental gas turbine engine, installed in 
a 1956 Plymouth, are James C. Zeder, left, 
engineering vice-president, and George 
J. Huebner jr., executive engineer, re- 
search. The new power plant is 
to be the first gas turbine to be used 
successfully to power an American model 
car. 





Dodge Truck Rates Revised . . . | 





| failure on what Huebner said was 





said | 





revealed a cracked aluminum cast- 


ing in the air intake system. The| 


crack was attributed to fatigue 


“one of the oldest parts in the 
engine.” This particular casting 
previously had been used for 


hundreds of hours on dynamometer | 


test and thousands of miles of 
road-testing on other turbine engine | 
installations. 
* * * 
N ANSWER to a question on 
progress Chrysler has made in 
turbine development since its last 
public disclosures in 1954, Huebner 
cited advancements in design, per- 
formance, metallurgy and manu- 
facturing suitability. 
He said that they have reduced | 
engine friction and made steady 
progress in “controllability” of the| 


turbine combustion process.| 


Through the entire power and 
speed range from start-up through | 


| 





idling and on to all driving ranges, 
the engine now is claimed to be 
fully speed controlled, an improve- | 
ment attributed partially to a new 
combustion system. 





In addition to a new reduction} 
gear design and the expectation of | 
being able to convert from costly 
antifriction bearings to plain bear-| 
ings, Huebner also cited important 
progress in metallurgy of the rotors | 
and regenerator materials. 

It is significant that the Chrys- 
ler development now has reached | 

a point where engineers say it 
is feasible to plan for high- 

volume automatic production of 
both the turbine wheels and re- | 
generator parts. 


As an example of the _ cost-| 





| reduction job, Huebner referred to| 


a turbine wheel—which has been| 
priced at $1,000 to $1,500 in the) 
experimental program — but which | 
earries a so-called “cost bogey” or 
design and manufacturing target of 
only $10 at a production rate of 500 


a day. Huebner indicated that 
Chrysler has now “come within 
sight” of the cost target. These, 


(Continued on Page 53, Col. 1) 


Ford Cuts Freight Again | 


poeta freight relief for| 


dealerships in outlying areas 


|'was placed in effect last week by| 


the Ford and Lincoln divisions, | 
with Mercury due to follow suit! 
today (Apr. 9). 

Dodge, meantime, announced a 


|new schedule of destination charges 


on half-ton through two-ton trucks. 
Ford Motor Co. was revising 


its freight rates to match more | 
closely the pattern adopted by | 


General Motors and Chrysler 
Corp. Earlier this year as in 1954, 

Ford pioneered freight equaliza- 
tion only to find its competitors 

basing their reductions on a 
different formula. 

In a separate action last week, 
directional signals were made} 
standard equipment on all cars of) 
the Ford division. 

* * * | 

O COVER the costs of this move | 

as well as to compensate for) 
the freight cuts, the division boosted 
the suggested retail prices of its 
cars by $23 or $24 per unit, except 
for Customline sedans. The latter| 
went up just $9. 

Advertised-delivered prices of 
the Ford division also were 
affected by the addition of $1.10 
to the provision for Federal tax 
on each model. 

Lincoln prices were hoisted $21 
or $22 per car. Mercury’s increase 
will be about $12 across the board. 

(Latest advertised-delivered 
prices of Ford and Lincoln are 
included in the table on Page 44. 
Mercury’s new prices have not yet 
been computed.) 

* * of 


| 

half-ton models to $35 on two-ton) 
jobs. 
Dealers located 900 to 1,600 miles 
from the Dodge truck plant in! 
Warren Township, near Detroit, | 
will benefit most from the freight} 
reductions, which correspond to 
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Top Goodyear Post Changes Hands— 


P. W. Litchfield, second from left, board chairman, Goodyear Tire & Rubber Co., 


| Akron, clasps hands with E. J. Thomas, Goodyear president, as the board post passes 


from one to the other. Litchfield was Goodyear's chief executive for 30 years, and 
is serving his 51st year as a board director. From left are H. L. Hyde, vice-president; 
Litchfield; P. E. H. Leroy, executive vice-president; Thomas; and R. S. Wilson and 


Russell DeYoung, executive vice-presidents. 
* * * . 


Litchfield Steps Down; 
Thomas Top Officer 


AKRON. — Sweeping changes in | J. Thomas, who becomes top-rank- 
its top-level management were an-_| ing officer. 
nounced last week by Goodyear Litchfield will continue as chair- 
Tire & Rubber Co. man and will serve on various 


P. W. Litchfield, chairman of the uae te ae 
board, is relinquishing his authori- | as Mmmodiately announced 


; an the creation of three new executive 
ties and responsibilities as the com- | vice-presidents. They will be filled 
pany’s chief executive officer and | 


by R. S. Wilson, sales; P. E. H. 
turning them over to President E. 


| Leroy, finance and accounting, and 
| Russell DeYoung, production, per- 
|sonnel, research and development. 


Thomas also becomes chairman 
of the newly created policy com- 
mittee which is made up of the 
three executive vice-presidents; 
| Litchfield; H. L. Hyde, chief coun- 
|sel, and L. E. Spencer, who will 
serve as secretary of the com- 
| mittee. 

Three of Goodyear’s younger 
executives have been advanced to 
positions as vice-presidents of 
the parent company. They are 
Victor Holt jr.. who has been 
vice-president of the subsidiary 
sales company in charge of tire 
renewal sales; L. E. Spencer, 
who has been assistant to the 
president, and F. J. Carter, who 
has been director of personnel. 

Two vice-presidents, J. M. Lin- 
forth, in charge of manufacturers’ 
issued to 1,304 and government sales, and F. W. 
cities and 75 Climer, in charge of industrial re- 
counties, according to M. R. Dar-| lations, will retire in June. 


300 Areas Accept 
Invitation to Join 


May Safety Check 


WASHINGTON.—The list of com- 
munities that will participate in the 
May Vehicle Safety Check Program 
continues to grow 
with the latest 
count showing 265 
cities and 35 
counties in the 
fold. 

The goal is 1,000 
participants, more 
than double the 
422 that took part 
last year. Invita- 
tions have been 











M. Darlington jr. 





|lington jr., managing director of 





ODGE trucks came in for 
freight cutbacks ranging up to 
$45, and for wholesale price hikes 
ranging from a minimum of $23 on 





gh oe eng liga previously the Inter-Industry Highway Safety 
Following are examples of Dodge Committee, one of the sponsors of 
| truck freight cuts: | the a . ; 
Freight Net Change | _ Darlington said windshield stickers 
Reduction Wholesale | for the program are available in 
Chicago _"........ +$23 either red or green to avoid con- 
Mobile $8 + 15 |fusion in areas where green mark- 
Philadelphia 10 + 13 |ers were used last year. All orders 
New York 15 » 8 will be filled with green stickers 
Kansas City 10 + 13 unless red is specified. 
Corpus Christi 30.50 — 17.50 Among the latest areas to sign 
Denver 29 /-% up are New Bern and Craven 
Cher 26 3 County, N. C. Directors said they 
a - ae are planning one of the largest 
Miami 28.50 — 5.50 | vehicle-check programs ever at- 
Salt Lake City 15 + 8 tempted in North Carolina with 13 
Los Angeles 15 + 8 lanes operating from May 14 to 19. 


Business Barometer 


Auto Production — 158,636 cars, an increase of 2,343,000 barrels in 
rucks in week vs. 196,362 year ago. week, 

Business Failures — 263 in week Steel Output — 99.1 percent of 
vs. 237 year before. capacity estimated vs. 99.6 percent 

Department Store Sales—Up 9 week earlier. 
percent from year before. Used-Car Prices — $886 average 

Freight Loadings — 697,248 cars in April to date vs. $873 in March. 
in week, an increase 62,620 from Wholesale Prices—112.9 percent 
year before. on 1947-49 index vs. 112.8 percent 

Gasoline Stocks — 196,801,000 week earlier. 
barrels, an increase of 860,000 barrels 
in week. 

Jobless Claims—210,300 in week 
vs. 210,700 year earlier. 

New-Car Registrations — 879, 
190 in 1956 to date vs. 916,278 year 
before. e 

New-Truck Registrations—131, 
619 in 1956 to date vs. 
year before. 

Oil Stocks — 260,037,000 barrels, 


* * 


Common Stocks 
April March 1956 
4 28 


High 
Am. Motors 7% 7% 8% 
Chrysler 76 76%, 87 
Ford 59 60% 
GM 455% 47 
118,435 S-P 8Y 8 


Low 
7, 
71% 
63% 58% 
49Y¥%, 42% 
10% 8 


39.33 40 





Average 











C. C. Gibson, manager of original 
equipment and government sales, 
and P. K. Coe, manager of the com- 
pany’s Detroit office, have been 


advanced to vice-presidencies of the 
subsidiary sales company. 


Hits Oil on U. C. Lot— 


Julius Rosenstock, 


Hotel in Houston. 


Rosenstock Motors 
| (DeSoto-Plymouth), has just struck oil 
|his 10-acre car lot near the Shamrock 
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Dealers tell me 


By John O. Munn 





OPERATIVE advertising has 


always. been a bone of conten- | 


tion between dealers and factories. 
Ours is the only industry where 
the manufacturer assesses dealers 
for advertising. In other industries 
manufacturers give dealers an ad- 
vertising allowance to promote 
their goods. 

It is estimated that dealers 
contributed more than $200 mil- 
lion last year to these funds, 
all of which were administered 
by the factory, or at least under 
the influence of the factory. 


Some manufacturers now are 
agreeing to add to their share of 
this joint fund. Others are increas- 
ing the dealer’s share. The fact 
that such funds exist and the 
methods used in administering 
them has caused much irritation. 


Dealers are constantly discussing | 
| the strength of the retail field. 
* * * 


the situation. This is one of the dif- 
ficulties that would be straightened 
out also with a contract cancellable 
only for cause. 

A discussion on this subject is 
another one of those situations 
where dealers may win a battle 
but lose a war. Admittedly, an 
advertising assessment constitutes 
a reduction in the dealer’s historic 
discount. The amount of discount 
is and always will be the province 
of the factory. 


* 


a * 
Why Bill the Buyer? 

T HAS always been the preroga- 

tive of the dealer to add the 
advertising assessment to the 
delivered price of the car. Isn't 
it asinine to expect a customer 
who buys the car to be invoiced 
for the advertising? Anyway the 
competitive conditions since the 
war have not permitted most 
dealers to add this advertising cost 
to the customer’s invoice. 

But it isn’t the loss of this work- 
ing capital that is the principle 
objection from the standpoint of 
the dealer. These fynds, dealers 
tell me, are used all too frequently 
to regiment the dealers of a given 
line and to put them all in the 


Evanston Fines 5 


On Sunday Law 


EVANSTON, Ill. — Five auto 
dealers have been fined a total of 
$2,500 for violations of Evanston’s 
Sunday closing law. Fifty com- 
plaints had been filed against them. 

Fined were: Fred Emich, Inc. 
(Dodge-Plymouth) ; Evanston Fohr- 
man Packard, Inc.; Humphrey 
Chevrolet, Inc.; Zweifel Motors, 
Inc. (Ford), and Ernie McKay, Inc. 
(used cars). 


Corporation Counsel Rex A. Bul- 
linger said 83 more complaints 
would be filed soon in other alleged 
violaticns. The new complaints will 
include auto dealers and other 
businesses. 
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same classification as far as the 
public is concerned. 


Even now, these ads in many 
instances are still run under the 
heading of “See your nearest 
(name of car) dealer.” The word 
“nearest” is dynamite to the 
dealer who has worked many 
years building up a reputation in 
his community and who feels he 


should enjoy some consumer 
prestige in the field. 
The word “nearest” in such 


advertising infers that all dealers 
are equal, and encourages a cus- 
tomer to shop around and buy 
from the dealer who pretends to 
sell at the lowest price. 

So it works to the advantage of 
the dealer with no service invest- 


|ment who sells on price alone. It 


penalizes the very kind of dealer 
that the factory needs to hold up 


Agencies Commended 


—— say the factories have 
outstanding advertising and 
public relations departments and 
that they employ the top advertis- 
ing agencies. The word “nearest,” 
they say, does not need to appear | 
in the signature and does not make 





the ad one single bit more effective. 
They just don’t like their own} 
money being used to tear them | 


|down with the use of the word | 





“nearest” in cooperative copy. 

Also, there has always been the 
criticism that this advertising, 
when run in the local paper, is | 
charged to the cooperative adver- 
tising fund at a rate consider- 
ably higher than they could pur- | 
chase it direct. Dealers feel, too, 
that they lose a lot of the influ- 
ence a local publisher could di- 
rect in their favor if they were 
allowed to patronize the pub- 
lisher directly. 

Many dealers also feel that be-| 
cause such a large share of their 
advertising funds is directed in 
this manner to product advertising, 
often offering the product on a/| 
long deal basis, that they are de- 
prived of funds for building ac- 
ceptance of their dealership as a 
preferred place at which to do 
business. 

The big job of this industry is | 
producing cars and our manufac- 
turers do a wonderful job. But just | 
as important to the industry is| 
manufacturing customers and a 
great share of that responsibility 
is the dealer’s. | 

It is he who services the car to 
make it a satisfactory product. It 
is he who must find the individual 
customer to buy the car. So his 
major interest as a dealer is not 
alone in selling the product but in 
servicing that product and building 
a dynamic market in favor of do- 
ing business with him. 

ck * 


* 


Speakers Give Antidote 


At LEAST five of the speakers 
at NADA’s Washington con- 
vention advised dealers, as an anti- 
dote to the problems of the trade, 
to develop more public acceptance 
for their firms and to tell the pub- 
lic constantly what their invest- 
ments mean to them in terms of 
owner benefit. 

Two of the speeches, one by Rob- 
ert D. Stewart and the other by 
Walter B. Cooper, chairman of 
NADA’s public relations commit- 
tee, were directed almost exclu- 
sively to dealer public relations. 

As was observed at the start, 
discussing advertising funds is 
academic because the factories 
control the dealer discount. But 
it is always helpful to point out 
that there is a rightful difference 
between the advertising goals of 
a manufacturer and a retailer. 

The goal of the manufacturer is 
to build a good product and then 
to build public acceptance for it. 
The effective advertising program 
for the retailer is to build a good 
service operation, to please owners 
and to tell the community about it, 
thereby manufacturing customers 
— prefer to do business at his 

rm. 





|held the act void on the ground 
| that it imposes a tax on franchised 
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Eisenhower Signs Bill 


Blocking Tax Cuts 


WASHINGTON, — President 
Eisenhower has signed legisla- 
tion extending to Apr. 1, 1957, the 
52 percent corporate income tax, 
the 10 percent excise on new cars 
and the 8 percent levy on new 
trucks, buses, parts and acces- 
sories. 

The taxes had been scheduled 
to decrease Apr. 1. The new rates 
would have been 47 percent on 
corporate earnings, 7 percent on 
cars and 5 percent on trucks. 
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‘Some Methods Border on Price-Fixing .. . 


Bell Cautions Dealers 


In Drive on Packs 


By Ed Brown 
Staff Correspondent 
NEW YORK.—Dealers in several 
areas are taking concerted action in 
an effort to eliminate price packs, 
according to Frederick J. Bell, 
NADA executive vice-president. 
However, he cautioned, in pre- 
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New Jersey Dealers Emphasize ‘Selling’'— 


Whenever the New Jersey Automotive Trade Assn. holds its regional meetings, it 
tries to solve the problems that are giving its members the most trouble. This year 


the association felt “selling” was the top subject, as a matter of fact the only subject, that | 


liminary talks by NADA and the 
Justice Department, it has been 
indicated that some of the meth- 
ods employed in this elimination 
border on the forbidden territory 
of price fixing. 

It was Bell’s suggestion, before 
the annual meeting of the Brook- 
lyn and Long Island Automobile 
Dealers Assn., that any groups 
contemplating antipack action be 
guided by expert legal counsel. 

He warned that the Justice De- 
partment is watching these moves 
carefully and might be expected 
to act in cases which appear to 
fall in the area of price fixing. 

Bell also urged dealers to combat 
cross-selling practices before they 
become too well established. It was 
his feeling that this problem can 
best be handled on a local basis 
before it requires national atten- 


‘| tion. 


William Frame, NADA area rep- 
resentative for the New York met- 
ropolitan area. called cross-selling 
a far more dangerous cancer in 
the automobile business than boot- 
legging. 

Bell said he believed that the 
appointment of an executive vice- 
president by General Motors to 
handle dealer relations was an ex- 
| tremely encouraging move which 
augurs well for the future of the 





business. He noted, however, that 
there are still other manufacturers 
to be heard from. 

Turning to legislation in Wash- 
ington, Bell indicated that NADA 


needed urgent attention. The sales theme was thoroughly covered by Vince Baker, at | was still striving for the passage 


Trenton and Newark, N. J. 


By Inez McDuff 

Staff Correspondent 

LITTLE ROCK. — The Arkansas | 

Supreme Court ruled last week that 

the 1955 legislative act setting up a | 

seven-member Arkansas Motor Ve- 

hicle Commission to police the 

franchised automobile industry is 
unconstitutional. 


The opinion, by a vote of 4 to 2, 


ear dealers but exempts used-car 
dealers. The court held that the act | 
violates provisions of the U. S. and 
state constitutions prohibiting class 
legislation. 


The tribunal also declared ille- 
gal a provision of the act to allow 
the commission authority to fix 
the salary of its secretary, on the 
ground that this delegates legis- 
lative authority to the commis- 
sion. The Arkansas constitution 
provides that only the legislature 
may fix salaries of administra- 
tive officers. 

The opinion reversed a ruling of 
Pulaski Chancery Court in a suit 
filed by Rebsamen Motors, Little | 
Rock Ford dealership. Rebsamen 
sought to prevent the seven-mem- 
ber commission from taking office 
last July 1 as indicated by the leg- 
islature, and to prohibit the agency 
from using license fees collected 
under the act for operation of the 
commission. R. W. Morris, a sales- 
man for the Rebsamen firm, was a 
co-plaintiff in the suit. 

When the late Chancellor Rodney 
Parham declined last June to issue 
an injunction prohibiting a seven- 
member commission from taking 
office on July 1, and when his suc- 
cessor in office upheld the consti- 
tutionality of the act in a later rul- 
ing, the plaintiffs appealed to the 
Supreme Court from those deci- 
sions. License fees paid by the 
plaintiffs were impounded by the 
chancellor until outcome of the liti- 
gation could be decided. 

The honorary commission con- 
sists of seven Arkansas new-car | 
dealers appointed hy Gov. Orval 
Faubus. 

* The act imposed annual license 

fees of $100 on manufacturers, 
$25 on dealers and $5 on indi- 

vidual salesmen. Ninety percent 
of the revenue was to be used 
for maintenance of the commis- 




























Ark. License Law Killed 
As ‘Class Legislation’ 


sion and 10 percent was to be 


channeled into the state general | 


revenue fund. 
The Supreme Court’s opinion sai 
that the act’s failure to impose the 


|}same fees on used-car dealers “is 


clearly ... an arbitrary classifica- 
tion and in conflict” with the state 
constitution. ... 

“Considering Act 182 in its en- 
tirety, and finding all of its mate- 


| rial provisions, which were intended 
ito effectuate its purposes, to con-| 


| microphone, the only speaker engaged for the group's meetings in Atlantic City,|of several pieces of legislation to 


|help place the dealers in a more 
|equitable position with the 
| factories. 

He said the “day-in-court” bill 
|is receiving careful consideration 
from Congress. He held out less 
| hope for the territory security bill. 
| Bell said that when Senator A. 
|S. Mike Monroney returns from 
| Europe, he will invite senators and 
| congressmen to appear before his 


q | auto marketing practices commit- 


| tee to state their views in regard 


|to NAD A-sponsored 


| 


travene provisions of both our state | 


and federal constitutions, we hold 
it unconstitutional and invalid.” 
In a dissenting opinion, Associate 


Justice Paul Ward and Chief Jus- | 


tice Lee Seamster said, “In effect 
. . the act is designed to prevent 


pany from forcing a local dealer in 


an automobile manufacturing com- | 


this state to accept and pay for'| 


more automobiles than the dealer 
orders, or can dispose of at the 


price at which he is required to} held for hospital 


sell them. 
“It is very plain not only from 
4) 


(Continued on Page 51, Col. 


vehicle ... 





Wemhoft 


go into the jewelry business? 






On the House .. . 


Following big success by Plymouth early this 
year, customer contests have been spreading 
throughout the industry. Chevrolet, American Mo- 
tors and DeSoto currently have similar contests 
running; look for more if appeal doesn’t fade and 
if sales remain laggard ... Internal Revenue has 
tightened rules on towing charges; excise tax now 
applies on towing charges made by car dealership, 
unless the dealership makes the repairs to disabled 





Three Indiana dealers — Fred Pletcher, Paul 
Bailey and Freeman Yeager—have filed candida- 
cies for state legislature 
association has added four new members; ditto 
for Florida group ... Southern California dealers will stage annual 
golf tourney Apr. 24-29 at Palm Springs. . 

W. R. Harrell on Florida association’s board .. . 

According to Tennessee association bulletin: “Five most important 
words—‘I am proud of you;’ Four most important words—‘What is 
your opinion?;’ Three most important words—‘I believe you;’ Two 
most important words—‘Thank you;’ Least important word—’.. . 
Texas dealers are up in arms about a big fast-talking man who offers 
diamond rings as part payment on new cars; so far the diamonds 
have proved as valuable as represented. But what dealer wants to 


| (Continued on Page 51, 


legislation. 
| Bell urged dealers to talk to their 
congressmen at every opportunity, 
|in an effort to solicit from them 
a promise to appear before the 
Col. 5) 


Help for Hospital 


Vandergriff Gives 4 Lots 


To Texas Drive 


ARLINGTON, Tex.—W. T. Van- 
|dergriff, Buick and Chevrolet 
dealer, has donated four downtown 
lots to the Arlington Memorial Hos- 
pital Foundation fund drive. 

A year ago, the Vandergriff 
family deeded a nine-acre tract to 
the Chamber of Commerce to be 
purposes. The 
tract will be turned over to the 
fund group to be used with the 
latest donation. 



















North Carolina 


. Bob Langley succeeds 


—Perte Wemuorr, Editor, 
Automotive News 
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Chevrolet’s Peak Total Sets Pace... 





7 Makes Hike Output Shares 


(Continued from Page 1) 

group rolled 115,376 cars from the 
lines. Its 1955 effort was good for 
5.42 percent of total industry out- 
put. 

Chrysler, which captured 19.38 
percent of total industry output in 
the first quarter of ’55, dropped 


4.81 percentage points this year as | 


it produced 254,050 cars for 14.57 
percent of total output. 
+ * * 
Most of Chrysler’s ’56 losses 
resulted from large production 
declines at Dodge and Plymouth 
during the first three months of 
this year. 

Dodge turned out 54,797 cars 
for 3.14 percent of total output 
during the first quarter of this 
year, as compared with the 4.67 
percent compiled last year on 
99,397 units. Its percentage-point 
loss was 1.53. Plymouth lost 2.45 
percentage points with the out- 
put of 130,691 cars and a 7.50 
percent-of-industry effort this 
year, as compared with the 9.95 
percent compiled on 211,794 cars 
a@ year ago. 

Chrysler division lost 0.68 per- 
centage points with the production 
of 35,824 cars and 2.05 percent of 


total industry output this year, as| 
compared with 58,053 cars and 2.73) 


percent this year. 
* * + 

7? stayed nearer its ’55 

pace with the production of 32,- 
738 cars this year, as compared 
with 43,289 a vear ago. Its percent- 
of-industry effort this year was 1.88, 
as compared with 2.03 last year. 

The only GM division to regis- 
ter a loss was Pontiac, while 
Cadillac was the industry’s only 
maker to register an alltime high 
in quarterly output. 

Pontiac turned out 114,406 cars 
for 6.56 percent of total industry 
production during the first quarter. 
The decline was a 0.84 percentage- 
point drop from ’55, when it turned 
out a record 157,496 units for 7.40 
percent of total output. 

* * * 
ee assembly of 43,235 
ears this year was good for 


|over its 1955 effort. Cutting pro- 
| duction only 2.6 percent from its 
|’55 pace, Chevrolet turned out 468,- 
429 cars for 26.87 percent of total 
| output this year. During the same 
period a year ago, the division 
|turned out a record 481,041 cars 
|for 22.59 percent of total output. 
Ford division, which cut output 
17.4 percent during the first 
quarter, picked up 0.19 percent- 
| age points from last year. The 
division turned out 362,457 cars 
for 20.79 percent of total industry 
output during the January-March 
period of this year, as compared 
with 438,608 and 20.60 percent 
a year ago. 
| Mercury’s loss of 1.37 percentage 
|points from last year was the big 
factor in Ford Motor’s overall loss 
of 0.85 percentage points from ’55. 


* * * 


ERCURY turned out 63,848 cars 
rex for 3.66 percent of total in- 


DeSoto Hangs 
‘Sold Out’ Sign 





On Adventurer 


DETROIT.—“Introduced in Feb- 
|ruary, sold out in April” is the 
record DeSoto claimed last week 
for the Adventurer, its 320-horse- 
power limited-production hardtop. 

A. B. Nielsen, general sales man- 
ager, said all 1,000 units of the 
model had been sold and that pro- 
duction has been discontinued. 

The Adventurer was announced 
Jan. 11 but was not shown publicly 
until the Detroit Auto Show which 
opened Feb. 18. 

An Adventurer has been selected 
to pace the Pike’s Peak Hill Climb 
at Colorado Springs, Colo., July 4. 








2.48 percent of total output and a} 
new high in quarterly output. Its | 
former high of 43,016 was set dur-| 
ing the first quarter of ’55. Its | 
percentage-point gain over a year} 
ago was 0.46. 

Oldsmobile showed a 1.19 
percentage-point gain over °55 
with the production of 149,532 


By Pete Wemhoff 

Editor, Automotive News 
DETROIT.—“We know the come- | 
|back trail is tough and uphill, but | 
|we believe we're tough enough to 
| keep taking those upward steps,” | 
|newsmen were told last week by | 
cars and 8.58 percent of total in- Robert P. Laughna, general man- 
ey —— ——s the first | ager of Packard-Clipper division. | 
quarter 0 is year. year ago | Laughna spoke at a press pre-| 
it turned out 157,266 cars for | view of the new Packard Executive | 

7.39 percent of total assemblies | series, which go on display at deal-| 
for the period. | erships this week. 

Buick also showed a production; The new series, available in hard- | 
decline but picked up 1.33 percent-|top and sedan models, will be| 
age points over ’55. During the| priced just above the medium-price | 
January-March period of this year, | field and will be backed by a $3,- | 
the division turned out 191,392 cars| 000,000 advertising and promotion 
for 10.98 percent of total industry | campaign. 
output, while, during the same) Laughna said Packard “firmly 
period of 1955, it turned out 205,578 believes there is a place in in- 
cars for 9.65 percent of total pro-| dustry for a company that can | 
duction. produce the best but not the 

= <8 | most.” 
foe made the biggest; “We have not minimized our 
improvement of any maker as/ problems in the past, nor do we 
it picked up 4.38 percentage points! minimize our problems of the fu- 
OO x * * 








Packard Unveils Executive Series— 


The Executive series, which goes on display today (Apr. 9) in Packard showrooms, 
features electronic pushbutton door locks and a 285-horsepower V-8 engine. Two 
models are available—a four-door sedan, above, and a two-door hardtop. 





dustry output this year, as com- 
pared with a year ago, when 


put on 107,010 units. 

Lincoln was Ford Motors’ 
biggest gainer as it raised out- 
put 27.1 percent over a year ago. 
During the first quarter of this 
year, the division turned out 14,- 
096 cars for 0.81 percent of in- 
dustry output, as compared with 
the 0.52 percent compiled last 
year on 11,094 cars. 

Continental, which was not in 
production during the first three 
months a year ago, turned out 767 
cars during January-March period 
of this year. Its percent-of-industry 
effort was 0.52. 

* * x 

A= picked up 0.15 percentage 

points over '55, mostly on the 
strength of Nash. That division 
turned out 29,414 cars for 1.69 per- 
cent of total industry output during 
the first quarter of this year, as 
compared with the 1.39 percent 
compiled a year ago on 29,692 cars. 

Hudson produced 13,358 cars for 
0.77 percent of total output this 
year, as compared with 19,477 units 
and 0.92 percent of total output 
last year. Its loss from a year ago 
was 0.15 percentage points. 

The fact that Packard was 
out of production during the 

entire month of February was 
a big factor in S-P’s loss of 0.74 
percentage points from a year 
ago. 

Packard turned out only 7,021 
ears for 0.40 percent of total out- 
put during the first quarter of this 
year, as compared with 19,664 cars 
and 0.93 percent a year ago. 

Studebaker built 31,425 cars for 
1.80 percent of total output during 
the January-March period of this 
year, as compared with 42,856 cars 
and 2.01 percent of total output 
last year. 





Laughna Cites Confidence . . . 


S-P Set to Fight Uphill 


ture,” he declared. “We appreciate 
that the improvement of our facili- 
ties and the establishment of a new 
management team are only the first 
steps in the upward path of the 
comeback trail. 

“We recognize our financial 
disadvantages in comparison to 
our competitors in the areas of 
advertising, dealer strength and 
new-model tooling. We _ realize 
our competitive disadvantage in 
any area of the industry, where 
the immediate spending of large 
sums of money is the plausible, 
historic and accepted answer. 

“We are not pessimistic and dis- 
couraged because ot these prob- 
lems, nor are we so optimistic, and 


| naive as to believe we will solve all 
|our problems tomorrow,” Laughna 


said. 
Laughna pointed out that the 


|new Executive series is the result 


of two years of planning and reor- 
ganization. 


“Not planning specifically for the 


| Executive models, but planning the 


facilities and organization that 
could give birth to a new series 
during the middle of a model year,” 
he said. 


“We recognized that our advan- 
tage over our Big Brothers was 
strictly one of flexibility—the flexi- 
bility to give comparative immedi- 
ate birth to ideas, rather than have 
such ideas stretched through the 
long approval channels inherent in 
the organization of large corpora- 
tions.” 

The new Executive series was 
originally set for introduction 
along with 1957 models next fall, 
he said. 

The new cars are powered by a 
275-horsepower V-8 engine, with a 
9.5:1 compression ratio, There will 
be offered 60 exterior color com- 
binations. 


Walton Adds DeSoto 


Bill Walton, GMC dealer in Mon- 
ticello, Utah, has added DeSoto- 
Plymouth franchises. He has en- 
larged shop and showroom facili- 
ties. 


it | 
captured 5.03 percent of total out-| 








1956 





Devotions in a Dealership— 
The Rev. Max Gaulke, president, Gulf Coast Bible College, conducts a morning 


devotional service at Star Chevrolet, Houston. C. C. Richardson, Star owner, says 
the devotionals, held the first Tuesday of each month, are ‘‘a real contribution to 
the employes’ welfare, and have a strong influence on business ethics of employes 
and management.” 


V-8s Give Major Assist 
To New-Car Selling 


‘Continued frcm Page 1) 


and Belvedere models. While there} let with 224,009 for the first two 
has been increased interest in the | months of 1956, compared wiih 
middle lines, demand has soared | 176,064 for the same period of 1955. 
oo, — rg A mee [ One-Fifty, eg oe reports, this 
ainline an aza series. wou indicate that Chevrolet 
The factories have helped this| dealers have sold 48,000 more V-8s 
trend by dolling up the lower-priced | im two months this year than they 
series this year. Ford’s recently in- | did last year. 
troduced paint-and-chrome garnish Ford dealers say V-8 sales are 
on ym i ee — eg about even with last year, 
up demand for that model, dealers! but that demand for Sixes is down 
say. about one-third. Plymouth dealers 
report similar experience with V-8s, 
N SELECTING lower-priced| but say that sale of Sixes has been 
models, dealers say, buyers are| cut nearly in half. 
steering clear of many of the op- A bit of quick arithmetic shows 
tions and accessory groups that | that Chevrolet’s gain of 48,000 in 
used to be a cinch to sell in a| V-8s just about equals its sales 
package with higher-priced cars. lead over Ford (Chevrolet, 224,009; 
When & ahem ¢ riti the | Ford, 179,674). The V-8 splurge has 
deal, ao say, ‘ne seaaant sae | also lifted Chevrolet out of its 
cross off power steering, power ftw gee ol position of second place 
brakes and foam-rubber cushions, jan pushed - far out in front. 
but he’s r to fork h : 
ain maake Oe Vs" tak, | TUST-RELEASED registration re- 
amounts to $99 on a Chevrolet, |@ Ports for February show the 
$99.98 on a Ford and $103.25 on | following registrations for the sec- 
a Plymouth. ;ond month (which had the same 
(Dealers working on an extra- number of sales days as January 


* * & 





close profit margin note that when this year): 
|forced to discount, they can avoid saan a a Pa Pos. 
applying the discount to the engine} 4 gs'g99 Mera 101.349— 1 
option thus salvaging enough) 3 45.552 Buick 51634— 3 
profit on the V-8 engine alone to} a 38,341 Sivan 46531 4 
pay about half of the salesman’s| 5 35’399 Olds. 120370 5 
commission.) _ | 6— 28,600 Pontiac 35,408— 6 
Chevrolet dealers are happiest 7— 20,136 Mercury 23,223— 7 
over the V-8 situation. A year ago,! 3 16,107 Dodge — 19,809— 8 
they were unable to supply enough| g_ 109308 Cadillac 10,931— 9 
V-8s to meet the demand. Now, 10— 17,997 Chrysler 10,465—10 
with ample production, they are| 11 7,604 DeSoto 8,382—11 
pushing hard on the V-8. Most} 49_ 7,400 Stude. 7,308—12 
Chevrolet dealers report having) 13. 6115 Nash 4,325—13 
sold just about twice as many V-8s| 14 3169 Lincoln 1.995—16 
this year as they did in the same! 15. 92733 Packard 3,100—14 
opening months of 1955, while de-| 1g 2648 Hudson 2,451—15 
mand for Sixes has held about; 47_ 7g Imperial 933—17 
even. agate 18— 165 Cont’ 

ATEST registration figures from <= a one 

4 R. L. Polk & Co. show Chevro- 447,542 476,584 
. For quick comparison, here is 

Dodge Shifts Four how they fared in January: 
In Field F 109,342 Chev. 77,810 2. 
—109,342 Chev. J 2 
n 1e€ orce 2— 85,775 Ford 89,814— 1 
DETROIT.—Three regional sales 3— 44,803 Buick 50,588— 3 
managers and a district sales 4— 36,945 Plym. 47,364— 4 
manager have been appointed by 5— 36,525 Olds. 39,893— 5 
Dodge. 6— 28,721 Pontiac 36,614— 6 
Joseph A. 7— 19,700 Mercury 21,249— 7 
Doherty has been 8— 15,501 Dodge 20,651— 8 
named to head 9— 11,472 Cadillac 12,530— 9 
sales in the Kan-| 10— 8,259 Chrysler 12,282—10 
sas City region,| 1l— 17,496 DeSoto 8,963—11 
James Robert| 12— 7,000 Stude. 6,640—12 
Jarvis in the New| 13— 5,527 Nash 4,645—13 
York region, and| 14— 2,942 Lincoln 2,179—15 
John Victor Kick-| 15— 2,833 Packard 1,690—16 
lighter in the| 16— 2,583 Hudson 2,494—14 
Atlanta seat. 17— 837 Imperial 1,065—17 
‘ Abel A. Medlin| 18— 210 Cont. 
“a = has been 69- 5,177 Mise. 3,553 
pointed district manager for Hag- Total All Makes 
erstown in the Philadelphia region. 431,648 440,024 
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ALL WE HAVE T0 SELL IS PROFIT! 


Your present line plus a ‘Jeep’ franchise means: 


e You spread your investment in Sales and Service facilities over two lines. 


e You can add substantial gross profits, with only a small addition to your present investment. 


¢ You make more efficient use of your Sales and Service force, by expanding their range of prospects. 


What happened to the 712 new dealers who joined the Willys 
team in 1955? Greatly increased net profits and best profit year were 
reported by many. This was accomplished by spreading investments in 
facilities and Sales and Service personnel over both their existing line and 
the ‘Jeep’ vehicle line. 


These new dealers—and many others who added the ‘Jeep’ franchise to their 
present operation—were amazed when they compared the average gross 
profit per sale on ‘Jeep’ family vehicles with that of their present line. After 
the final washout, sales of ‘Jeep’ family vehicles resulted in much larger 
retained gross profits because: 


Willys dealers have no wheeling and dealing competition down the street. 


Used ‘Jeep’ vehicle resale value is far greater than that of most auto- 
motive products. (For example, two-year-old Universal ‘Jeeps’ sell for 
90.2% of Factory list price.) 

49.8% of ‘Jeep’ retail sales are clean deals. 

‘Jeep’ vehicle sales generally include substantial additional profits from 
the sale of special equipment (either at the time of original sale, or later 
when owners have new jobs to do). 


The yeep family of 4-Wheel-Drive vehicles 





‘Jeep’ Truck 


Universal ‘Jeep’ 





‘Jeep’ Station Wagon 


You can get into this profit picture The success of most dealers who 
dualed their existing line with the ‘Jeep’ franchise in 1955 was so great that 
it would be worth while for you to consider adding the ‘Jeep’ franchise to 
your present line. As Willys dealers are established only on a market potential 
basis, the number of open points is limited, but each offers a substantial 
future to the right man. 


Here is all you do Get the detailed facts and see what they can mean to 
you—facts about gross profit comparisons after the washout, facts about 
spreading your investment over a wider base — giving up nothing, but adding 
profits—facts about ‘Jeep’ service and parts income and special equipment 
sales. If you’re serious about increasing your 1956 net, fill out and mail the 
coupon below. You'll be under no obligation. Do it now! 






WILLYS... Pa 
the company 4 
on the 
move! bee 







Aero eee et 


Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 





Without obligation, please have a representative call and 


Name 
Address 
(Cis cc ceesseninienssclistaenidienedaanlntannmaaane 


Business Position 


POPS Hee EH EEE HEHEHE HEHEHE HEHEHE EEE HERE HEHE EEE 


give me information about the ‘Jeep’ family franchise. 








eeeeeeeee 
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Limited to 3 Dealer Bills .. . 


Makers Back in D. C. 
For House Hearings 


WASHINGTON. — Automobile |lien on motor vehicles shall not be 


manufacturers will begin trooping 
back to the capital this week for 
another round of hearings — this 
time before a House Commerce 
subcommittee headed by’ Rep. 
Arthur Klein, New York Democrat. 


The new hearings are not 
expected to prove as explosive as 
those conducted by the O’Ma- 
honey and Monroney subcommit- 
tees. Klein’s group will question 
the auto makers about three bills 
—those dealing with phantom 
freight, bootlegging and a form 
of territorial security. 

The schedule of factory appear- 
ances is: Wednesday (Apr. 11), 
General Motors; Thursday (Apr. 12), 
Ford; Apr. 17, American Motors, 
and Apr. 18, Chrysler. Studebaker- 
Packard is not expected to appear. 

It is understood that representa- 
tives of governmental agencies will 
testify before the hearings close 


and that dealers will not be called | 


unless the need for such testimony 
arises from the present schedule. 

Since this will be a House hear- 
ing, the “day-in-court” bill intro- 
duced by Senator John M. Butler, 
Maryland Republican, will not be 
discussed. The bill is designed to 

protect dealers in franchise can- 
cellations. 

Frederick J. Bell, NADA execu- 
tive vice-president, has termed 
Butler’s proposal “a sincere effort 
to help dealers,” but NADA has 

not yet gone on record as favor- 

ing passage of the measure. 

NADA, in seeking a “simple” 
Piece of legislation to govern 
factory-dealer relationships, has 
spoken of “good faith,” “mutual 
equity” and “ground rules.” The 
dealer body, however, has not 
spelled .out in full just what it 
means by these terms. 

The three bills that Klein’s sub- 
committee will discuss have re- 
ceived a vote of approval from 
NADA. In its monthly magazine, 
the association includes them in an 
outline of “legislation dealers 
want.” They are: 

1. A phantom freight measure 
introduced by Rep. Carl Hinshaw, 
California Republican, which would 
prohibit manufacturers from mak- 
ing charges for freight which they 
have not been required to pay. 

2. A bill introduced by Rep. 
Tom Steed, Oklahoma Democrat, 
which would permit manufac- 
turers to assign specific areas of 

service responsibility to their 
dealers. 


Under this bill, a dealer perform- 
ing warranty service could collect 
a fee from the dealer who sold 
the car. 

3. A bill introduced by Rep. John 
Bell Williams, Mississippi Demo- 
crat, which would permit auto 
manufacturers to cancel the fran- 
chise of a dealer who sold cars to 
unauthorized dealers for resale to 
the consumer. 

NADA also favors pending legis- 
lation to exempt from excise taxes 
autos furnished free to driver- 
training classes in schools, and a 
bill providing that a Federal tax 





valid against a mortgagee, pledgee 
or purchaser who has no knowl- 
edge of the existence of the lien. 


The latest auto-industry bill to 
join some two dozen already in 
the Congressional hopper was in- 
troduced late in March by two 
former dealers, Republican Sena- 
tors Wallace F. Bennett, Utah, 
and Frederick G. Payne, Maine. 
In effect, the bill would have the 

dealer issue new-car warranties 
rather than the factory. Part of 
the dealer’s discount would be con- 


| tingent upon his fulfilling the war- 


ranty provisions. 
Therefore, if a dealer bootlegged 


|}a car, he would be losing part of 


his discount— hence part of his 
profit — on the deal. 

Elsewhere in Washington, the 
Monroney subcommittee is expected 
to hold its final hearings by April 
25. Then will come the report with 
its recommendations. 

Meanwhile, the Senate antitrust 
subcommittee, now headed by 
Senator Joseph O’Mahoney as 
chairman (he was acting chair- 
man during the GM quiz) is con- 
sidering a set of hearings to 
“study” some GM divisions not 
previously called. That may be 
the reason for holding up the 
report on the earlier hearings. 

In some quarters it is believed 

that Senators Monroney and O’Ma- 
honey, at the conclusion of both 
sets of hearings, may pool their 
ideas to sponsor a “dealer’s day-in- 
court” bill. 

While Monroney may press 
further for his “truth label” pro- 
posal, it is widely believed that 
legislation to clarify mutual rights 
and obligations of each party to 
dealer franchise agreements will be 
one of the most likely results of 
both Senate and House studies of 
the auto situation. 








Top Chrysler Dealers Tell How It's Done— 

Fourteen top Chrysler dealers are outlining their profit-making management, sales 
and merchandising techniques in a series of Chrysler Dealer Profit Forums. The 
forums will be held in Detroit, today and tomorrow (Apr. 9-10); at Chicago’s Conrad 


Hilton Hotel, Thursday and Friday (Apr. 
Los Angeles, (Apr. 19-20). 


12-13); and at the Ambecssador Hotel in 
From left are D. L. Blaushild, Shaker Heights, O.; Russell 


Swift jr., Quincy, Mass.; Joseph Levy, Chicago; and George H. Harger, Los Angeles. 
Other dealers include C. G. McKimmie, Richmond, Va.; J. T. Healey, San Jose, Calif.; 
J. E. Murphy, Elizabeth, N. J.; Herold Friedman, Des Moines, la.; G. P. Maloney jr., 
Canton, O.; C. L. DuQuaine, Madison, Wis.; Dan Coppola, Westport, Conn.; and R. G. 
Elfman and Stanley N. Kitchner, Philadelphia. 


Pa. Sets Up Bureau to Sell 


HARRISBURG, Pa. — Pennsyl- 
vania has established a new auto- 
motive bureau in its Department of 
Property and Supplies to direct the 
turnover of 3,600 state cars a year. 
John D. Adams, former New York 
State regional manager for Plym- 
outh, will direct the bureau. 

Pennsylvania last year inaugu- 

rated a policy of buying its cars 

direct from the manufacturers 
and selling its used cars to the 
public at auction. 

The new program involves $7 
million a year. It is hoped that 
Adams’ bureau can save the State 
some $2.5 million annually on the 
theory that individual bidders will 





Fleets of State Autos 


offer more for a used car than will 
dealers who, under the old system, 
were permitted to buy entire fleets 
on a single-unit bid. 


Dealers bought about 90 percent 
of the used cars offered at the first 


| State sale last year and about 60 


percent of those on the block at 
two succeeding sales. 


In an effort to bring more indi- 
vidual buyers to the auctions, 
Adams plans to publicize the bar- 
gains that are available. 

He will be assisted by a sales 
manager and two field men. It was 
announced that the cars would be 
sold in all parts of the state in an 
effort to keep from flooding local 
markets. 





Blitz Shoe on Other Foot. . .? 


Dealer Unit Flays Factory Ads 


By John K. Teahen jr. 
Staff Writer 
HE New Car Dealers of Manito- 
woc, Wis., have challenged the 
auto makers’ right to throw the 
first stone in the discussion of who’s 
to blame for blitz advertising. 

In a letter to all auto manufae- 
turers, Wisconsin officials and Sen- 
ator A. S. Mike Monroney, the 
Manitowoc dealers protested “the 
type of national advertising being 
done in print, on television and on 
radio by the factories.” 

The letter was signed by 10 
dealers, representing all five manu- 
facturers and including every make 
except Hudson. 

* * * 
"aer expressed dissatisfaction 
with all types of auto adver- 
tising and said, “We think it is 
time the factories quit trying to 
convince the public that the dealer 
is a sucker for a big trade allow- 





Off on Endurance Race— 


the track at the start of the annual Grand Prix of Endurance race | ads. 
Sebring, Fla. Juan Manvel Fangio of Argentina won the 12-hour 





ance, that he will give away all his 
profit to make a deal and that the 
car is priced lower than it actually 
is.” 

They continued, “In no other 
business does Mr. John Q. Public 
do such a job of chiseling an 
honest, reputable businessman in- 
to bankruptcy. It is our opinion 
that factory advertising has a lot 
to do with it.” 


The Manitowoc declaration is one 
of the first blasts against factory 
advertising in recent months. In 
most sectors dealers seem to be 
reasonably content with the factory 
presentations and are concentra- 
ting on putting their own advertis- 
ing houses in order. 

* * * 


- THE nation’s capital, the 
Washington Daily News joined 
with the Better Business Bureau 
to set up an auto ad code and an- 
nounced that the reaction of 95 
percent of the area’s dealers was 
excellent. 

“Most of the chief offenders 
have cleaned up their advertising 
copy and we have had to bar only 
a few from use of our news- 
paper,” the Daily News reported. 

Also in Washington, the Chevrolet 
dealer associations has adopted a 
rigid code which limits its members 
to institutional or product adver- 
tising. 

* * cd 

wan reported that the Omaha 

New Car Dealers Assn. is among 
the latest local groups to approve 
a set of ad standards and that 
Long Beach (Calif.) dealers are 
working with the city’s Better Busi- 
ness Bureau to root out offenses. 

NADA also announced that its 
advertising committee, headed by 
Frank H. Yarnall, Chicago, will 
meet in Washington Apr. 16 to 
plan further developments in the 
association’s campaign against blitz 


Members of the committee are 
Roland Hughes, Jonesboro, Ark.; 





Charles B. Tutan, Miami; A. E. 
White, Columbus, O.; Ray D. Wil- 
son, Los Angeles, and E. L. Cleary, 
Chicago. 

The Los Angeles Lincoln-Mercury 
Dealers Assn. has worked out a 
series of ads which contain “com- 
mon sense facts for new-car buy- 

(Continued on Page 54, Col. 1) 





Yuletime Show 
Worries Gotham 


Dealers Fear Business: 


Won’t Be Helped 


NEW YORK. — “You can’t com- 
pete with Santa Claus” seems to 
sum up the reaction of dealers here 
to the news of the resumption of 
the National Auto Show after a 
lapse of 16 years. 

The show will run from Dec. 8 
to 16 and will be sponsored by 
the Automobile Manufacturers 
Assn. 

(However, figures compiled by the 
U.S. Chamber of Commerce based 
on Census Bureau statistics show 
that in 1955 December’s business 
by dealers was only 1.2 percent 
lower than the peak month of June 
and only one-third of 1 percent 
lower than the annual average.) 

Ford Motor Co., which is not a 

member of AMA, has been given 
an invitation to take part, it was 
reported last week, but no reply as 
yet has been announced. 

Although no official comment has 
been made by local dealer organi- 
zations, it was reported that for 
almost two years dealers have been 
working to obtain satisfactory 
dates, If they had been able to do 
this, they were willing to sponsor 
a show themselves. 

Several dates were offered by the 
management of the new Coliseum, 
where the National Auto Show will 
be held, but these found little en- 
thusiasm among dealers. 

One date, it was said, would 
have preceded some of the 1957 
announcements; another would 
have conflicted directly with 
Christmas —the major criticism 
here of the new show—and a 
third would have fallen during 
the hot summer. 

The dealer group was holding 
out for January, 1957, or early Feb- 
ruary. These times were not avail- 
able, it was reported, because of 
long standing commitments for 
other shows. 

Disappointment among the deal- 
ers spearheading the drive for a 
show of their own is reported quite 
evident. 

Some pointed to Chevrolet’s an- 
nouncement of '54 models. It was 
scheduled some 10 days before 
Christmas and it was called the 
“flattest” Chevrolet had ever ex- 
perienced in the New York area. 

However, optimism has been ex- 
pressed by AMA and the Coliseum 
officials. James F. Walsh, Coliseum 
exhibitions director, predicted that 
the number of visitors would set a 
record. 

The fact remains, however, that 
dealers fear much of the overall 
effectiveness of the show will be 
dulled by its timing. Santa Claus 
is a tough competitor. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


April 4 
(Very good sale, although we did 
not have enough merchandise. Sold 
130 cars out of 169 entered.) 
BUICK—’56 Special Riviera, $2,500*. 
‘55 Speciat Riviera, $1,835*. ‘'54 
Super 4-dr., $1,490*; Century 4-dr., 
$1,390; Special 4-dr., $1,300*, $1,- 
190. '53 Special Riviera, $905*; 2-dr., 
$800. $740; Super Riviera, $955*, 
$790*. '52 Super Riviera, $685*; 
dr., $615*. °51 Super 4-dr., $290. 
CADILLAC — ’55 (62) 4-dr., $3,135* 
(ps). *53 (62) 4-dr., $1,635* (ps). 
"51 (62) 4-dr., $875*, $805*. 
CHEVROLET—’55 Two-ten 2-dr. (6), 
$1,200. °54 Two-ten station wagon, 
$1,035; 2-dr., $820, $800, $775, $690; 
One-fifty 2-dr., $725; Bel Air 4-dr., 
$960; 2-dr., $885. '53 Bel Air Hard- 
top, $950*; conv., $900*; 4-dr., $800*; 
Two-ten station wagon, $830; 4-dr., 
$685, $800*; 2-dr., $660. '52 SL De- 
luxe 2-dr., $490%, $390*. ‘51 SL 
Deluxe 2-dr., $615. 
CHRYSLER—’52 Windsor 4-dr., $595. 
"51 Windsor 4-dr., $305*. 
DeSOTO — '53 Fire Dome (8) 
$930*. °50 Deluxe 4-dr., $175. 
Deluxe club coupe, $150. 
DODGE—'55 Royal 4-dr., $1,800* (ps); 
Coronet (8) 4-dr., $1,500. '53 Coronet 
club coupe, $625; Meadowbrook 4-dr., 
$565. °52 Coronet 4-dr., $430. 
FORD—'56 Fairlane (8) Victoria, $2,- 
050; Fairlane (6) 2-dr., $1,975* (ps). 
’55 Fairlane (8) conv., $1,825*, $1,- 
675*; Custom (8) 4-dr., $1,425; Cus- 
tom (6) 2-dr., $1,290, $1,195. '54 
Custom (6) 4-dr., $855; 2-dr., $820*, 
$750; %-ton pickup, $575. ’53 Crest 
(8) Victoria, $860; conv., $990*, 
$870*; Custom (8) 2-dr., $770*, $750; 
club coupe, $720*; 4-dr., $775*; Main 


4- 


4-dr., 
"49 


(8) 2-dr., $535; 4-dr., 
(6) 2-dr., $650, $570, $535. 
(6) 4-dr., $465; Custom (8) 2-dr., 
$415; Crest (8) Victoria, $790*. '51 
Custom (8) 4-dr., $365; 2-dr., $360. 
"50 Deluxe (8) 2-dr., $170; Custom 
(6) 2-dr., $130; Deluxe (6) 2-dr., 
$130. 

LINCOLN—’55 Capri Hardtop, $2,485*. 

MERCURY—’56 Custom Phaeton Hard- 
top, $2,500*. '55 Monterey Hardtop, 
$1,860*, $1,800*; Custom 4-dr., $1,- 
685*, $1,655*. '54 Monterey Hardtop, 
$1,405*, $1,390*. ‘53 2-dr., $890; 
4-dr., $800. '52 2-dr., $605. '51 4-dr., 
$415; club coupe, $390. ‘50 club 
coupe, $275; 4-dr., $250. 

NASH—’'53 Ambassador 4-dr., $690. ’52 
Rambler Hardtop, $390. "51 Rambler 
conv., $280. 

OLDSMOBILE—’56 (88) Super 4-dr., 
$2,310*. °55 (88) Holiday, $2,040* 
(ps); 2-dr., $1,705*. °54 (88) 4-dr., 
$1,525*. °53 (88) 2-dr., $890*. '52 
(88) 2-dr., $615. '51 (98) 4-dr., $345*, 
$330*. '50 (98) 4-dr., $280*. 

PACKARD—’53 4-dr., $735*; Clipper 
4-dr., $650*. '52 club coupe, $315. 

PLYMOUTH—’'55 Plaza (6) 2-dr., $1,- 
160. '52 Cranbrook 4-dr., $350; Cam- 
bridge 4-dr., $240. 

PONTIAC—’56 Star Chief (8) Catalina, 
$2,610* (ps). '55 Chieftain (8) Cata- 
lina, $1,750*; 2-dr., $1,485*. °54 Star 
Chief (8) 4-dr., $1,225* (ps); Chief- 
tain (8) 4-dr., $1,060%; 2-dr., $935*, 
$790*. ’53 Chieftain (8) 4-dr., $795*; 
2-dr., $730*, $685*. ’52 Chieftain (8) 
4-dr., $500*. ’51 Silver Streak (8) 
Catalina, $435*; 2-dr., $405*, $315. 
‘50 Silver Streak (8) Catalina, $425*. 

STUDEBAKER — '53 Champion 4-dr., 
$475. °51 Commander club coupe, 
$165; 4-dr., $140. 


$530; Main 
*52 Main 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports Are on Pages 34, 35, 42 
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~ Advertising Linage is the Final Measure 
of a Newspaper’s Sales Power 





TOTAL RETAIL ADVERTISING 
1955 


1. etail 
advertisers 


rank 
Philadelphia J soe: (sim 


20,780,000 lines 18,376,000 lines 


In 1955 The Inquirer published the largest volume of retail 
advertising ever carried by any newspaper in the history of 
& Philadelphia—20,780,000 lines...a leadership of 2,400,000 


t 
i 
f 
. 
F 
' 
; 





lines over the second newspaper. 


1955 marked the 17th consecutive year that retail advertisers 
have made the Inquirer their first choice for sales in Delaware 
Valley, U.S.A. 





First in National Advertising The Philadelphia Anguirer 


First in Retail Advertising Constructively Serving Delaware Valley, U.S.A. 


First in Classified Advertising Exclusive Advertising Representatives: ie 

NEW YORK—ROBERT T. DEVLIN, JR., 342 Madison Ave., Murray Hill 2-5838; 
First in TOTAL Advertising CHICAGO—EDWARD J. LYNCH, 20 N. Wacker Drive, Andover 3-6270; 
pee DETROIT—GEORGE S. DIX, Penobscot Bldg., Woodward 5-7260. 


West Coast Representatives: 
SAN FRANCISCO—FITZPATRICK ASSOCIATES, 155 Montgomery St., Garfield 1-7946; 
LOS ANGELES—FITZPATRICK ASSOCIATES, 3460 Wilshire Boulevard, Dunkirk 5-3557. 
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Some Salesmen Shoveling Snow . . . 


N.Y. Dealers Call Market Spotty 


By Ed Brown 

Staff Correspondent 

NEW YORK. 
any pattern in the present auto 
market is one of its most disturb- 


ing elements to dealers here. Jan-| 


uary was a month of fair volume, 
with most dealers ending in the 
black by a few dollars. 

One made it~ by $71 and was 
mighty pleased. 

February was a good ‘month for 
“most dealers,, with some showing 
more profit “than they -had —seen 
since last June, due largely to good 
used-car businegg. 

March blew into this section 
with two of the most delightful 
weekends seen.—all winter, fol- 
lowed by two of the worst experi- 
enced in many years. All this was 
accompanied by some of the 
worst business dealers in this city 
have seen in decades. This is es- 
pecially true within the confines 
of the city itself. Suburban areas 
have not been hit as severely as 
the city. 


One effect the mid-March bliz- 


zard had was to make empty show- 
rooms -appear. cozy_as_ the _snow| 





- The absence of | 


| drifted high around windows and 
doors. One dealer’s staff spent two 


of the drifts. The dealer was pleased 
to find two days work for his men! 

It has become apparent that 
there is almost no new-car busi- 
ness around. One dealer discovered 
to his amazement that most of his | 
'1950. and 1951 customers -are. still 
| driving their old cars. He thought 
| they. had been _captured-by someone 
| else. He set his salesmen to calling 
| these_old_ customers. Most indicated 


days digging his service station out | 


|been checking his salesmen’s tele- 
| phone calls in an effort to deter- 
mine the effectiveness of their 
solicitation. In the first 21 days of 
March his sales force of seven men 


less to say their morale 
good. 


Relatively speaking, used-ca r 
business has been good. During 
February a Chrysler dealer re- 





|they have been thinking about a 
|new car, but no sale at this time. 
|In-this dealer’s opinion, these old 
|customers are waiting for the ’57 
model. 

Currently, one of the most pop- 
_ular -pasttimes in the industry is 
57 model speculation. And appar- 
‘ently this has also become a 
favorite topic of conversation 
with —prospective . new-car cus- 
| tomers, who have been fore- 
warned of great changes in 1957 
and are patiently marking time, 
while dealers worry themselves 
bald. 
A_suburban dealer has recently | 


ported a $7,000 profit, all due, he 
said, to the merchandistiig “of -his 
used cars. He feels March will be 
another story, but he expects to 


break even, again because of his| 


used-car merchandising. 

Average used-car gross is about 
$250. This figure-is anywhere 
from $75 to $150 over the average 
new-car gross. Many dealers are 
re-evaluating their used-car oper- 
ation, with a consequent scarcity 
of good used cars. 

Blame for this phenomenon, ap- 
pearing as it does at the begin- 


|ning of a normal spring season, is 


laid to a variety of reasons. Sev- 


|eral dealers think that there will 


Where Are Concessions? 


Check Indicates Dealers Are Still Waiting 
For GM-Type Benefits 


By Joseph M. Callahan 
Staff Writer | 


ALTHOUGH auto dealers across | 
the country have felt they were | 


offer us except a contest that would 
have cost us $7.50 a Dodge. The 
factory was going to pay this| 
amount also, but we turned it down | 


| be no spring market this year, that 


dealers will have to use every ruse 
they know to hold onto present as- | 
sets and hope for an improved 1957. | 
In their view, there is a tremen- 
dous buying potential poised to 
leap at the “all new” ’57 models. 
Several dealers, caught in a 
salesmen’s union squeeze, feel that 
the union and salesmen are to 
blame for their present plight. Since 
they are forced to pay their men 


made 3,167, calls, and not a single |@ 
| live prospect was developed. Need- | @ 
is not 
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| Citroen ‘Invades’ U. S.— 


Shown above is the new front-wheel drive Citroen DS-19. The company has opened 
its first American showroom in New York at 300 Park Ave. in a bid to capture part 


of the U. S. foreign car market. The car retails at $3,300, plus local taxes. 
* * * 


* * * 


Citroen’s New Car on Sale 
In Ist American Showroom 


NEW YORK. The first Ameri- 
can showroom for Citroen has been 


speeds. There is no clutch pedal. 
Power braking, and power steering 


are built into the car. 





opened here at 300 Park Ave. in 


the French company’s bid to cap- 
| ture a part of the U. S. foreign car 
| market. 


The DS-19, a front-wheel drive 
auto selling at $3,300 fully 
equipped, plus local taxes, is de- 
| seribed as the “safest car in the 
| world.” 


Citroen hopes it will 


appeal to| 


Sales efforts for 1956 are expected — 
to be concentrated here and in Los’ | 
Angeles. By 1957, Citroen expects 
that additional dealerships will be 
set up in other large metropolitan 
areas. 


RRs rats 


on the brink of a new era in| pronto.” 

factory-dealer relationships for| However, the Dodge dealer spirit 
several weeks, there were no new|rose noticeably following the 
concessions late last week. announcement that the Dodge) 


| rates which are above the current | 


rate in the industry they are family car owners as well as to 


forced to refuse deals that others|SPOrts car enthusiasts. The front 
can take. |wheel drive performance is _ ex- 


|pected to help capture the latter 


And the dealers continued to 
act as though they were certain 
some Easter eggs have been hid- 
den around the house, although 
they can’t be found as yet. 


Dealers have felt this anticipa-| 


tion ever since General Motors} 
granted a list of concessions and 
a new contract to their 18,500 deal- 
ers in mid-February. 


cs * 
Motor Co. dealers a month ago and 
to Chrysler Corp. dealers last week, 
there has been no other factory 
concessions, except for the freight 
adjustments. 

This is so despite several admis- 
sions by leading officials of the 
other firms that they would have 
to make their franchises competi- 
tive. 

Most dealers feel that these 
concessions and contract changes 
are coming but they are beginning 
to fear that they will come so 
late this year that their competi- 
tive position will be injured. 

In Detroit the dealers are becom- 
ing increasingly nervous about the 
“brinksmanship” they feel their 

factories are unintentionally prac- 
ticing. 

Within the past two weeks, 
dealers in at least three lines have 
been hailed to surprise factory 
meetings. 


a” 


XCEPT for the 100 percent labor 
warranty, granted to Ford 


regional factory-dealer councils will 
| begin their meetings this week. | 
| Principal subject of the councils: 
|A new contract. 

Particularly anxious to get the 
GM-type factory concessions are 
Studebaker-Packard and Ameri- 
can Motors’ dealers, many of 
whom feel they need the changes 
even more than Big Three deal- 
ers because they don’t have the 
sales volume. | 

These dealers say they are par- 
ticularly feeling the lack of the 100 
percent labor warranty clause. 

With these objectives in mind, 16 
Detroit-area dealers have reacti- 
vated the Packard Dealers Assn. of | 
Greater Detroit. They have elected 
Harry Kettle of Bell-Kettle Motor | 
Sales as temporary chairman and| 
George Thatcher of Thatcher- 
McHugh as temporary secretary. 

First action of the group was to! 
send a request to the Packard 
zone office, requesting 100 percent 
warranty. 

Said one dealer, “If necessary. 
we're going right to the top. but 
we're going through channels.” 

* ~ cd 








FFICIALS of some of the firms 
which have granted the 100 
percent warranty said they were! 
_{Continued on Page 51, Col. 2) 


Usually arriving at the meetings | 


with a feeling, “Well, it looks like 
we're finally going to get the big 
news,” the dealers repeatedly have 
had their hopes dashed by some 
telecast sales pitch or a spiel about 
a new advertising program.” 

* * * 


_ eet week, the Dodge dealers, | 
happy with anticipation, at-)| 


tended a factory meeting. Later, | 
one dealer reported, “It turned out) 
to be nothing but a merchandising | 


meeting. They had nothing much to | 


Flint Dealers | 


Elect Lippincott 


FLINT.—New officers have been | 


vice-president. 
Laverne P. Marshall was re- 
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PERCENTAGE OF TOTAL MARKET 


| 
| 


elected by the Flint Automobile | 
Dealers Assn. 

H. Leonard Lippincott, general | 
manager, Lippincott Motor Sales, | 
Inc., was named president to| 
succeed Peter Gavriloff, head of | 
Graviloff Motors, Inc. George A. | 
McKay, general manager, Superior | 
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Other dealers view the present 


market. 


situation as merely a shakedown | : 
period, coming on the heels of the| ,, The DS-19 is called the first) 
new factory attitude, during which | American-type automatic car to 
the public will lose sight of the|>¢ Produced in Europe.” Power as- 


razzle dazzle advertising and shady | sists are made possible by a single 


| $489, _ 


Charting the Industry’s Sales Penetration 


Serr 


~ as 
BUG Serr 


merchandising techniaues of the} 
past. and begin to regain confidence 
in the dealer as an honest busi- 
nessman once again. 


The factories are worried, too. 
After a visit to his zone office, a 
dealer reported. “I should have 
brought alons about fifteen turk- 
ish towels. They were sure cry- 
ing the blues in that place. I went 
in looking for some encourage- 
ment and left feeling worse than 
when I arrived.” 


Isolated spots of healthy spring 


| business appear in the picture, like 


oasis in the middle of a desert. One 
dealer reports the best month he 
has experienced in two vears. Dur- 


|ing the past two years he has lost 


a sum in the high five figure 
bracket. This month alone, he ex- 
pects to break into a five figure 
profit. 


Another small dealer, in an area 
about 35 miles from the city, has 
delivered 12 cars the first 20 days 
of March at an average gross of 
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pump which compresses oil in a 
reservoir, contrasted to domestic 
| caniehon which have individual air, 
electric or hydraulic systems for 
each power device. 
| Citroen claims that the effici- 
| ency of its system makes it pos- 
| sible for the power assists to be 
operated on reservoir pressure, 
with the pump operating only 
about 10 percent of the time. 
Gears are shifted by flicking a 
lever into any of the four forward 





Slaton Elected to Head 
New Florida Association 

FORT LAUDERDALE, Fla.—The 
Broward County Automobile Deal- 
ers Assn. has been formed here 
with George R. Slaton (Chevrolet), 
Fort Lauderdale, as its first presi- 
dent. 


Other officers are H. M. Knippen- 
berg (Dodge-Plymouth), Holly- 
wood, and E. J. Lovern jr. (Ford), 
Fort Lauderdale. The association 
includes truck dealers. 








New Steering Wheel— 


The new Citroen DS-19, now on sale in 
this country, features a new type steering 
wheel shown above. The column curves 
to form a single spoke for the wheel. 
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This exclusive Automotive News chart traces the market fortunes of the Big Three and al! other makes over a three-year period. At the end of January, Ford 
Pontiac-Cadillac, Inc., was reelected | Motor Co. stood almost exactly where it did at the beginning of the charted period, although its penetration ranged above that point for most of the three years. ' 
General Motors’ penetrations have ranged upward to where GM sales now account for more than half the total. ; 


Chrysler Corp.'s penetration skidded generally downward prior to a sharp spurt in late 1954 and early 1955, coinciding with 


its newly designed models. Chrysler, 


elected secretary-treasurer for the | however, ranged below its avowed traget of 20 percent for most of 1955. Sales of all others have shown a downward trend over the three-year period, culminating 


29th consecutive term. 


|in a turn upward with the beginning of 1956. 
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And in all the world there is only one BLUE CORAL! The 
BLUE CORAL TREATMENT stands alone . . 3 Undisputed 
. .. unchallenged leader in the art of preserving, restor- 
ing and beautifying finely engineered automotive finishes! 
But equally significant is BLUE CORAL'S overwhelming 
acceptance by manufacturers, dealers and discriminating 
car owners! This is the true measure of any product’s 
merit. Although the demand for BLUE CORAL has grown 
tremendously over the years, the quality has never 


varied. It is always what you expect it to be . .. THE 


WORLD'S FINEST FINISHING TREATMENT FOR THE 


WORLD'S MOST BEAUTIFUL CARS! 


IN ALL THE WORLD! 


H. D. T. COMPANY FACTORS, INC. . Creators of the Blue Coral Treatment ° WHITE PLAINS, NEW YORK 
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AUTOMOTIVE WASHINGTON 


Senate Bill Would Let 


Dealer Issue Warranty 


By William Ullman 


Washington Correspondent 


geal former Ford dealers serving in the Senate have come 
up with a new bill ingeniously designed to take some 
of the profit out of supermarket operations. And it doesn’t 
require tampering with the antitrust laws. 

Authors of this latest measure are Republican Senators | 


Wallace F. Bennett, Utah, 
and Frederick G. Payne, 
Maine. Aithough their bill is 
couched in some pretty formidable 
language, its intent is simple. 

It would permit auto makers to 
stop issuing warranties on new 
ears, and let specified dealers do 
it instead. Retailers with the right 
to issue the warranties would have 
to agree to provide adequate serv- 
ice facilities. 

In practice, of course, franchised 
dealers would be the only ones 
designated to pass out warranties. 

: The supermarket 
salesman who 
reached into the 
glove compart- 
mentofanew 
model would 
come out with 
nothing but an 
owner's manual. 

If his pros- 
pect demanded 
a guarantee, 
he’d have to 





William Uliman 
send him down the street to his 
nearest new-car dealer. 


But here are the real teeth in the 
Bennett-Payne bill: In return for| 
issuing and fulfilling a warranty, a} 
dealer would receive a_ specified | 
chunk of his new-car discount. | 


In other words, a retailer couldn't 
get his full discount on a new-car| 
sale until he followed it up with} 
the after-sale service. If he “boot- | 
legged” the car, he’d be losing part} 
of his profit. 

The result would be that a dealer | 
couldn't afford to “bootleg” a car 
as cheaply as he had done in the | 
past, and the supermarket sales- | 
man couldn’t afford to sell it for) 
so little. 

7. * * | 


Not Limited to Autos 


UT the bill would in no way| 

deny the right of a dealer to! 
sell to anyone he chooses. Neither | 
would it deny to the man who buys | 
a car from a supermarket the right | 
to apply to an authorized dealer | 
for a warranty. 

It would simply separate the | 
sales function from the warranty | 
function in granting a franchised | 
dealer his discount. 

Unlike previous measures intro- | 
duced to slow down “bootlegging,” 
this one doesn’t limit itself to 

automobiles. Its preamble states 
that it is intended to give the 
public warranty protection on TV | 
sets, furnaces, tape recorders, trac- | 
tors and combines, air conditioners | 
and other complicated mechanisms, | 
as well as cars and trucks. 


The measure has another provi-| 
sion aimed at making manufactur- 
ers responsible for deceptive 
advertising run by their dealers. It 
would accomplish this by permitting | 
factories to supervise and regulate | 
all new car ads run by retailers. | 

A spokesman for Senator Ben- | 

nett said one or two thousand 

dealers and the auto makers have | 
been polled on the bill, and a | 
majority think it’s a good idea. 

It isn’t clear whether there’s any- | 
thing in Federal statutes to prohibit | 
manufacturers from putting such a| 
plan into effect right now. It is | 
believed, however, that factories | 
need some assurance that they) 
wouldn’t run afoul of the Justice 
Department by adopting such war- 
ranty provisions. For that reason, | 
they would like to see the plan 
written into law. 

* * 





Washington in Bloom 


i a tbahrdas presidents Harlow} 
Curtice and Henry Ford IT are| 
due back in Washington this week | 
to testify before the Klein subcom- | 
mittee in the House on three dealer 
bills. 

They are coming at an impres- 
sive time. According to the park 
superintendent, Washington’s famed 





|cherry blossoms will be in their | 
fullest bloom by mid-week. 

To countless visitors who have | 
viewed this annual spring specta- 
cle at the Jefferson Memorial, the 
cherry trees are the single most 
memorable sight in the nation’s 
capital. 

Perhaps Mr. Curtice and Mr.| 
Ford, whose experiences with the 

city this year have been limited to 
overcast skies and musty hearing) 
rooms, can take time off to medi-| 
tate beneath the blossoms. 

Perhaps the hearings themselves 


could be held there. Much more| diminish chances for damage, theft|elling salesmen all might be able § 





than in the halls of Congress, the| and loss. 


atmosphere at the Tidal Basin is 
conducive to cheerful optimism, 
progressive ideas, and good resolu- 
tions. 

+ * x 


Standard License Plates 


HO says international 
ment is impossible? 
Next year, the license plates is- 
sued by our states, the states of 
Mexico and the provinces of 
Canada will be of uniform size— 

six inches by 12 inches. 

In 1953, when the standard was 
adopted by the American Assn. 
of Motor Vehicle Administrators, 
only 10 jurisdictions were already 
using the six-by-12 plate, and six 
of them were Canadian. 

But by 1957, just four years later, 


agree- 


| everybody in North America will 
| have adopted 


it. As international 
cooperation goes, even in this hem- 
|isphere, that’s something of a 
record. 

In line with this, all auto makers 
are expected to produce their 1957 
models with a _ receptacle for 
licenses of the uniform size. The 
standard plate, it 


is hoped, will! 


* * * 


Bills and More Bills 


IKE “Old Man River,” the auto 
bills keep on a’rolling along. 
There are at least two dozen of 
them now. Senator Estes Kefauver, 
Tennessee Democrat, finally took 
time off from his Presidential cam- 
paigning to introduce his bill to 
force auto makers to buy up prop- 
erty of cancelled dealers. And still 
another measure has been offered 
to exempt certain vehicles from 
excise taxes. 

One bill would free driver- 
training cars from the Federal 
levies; another would bypass the 
tax on special devices used to 
enable disabled persons to drive. 
The latest, introduced by Senator 
Everett M. Dirksen, Illinois Re- 
publican, would exempt from 
excises all cars used by religious 
and nonprofit educational institu- 
tions. 

If the exemption idea ever really 
takes hold, there may be no end 
to the groups who will petition for 
special treatment. Doctors, nurses, 
police, deputies, teachers, govern- 


ment workers, veterans and trav-! 


to make a good case. 
* * = 


‘The Year of Legislation’ 


ADA, when 
slogan for the 1956 convention, 


it thought up a 


should have called it “The Year of ™ 


Legislation.” 
when so many bills have been 
introduced affecting a single indus- 
try. 

But this has been a pretty good 
Congress for bill-writing in every 
field. In the House, more than 
10,000 have been introduced, and 
3,452 have been offered by our 
96 senators. Luckily for the na- 
tion, however, most of these will 
never crawl out of committee— 
and that includes many of the 
auto bills. 

NADA executives, who started 
out seeking as little legislation as 
possible, must be kept busy these 
days just reading all the different 
proposals that fall into the hopper. 
And yet, the measure which NADA 
has sought so persistently has not 
yet been introduced. 

That’s the one to give dealers 
their “day in court.” In NADA’s 
opinion, every bill introduced so 
far falls short of this objective. The 
bill NADA wants is still on the 
drafting boards. 
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the amazing German car that's breaking all sales recordsigky, 


NOW AVAILABLE IN AMERICAF! 


superbly designed by brilliant 
German automotive engineers 


Here it is! 


critical buyers. 


color combinations are a joy to behold. Its smooth cruising ability makes it a thrill to drive. 


The 


LLOYD. 600. 


The new wonder car of Germany... the 


WHEEL DRIVE automobile that leaped into second place in Germany. . 


fabulous FRONT 


. a country of most 


@ The LLOYD 600 is a brilliant creation of German engineering genius. Its two-tone 


body styles place the LLOYD 600 into a broad and ready market in the United States. 
LLOYD 600 franchise. It may be available for your city. PHONE, WIRE OR WRITE TODAY 


@ Six smart 
@ Investigate the 


LLOYD 600 OFFERS THREE OUTSTANDING FOREIGN CAR SALES FEATURES: 


© Front wueet vrive 


oH LLOYD 600 c.c. ENGINE 


€: NO EXTRA CHARGES 


Exclusive LLOYD DRIVE UNIT assures un- 
equalled road traction for surest pull in 
mud, snow or sand and “directed-power” 
steering for safest, skidfree turning. Over- 
sized hydraulic four-wheel brakes assure 
smooth, sure stopping at highest speeds. 


(See Space 25-26-27-28) 


INTERNATIONAL 


A unique, exceptionally quiet air cooled 
four-cycle engine. Down draft carburetor 
and overhead valves. 24 HP at 4500 
RPM...up to 43 miles per gallon... 
cruising range up to 280 miles per 6.6 
gallon tank of fuel. 


AUTOMOBILE SHOW 


New York Coliseum . 


The LLOYD 600 comes completely equipped 
with direction indicators, electric starter, 
fresh air heating and ventilating system, 
speedometer, foot dimmer switch, electric 
windshield wipers, spare wheel, and other 
normal accessories. 


. April 28-May 6 
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Credit Tigh tened, Exports Drop . . . 
British Industry Faces Crisis 


By F. C. Livingstone due solely to the average British down payment, including purchase 
" Staff Correspondent auto maker’s inability to produce| tax, and a limit of two years on 
LONDON.—(UTPS)—The British} cars cheap enough and of good sales contracts. . 
auto industry is facing a crisis in| enough quality to induce overseas) Reports of free gifts to buyers 
this season, which should be the| buyers to prefer them to other! are coming in from all over Britain. 
most bouyant period of sales in the| makes. | Among the gifts are weekends in 
year. For instance, exports to the | Paris, electric food mixers, minia- 
With prospects caught in the U. S. in January dropped from | ture poodles, a firkin (nine gallons) 
credit “squeeze” and a general 2,135 in 1955 to 1,478 in 1956. | of beer and weekly gifts of flowers 
uncertainty about the price trend, Sharper drops were noted in Den- |to wives or girl friends for six 
there is a marked reluctance on |~ mark (1,327 to 66) and Belgium | months. 
the part of the public to part with | (1,702 to 713). | One wag said: “About the only 
with its money. | Another dark cloud on the hori-| gift you can’t get with the pur- 
Stocks of unsold autos are re-|7on looms from Australia where the| chase of an auto is an auto.” 
ported piling up at the factories,| rapid development of the local auto| Many of the leading auto makers 
and the government's policy of dis-| industry brings nearer the day|are laying off workers or reducing 
couraging borrowing has put a fur-| when a market for imported vehi-|the working week to four days, 
ther pinch on the manufacturers. | cjes will hardly exist. |with no overtime. It has been 
There is a feeling that only those! The home used-car market also| nearly three months since Austin 
makers with top financial resources| was gealt a blow by Macmillan’s| first went on a four-day week. Now | 
will weather the storm. |edict which requires 50 percent| Rootes has announced a similar 
Adding to the crisis in the home} working schedule at some of its 
market, is the drop in exports re-| Arrow Motors Formed factories. 
ported for January. This, observers | Vauxhall Motors, the British sub- 
say, cannot be blamed on the credit, Arrow Motors Co. Oklahoma|sigiary of General Motors, has 


“squeeze” of Harold Macmillan,| City, has been incorporated by A.!| stated that production schedules 
Chancellor of the Exchequer. L. Hunt, Paul L. Washington and| may have to be cut. The first step 
Experts say the export crisis is| Paul J. Selman. [toward a decrease in production 
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|would be an overtime cut. 
change was contemplated, it was 
said, in the company’s $100 million 
expansion plan. 

In the meantime, Rolls Royce 
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New Quarters for Bill Greene Chevrolet— 


A modern open-air showroom is one of the features of the new dealership and 
service facilities of Bill Greene Chevrolet, Stuart, Fla. Greene is associated with 
| another Chevrolet dealer, Don Alien. 


has come forward with a plan to 
raise about $12 million. The money 
will be used in the whole operation 
—boosting Rolls and Bentley out- 
put and research into supersonic 
flight. 

Alick S. Dick, managing director, 
Standard Motor Co., Ltd., gave this 
view in a speech: “I do not think 
that the motor industry, or any 
other industry, can stand still and 
say that any single action can stim- 
ulate their export sales again.” 

Dick said the industry must see 
that designs are right, that quality 
is right and that the product is 
produced at competitive prices. 

“Above all,” he said, “the sim- 
| ple lesson must be learned that 
we cannot have this welfare state 
and an increased standard of liv- 
ing unless we work—and work 
hard for it.” 


Dick said that it was time that 
more emphasis was laid on the lack 
of incentives which exist today 
among people who have to accept 
responsibility and are not properly 
rewarded for it. 

“The incidence of income tax 
and surtax is too great today,” 
he said, “that employers are find- 
ing it increasingly difficult to get 
people to undertake responsibility 
with all its attendant worries in 
industry and commerce.” 

He said the same taxes also have 
closed the gap between skilled and 
unskilled manual workers. 








Penn State U., 
Dealers Propose 


Training Course 


| WILKES-BARRE, Pa. — A pro- 
|posed training course for young 
men interested in the retail auto- 
mobile business was discussed at a 
meeting of the Wyoming Valley 
Automobile Dealers Assn. 


The program was outlined by 
Edwin W. Parkinson, Harrisburg, 
assistant manager of the Pennsyl- 
vania Automotive Assn.; Walter P. 
Dickinson, district head of exten- 
sion services, Pennsylvania State 
University, which would conduct 
the course, and C. A. Nelson, of 
Penn State’s College of Business 
Administration. 


The course would provide prac- 
tical instruction for student train- 
ees on a “learn-for-pay” basis and 
would be divided between class- 
room instruction and practical ex- 
perience to be gained by actually 
woking in an automobile dealer- 
ship. 









Colombia to Construct 


Nash-Rambler Plant 

DETROIT. — Nash Motors and 
Productora Nacional de Automo- 
tores, S. A., have signed a con- 
tract for the assembly of Nash 
and Rambler cars in Bogota, Co- 
lombia, it has been announced by 
M. L. Hudson, Nash export man- 
ager. 

Colombia’s first auto plant, with 
an annual production capacity of 
3,000 cars, will be completed in 
between six to nine months, Hud- 
son said. The Colombian company 
will assemble the cars from com- 
ponents shipped by Nash and also 
will handle the marketing of the 
cars. The new company will be 
financed at $1,250,000. 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 


¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


§ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, eoulied to the building and maintenance of highways; 


¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 


NEWS else in the world. 


Capsule Comment 


After a lapse of 15 years, auto manufacturers have 
decided to stage a National Automobile Show next December 
in New York City. 


Impact of such an undertaking on sales has long been 


needed. 
* 7 a2 


Present indications are that all 1957 models will be intro- 
duced in a shorter span than the 99 days required for 1956 
cars, with the first ones predicted for late September and 
the last in November. 


This should aid sales because customers usually want 
to wait until they’ve seen ’em all. 
* e * 


NADA has designated the week of May 7 as “Spring 
Automobile Fashion Festival,” a program for local action 
to focus attention on new cars as the spring selling season 
gets into full swing. 


A promotional week dealers can’t afford to let slip by. 


Few complaints from motorists have reached Congress, 
but the gripes have fallen into three categories: Lack of 
proper warranty service, difficulty in finding out a car’s cost, 
and fear that restoration of territorial security would rob 
aoe of the right to trade with the dealer of their 
choice. 


Hitting at three vital problems to which the industry 
must give full attention. 
* * * 


Union activity among dealership salesmen is flaring up 
again in the nation’s major—and most competitive—mar- 
kets. 


In the thick of a dog-eat-dog sales fracas, have dealers 
forgotten the salesman again? 
* * * 


Both government and financial analysts now believe that 
the nations’ economy this year will even eclipse 1955's 
records. 


This should mean better auto sales than first predicted, 
if all hands cooperate. 





May 4-5 — Arizona Automobile Dealers 
Assn., Camelback Inn, Phoenix. 


May 45—New Mexico Automotive Dealers 


Assn., La Fonda Hotel, Santa Fe. 
May 6-8—North Carolina Automobile 
Dealers Assn., Carolina Hotel, Pine- 
hurst, N. C. 


May 14-15—Missouri Automobile Dealers’ 
= Muehlebach Hotel, Kansas City, 

°, 

May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 

May 15-l6—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston, 

May 20-22 — Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 24-26 — Washington 
Dealers Assn., Cascadian Hotel, 
atchee, Wash. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S$, C 

June 25-27 — Michigan 
Dealers Assn., Hotel Olds, Lansing. 

May 29— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. Y. 

Aug. 26-27—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 


State Auto 
Wen- 


Automobile 


Sept. 7-9 — Maine Automobile Dealers 
Assn., Marshall House, York Harbor, 
Me. 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn, St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota 
Dealers Assn. Mitchell, S. D 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Deaiers, Inc. 33rd Annual ven- 
tion, The Concord, Kiamesha Lake, N. Y. 


Automobile 


Oct. 14-26—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, Inc., Buena Vista Hotel, 

Biloxi, Miss. 

——: 7 -23—Florida Automobile Dealers 
= , Fort Harrison Hotel, Clearwater, 
>. 


Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 -— Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Nov. II- 13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 
Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 

° . . 


Dealer Auto Shows 


April 3-10 — Lynchburg Auto Show, Big 
Farmer's Warehouse, Lynchburg, Va. 


April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 

April 20-22—Fargo-Moorhead Auto Show, 
Concordia Field House, Moorhead, 
Minn. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 
(See CALENDAR, Page 43, Col. 1) 


30 Years Ago eaves 


Interna- 











"Is it true that from now on the factory will take 


care of all the repairs on a car 


we buy from you?" 


Letterbox 





‘°60,000 Too Low ..... 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





There Were 75,000 


In your Feb. 20 issue of AvurTo- 
motive News it was stated that 
Denver had an attendance of 12,500 
at its 1956 Auto Show. 


This was an error, as there were 
75,000 people and was the best 
show in Denver in a good many 
years. So far, we did not note a 
correction of your article; however, 
we may have overlooked it. —Tom 
BravEN, manager, Denver Automo- 
bile Dealers Assn., Denver. 


* * * 


Lost Week 


The dust has settled to the beach, 
the hooligans have gone home and 
the national Speedweek at Daytona, 
Fla., has ended. 

All that remains are a few 100 
percent contradictory advertising 
claims and a few magazine stories, 
proclaiming to the world that this 


The Big Stories 


Automotive production for March, based on individual factory ship- 
ping statements estimated at 447,185 vehicles, sets a record for that 
month, according to the National Automobile Chamber of Commerce. 


With total shipments of 16,265 cars for March, all previous sales 
and production records for that month have been surpassed, accord- 
ing to reports from Nash Motors Co. 

Less than $3 per car was the average expense incurred in 1925 by 
6,600 Chevrolet dealers and service stations in the United States in 
repairs and adjustments to new cars during the 90-day period covered 
by the factory guarantee. Records show that only 15 percent of the 
owners brought their cars in for adjustments, indicating that 85 per- 
cent of purchasers were fully satisfied with the performance of their 


cars. 


In February, 82 percent of cars sold by General Motors were closed 
cars. This compares with 54 percent in February, 1925; 32 percent in 
1924; 35 percent in 1923, and 29 percent in 1922. 


—From the files of Automotive News. 





sporting event was not one to merit 
public confidence-> 


Auto men returning from Day- 
tona carried reports of doctored 
engines, engine blocks that “hap- 
pened” to be in some of the trunks 
of the cars in the drag races, fan 
belts weakened so they would break 
after a few miles, race officials 
who were overruled by promoters. 


By staging the races so that 
every make of car could win some 
event, the promoters have _ suc- 
ceeded in thoroughly confusing the 
public. 


A Detroit auto official even re- 
ported before the event that the 
promoters had offered to set up any 
kind of a race in which this official 
thought his car could beat the field. 


It’s obvious that sooner or later, 
the auto industry is going to have 
to decide whether to withdraw 
completely from these affairs, or 
attempt to clean them up. 


Because these stock-car races can 
have many advantages for the in- 
dustry, the best course of action 
appears to attempt a _ house- 
cleaning. 


This could be effected by: 


1. More of the factory top offi- 
cials actively supervising the par- 
ticipation of their teams to insure 
their honesty. Surely, we have 
plenty of officials who realize that 
the best business policies are 
grounded in integrity. 

2. More of the automotive publi- 
cations, such as AUTOMOTIVE NEws, 
carefully scrutinizing and reporting 
the races. Certainly, if all the skull- 
duggery of this year’s Speedweek 
was reported completely to the fac- 
tory tops and the public, there 
would be a few changes by next 
year. 

3. The establishment of some rule 
whereby a _ cheating participant 
would be seriously penalized—pos- 

(See LETTERBOX, Page 43, Col. 1) 
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Oi Deere 
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Selling cars in today’s price market is one thing. But 


how do you keep fixed costs from cutting into profits? 


Pennzoil has the answer for you—a two-way plan that perfects your 
service operation, keeps customers sold on you, helps you increase 
overhead absorption through greater service profits. First, with 
a motor oil so good it eliminates all prevalent engine operating 
complaints, keeps customers satisfied. Second, through proved- 
effective customer relations that keep profitable service business 
rolling in. 


For your customers: Pennzoil with Z-7 


What’s the toughest engine problem in your shop? Corrosive 
wear of cams and lifters? Improper valve train operation? Engine 
knock, or ping? This 100% Pennsylvania motor oil with The 
Tough-Film® beats them all. It has an all-oil lubricating body 
that withstands the most intense heat and pressures created within 
high compression engines, prevents formation of deposits in both 


Get the full Pennzoil profit story NOW! 


Call your nearest Pennzoil distributor, listed in the yellow pages of your phone book; 


Here’s a two-way plan to make your profits stick 


crankcase and combustion chambers. By keeping engines really 
clean, Pennzoil with Z-7 keeps horsepower unlocked—for the 
entire life of a crankcase fill. 

Performance like this makes satisfied customers—regulars—who 
keep coming back to you! They’re your best prospects for new 
and used cars. 


For you: The Pennzoil Kontax System® 


Overwhelming favorite of car dealers everywhere, as proved by 
recent surveys, The Kontax System tailors easily to the size and 
scope of your service operation. It sells not only lubrication but 
all your services and merchandise. It tells you exactly what to sell, 
when and to whom, based on driving habits and actual needs of 
customers. By bringing in business for every department and 
helping you sell more items on every repair order, it makes every 
phase of your service a profitable one. 

Here’s a promise: The Pennzoil plan will help you create regular 
service customers, get more profitable service business to absorb 
overhead and help you protect profits on car sales! 









or write Pennzoil, P. 0. Box 78, Oil City, Pa. 
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DETROIT 26, MICH. 


By Joseph M. Callahan 
Staff Writer 

eo. explained last week 

details of the term life insur- 
ance program whereby the 18,500 
General Motors dealers may pro- 
vide up to $100,000 in death bene- 
fits for their beneficiaries. GM and 
the dealers bear jointly the cost of 
the insurance. 

Dealers who sent their applica- 
tions to the insuring firm, Metro- 
politan Life Insurance Co., by 
Apr. 1, will not be required to 
take physical examinations. 


How much insurance each dealer 
owner or partner can purchase is 
dependent on (1) the dealership’s 
sales volume and (2) the percent 
of the dealership ownd by the 
individual. 

Eligible for the insurance will be 
dealers who completely own their 
companies, and partners or offi- 
cers who own at least 25 percent 
of the company and are actively 
engaged in its operation. 

* aa ~ 

F THE dealership sells 500 or 

more cars a year, an owner may 
take out the full $100,000 insurance, 
providing he owns 80 percent or 
more of the company; he may take 
out $75,000 if he owns 50 to 79 
percent, and he may take out $50,- 
000 if he owns 25 to 49 percent. 

If the dealership sells between 
300 and 500 cars a year, an 
owner may take out $75,000 if he 
owns 80 percent or more; $56,- 
250, if he owns 50 to 79 percent, 
and $37,500 if he owns 25 to 49 
percent. 


If the dealership sells less than 
300 cars annually, the owner may 
take out $50,000 if he owns 80 per- | 
cent or more; $37,500, if he owns 
50 to 79 percent, and $25,000, if he 
owns 25 to 49 percent. 

* * z 
COUPLE of Detroit dealers 
were perplexed as to how the 
owners of any one dealership could 
get a total of $200,000 under the 
above schedules, as GM originally 
announced. 


A GM _ spokesman explained 
this would be possible in a large 
dealership in which exactly 25 
percent of the stock was held 
by four partners. Each partner 
would be eligible for $50,000 in 
insurance. 

Monthly premiums for the dealer 
per $1,000 of insurance are: 

50 cents — if he is under 45. 
60 cents — if he is 45 to 49. 

75 cents — if he is 50 to 54. 
$1.15 — if he is 55 to 59. 
$1.75 — if he is 60 to 64. 

When a policyholder reaches a 
new age bracket, his premiums 
rise accordingly. 

- 





x = 

F THE dealer wishes to continue 

the insurance after he reaches 
65, he may do so until he reaches 
69—but the monthly cost per $1,000 
will be $2.50. 

Important facts about this term 
insurance are: 

1, When terminated, the policy 
has absolutely no cash or sur- 
render value. In other words, a 
Payment is made only if the 
policyholder dies while the policy 
is in effect. 

2. The policy is terminated when 
the dealer or partner either sells 
his share of the firm or withdraws 
from its operation. 

3. The policy is terminated when 
the dealer or partner reaches the 
age of 69. 

x * * 

N ADDITION, after the dealer 

reaches 65 the cash benefits de- 
cline 20 percent each year. For 
instance, if a dealer were originally 
insured for $100,000, his death 
benefit would be: 

$80,000, if he died at 65. 

$60,000, if he died at 66. 

$40,000, if he died at 67. 

$20,000, if he died at 68. 

Several GM dealers, although 
calling attention to some of the 


Cormier Adds Deal 


Leonard Cormier, owner of Cen- 
tral Chevrolet, Los Angeles, has 
purchased a Chevrolet dealership 
in Bakersfield, Calif., from. Law- 
rence Lake. It will be known as 
Three Way Chevrolet Co. 





Seam a 





Tied to Volume, Ownership . . .« 


How GM Insurance Works 





limitations of the insurance, said 
they still considered it che:p 
insurance and were applying for 
it immediately. 

An Oldsmobile dealer declared, 
“It’s wonderful insurance, provid- 
ing you don’t live too long. And 
in this business, none of us is 
going to last too long.” 

Bd * x 

SKED about some of the dis- 

advantages of the dealer in- 
surance, a GM _ spokesman said, 
“Yes, there are limitations. But 
they are the same limitations that 
all term insurance has.” 

Other factories are preparing 
similar insurance plans for their 
dealers. Chrysler Corp. dealers 
have been promised a compara- 
ble program. 

Ford Motor Co. dealers feel that 
they also will receive an insurance 
plan, once the dust from the Wash- 
ington probes has subsided, per- 
mitting the Ford people to move 
without it appearing that they are 
being led around by the nose by 
GM and NADA. 


Used-Car Notes 


FORT WORTH.—The Texas In- 
dependent Automobile Dealers 


| Assn.’s 12th annual convention has 
| been set for Nov. 3-5 at the Statler 


Hilton Hotel, Dallas. 

The association has announced 
that it will donate four $100 checks 
to high school students in the four 
Texas regions who writes the best 
essay on “Why I (or my parents) 
Bought a car from an Independent 
Dealer.” 

* = ” 
Cincinnati Dealer Gives 


Hitler’s Horch Away 


CINCINNATI. — Earl A. Schott, 
Inc. (used-car), has announced that 
it will give away the 1939 Horch 
convertible that which it says was 
once owned by Adolph Hitler and 
Eva Braun. 


The company, which bought the 
car in 1955, will give it away Apr. 
28. The firm will change its name 
to “Kimball Korners.” Schott was 
purchased by Jack D. Kimball, 
former Schott general manager. 

* 


+ * 
Waterbury Whingding 

WATERBURY, Conn.—A dinner- 
dance will be held by the Greater 
Waterbury Used Car Dealers Assn., 
Apr. 21 at The Silo, Farmington, 
Conn. All used-car dealers of the 
area have been invited. Francis 
X. Fitzmaurice, Otto Shastas and 
Joseph Lango are in charge of 


arrangements. 
* * ~ 


Oklahoma City Planners 


Protest ‘Dusty’ Lots 


OKLAHOMA CITY. — Members 
of the Oklahoma City planning 
commission have protested to the 
city over “widespread violation” of 
the regulations requiring hard 
surfacing of used-car lots. 

The city law demands that the 
lots be either asphalt or concrete 
surfaced. The commission said 
many lots have only a gravel or 
other “inadequate” surfacing. 

* * * 


Messerman Appoints - 


Cleveland Chairmen 


CLEVELAND.—Irv Rubin, Mort 
Venig, Seymour Terrell, Manny 
Weiser and Larry Skall have been 
named Chairmen of key committees 
for the coming year by Sam Mes- 
serman, president Cleveland Inde- 
pendent Auto Dealers Assn. 

Rubin will head the executive 
committee; Venig, finance; Terrell, 
legislative; Skall and Weiser, enter- 
tainment. Weiser also will head 
the membership committee. At the 
same time, Messerman said Bud 
Carter and William Mather will be 
in charge of west side membership 
in view of the group’s expanding 
activities. 


Uranium Stock Offered 
KANSAS CITY. — Womack’s, 


7420 Prospect, used-car dealer, is 
offering 100 shares of uranium 
stock with the purchase of each 
used car. 
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From town to town went dealer Brown, 
when cars to sell had he... : thanks to Fidelity! 


But dealer Dunn just went to one, 


aa 
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: Transportation costs drop when you sell 
at Fidelity-Insured Auctions. 


IF YOU’VE BEEN LUGGING SURPLUS USED CARS, selling AND THAT’S ONLY THE BEGINING of a long list of 


—S 6 


B 

; from lot to auction to lot, it’s high time you made a trip to a advantages, including these: (2) you get accurate market prices 

f Fidelity-Insured Auction. You'll make a lot less trips that way (information you won't get on the average lot) from the bidding 
because you'll find more buyers, more action, and more sales at around you, and (3) the top bid is always the best bid because 
Fidelity-Insured Auctions. The less trips you make, the less you every check you accept is insured by Fidelity . . . guaranteed 

‘ spend for transportation. safe. 

FIDELITY PAYS CLAIMS DIRECTLY TO DEALERS WITHIN 48 HOURS. 

> | Visit the Fidelity-Insured Auction nearest you. You'll find more buyers, more action, more sales . . . and more profit! 


AIRPORT AUTO AUCTION* Friday DAYTON DIXIE AUTO AUCTION, INC. Monday MUNCIE AUTO AUCTION Friday THOMASVILLE AUTO AUCTION* Thursday 
U. S. Truck Route 22, Weirton, W. Va. 5300 North Dixie Drive, Dayton, Ohio 3344 So. Madison St., Muncie, Ind. U. S. Air Base, Thomasville, Georgia 
APTCO AUTO AUCTION Wed. & Fri. DECATUR AUTO AUCTION* Monday ORANGE COUNTY AUTO AUCTION* Thursday THRUWAY AUTO AUCTION, INC.* Monday 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. Highway 48, N., Decatur, Illinois Campbell Hall, N. Y. 2224 Union Road, Buffalo 25, N. Y. 
BEREA AUTO AUCTION, INC. Tuesday GREATER SHREVEPORT AUTO AUCTION Thursday LIMA AUTO AUCTION Wednesday TOLEDO AUTO AUCTION CO. Thursday 
799 Front Street, Berea, Ohio 1310 N. Market St., Shreveport, La. 4409 South Dixie, Lima, Ohio 5902 Telegraph Rd., Toledo, Ohio 
CAPITAL AUTO AUCTION, INC.* Thursday JOHNSON AUTO AUCTION* Friday QUINCY AUTO AUCTION Friday TRI-STATE AUCTION CO.* Thursday 
Ohio State Fairgrounds, Columbus, Ohio Jordan Lane, Huntsville, Alabama 3220 Broadway, Quincy, Illinois 3021 W. Front St., Box 981, Fargo, N. D. 
| CENTRAL STATES AUTO AUCTION* Wednesday LEBANON AUTO AUCTION, INC. Wednesday ROCKFORD AUTO AUCTION, INC. Tuesday TRI-STATE AUTO AUCTION, INC. Friday 
211 South Delaware, Mason City, lowa Highway 22, N. Plainfield, N. J. 6402 Forest Hills Rd., Rockford, Ill. Valley Springs, S$. Dakota 
CHATTANOOGA AUTO AUCTION* Thursday LEITCH MOTOR SALES, INC.* Thursday SOUTH GEORGIA AUTO AUCTION* Friday TULSA AUTOMOBILE DEALER AUCTION Thursday 
35th & 36th St., Rossville Bivd., Chattanooga, Tenn. 1450 E. Main St., Owosso, Michigan 3 Mi. South U. S. 41, Valdosta, Ga. Tulsa State Fairgrounds, Tulsa, Okla. 
COFIELD AUTO AUCTION* Monday MIDDLE GEORGIA AUTO AUCTION* Wednesday |§ SOUTHERN AUTO SALES, INC.* Wednesday art WATSON MOTOR CO.* Wednesday 
Boaz, Alabama Eastside Highway, Macon, Georgia 9 miles N. of E. Hartford, East Windsor, Conn. 2979 N. W. 36th St., Miami, Fla. 
CONCORD AUTO AUCTION, INC.* Mon. & Fri. MONTPELIER AUTO AUCTION CO. Monday SYRACUSE AUTO AUCTION* Wednesday WESTCHESTER AUTO DEALERS AUCTION, INC. 
Hosmer Street, Acton, Mass. R. F. D. #1, Montpelier, Ohio R. D. #1, La Fayette, New York Albany Post Road, Croton-On-Hudson, New York 
Wednesday 


*auctions offering both check and title insurance. 
**title insurance only. 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., Nashville, Tenn. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


against, look in on another scene: | snapping session: 

Posing for what now has be- A press-agent type walked up 
come the “standard turbine-car to Huebner and said, “We've got | 
picture,” exeeutive engineer | two little girls over there. Could 
George Huebner has raised the | we set up a picture with them? 
hood and is peering interestedly | Would you go for a shot with 
into the engine compartment for | these two little girls — one kiss- 
perhaps the 5,000th time since ing you on each cheek?” 
leaving New York. | Without (apparently) glancing | 

Another man and woman barge | past the crowd at the two little| 
in, saunter right up to the front| girls, Huebner agreed. So this other | 
of the car — and the woman takes| guy walks back and brings the 


you what the engineers are up/|of the official greeting and photo-| 


— 


of horses. Well, in this instance 
the turbine-powered “pony” kept 


| going, while the crews changed off 


for a rest. 

Before starting off, Huebner 
was given a letter for delivery 
from the New York mayor to 
the Los Angeles mayor. This note 
introduced Huebner and referred 
to the history-making run that 
was underway. ; 

When the Plymouth “turbine 
special” reached St. Louis at 11:30 


a look under the hood. She says, 
“What’s so different about this, 
| anyway? 


They all look alike to) 


“two little girls’ who turn out to | the second night of the trip, the 


be models of the kind that would) riginal crew was relieved. They 
make any man glad to go back to| /eap-frogged ahead via airplane to 





Los Angeles Sidelights examined the car with a critical 
8 8 eye and discussed the whole idea 


On Chrysler Turbine Run | with a man who tagged along. 


As THE Chrysler turbine idled at| No. 1 lady: “Does this car fly? 

the curb in front of the Los|. . . Is this one of those flying 

Angeles City Hall after completion | cars?” 

of its historic transcontinental run,; No. 2 lady: “T’ll bet it goes fast 

I mingled with the crowd of “curi-|. .. how many miles per hour do 

ous onlookers” which collected| you think it will do?” 

around the 1956 Plymouth “turbine Man: “No, I don’t think this car 

special.” can fly. Where did you see a flying 
To me, the degree of public | car?” 

curiosity, interest and misinfor- No. 1 lady: “I saw one in a news- 

mation about the turbine car may | reel or magazine once.” 

be gauged by the following con- No. 2 lady: “Gee, that’s wonder- 

versation overheard as two “typi- | ful.” 

cal grandmother” type women Or, if this isn’t enough to show 








E1LOw 


me!” | the nursery. 
* * * 


| Huebner was a good sport about 
F COURSE Huebner and other /|it, though. He posed happily be- 
turbine researchers take all| tween the kisses of the baby-faced 
such happenings in stride — just as| blond and her Hollywood brunette 
they endure such hardships as hav-| counterpart (from right to left). 
}ing only about eight total hours | * * * 
| sleep during the Monday to Friday; 4S A combination of circum- 
|trip from New York to California. stances made me the only De- 
| Maybe they’re drawn by the reali-|troit press representative present 
zation that engine 
| efforts may have rewards and com-| car, I also was on the spot to see 
|pensations beyond the thrill of |a memorable reversal of the old 
technical achievement and profes-| “pony express” idea. 
| sional engineering accomplishment.| Youw’ll recall that, in the days of 
| As, for example, on another | the Old West, relays of daring 
plane of incentive, take this inci-| riders carried mail swiftly across 
dent which occurred near the end’ the country with frequent changes 











not to get buried ... 





in Philadelphia 


Have your ads been getting buried in the gloomy 
depths of the oversized newspapers? Before you 
write another order, take a good long look at all 
three in Philadelphia. In our sparkling tabloid 
pages, we couldn’t bury you if we tried! Your cus- 
tomers see you in the all-new News. And when 
you’re seen you sell. 


Supreme visibility is just one advantage the NEws 
offers. Another is reader loyalty. Not in long, dull 
years has a newspaper spoken up for Philadelphians 
with such vigor and clarity and wit. And the town 


Represented by: REYNOLDS-FITZGERALD 
New York + Chicago + Detroit: + Syracuse + Atlanta 
Los Angeles - San Francisco + Seattle - Philadelphia 


is responding. From South Philadelphia to the Main 
Line, awakened Philadelphians are reading, quoting 
and applauding the all-new News . . . and carrying 
it into more than 175,000 prosperous households. 


Visibility plus loyalty. Small wonder alert adver- 
tisers, local and national, are giving us such monu- 
mental* linage gains. If you’re tired of getting 
“buried” in*Philadelphia, give your advertising the 
look of life. We couldn’t bury you if we tried: and 
one reader who sees your ad is better than 101 
who don’t. Test us soon and see the bright difference! 


PHILADELPHIA DAILY 


“-NEWS.--. 





*Gain 1,177,372 lines (over 1,177 pages 
_ 12 Months 1955 ~ 
Total Daily Advertising Media Reco’ 


pioneering | in Los Angeles to meet the turbine | 


Albuquerque, while the second crew 
brought the car from St. Louis to 
this point on route 66. 

The first crew took over again 
in Albuquerque and carried on 
through to Los Angeles and deliv- 
| ered the mail to acting mayor John 
|S. Gibson jr. 


* * 


oo though the turbine in this 
car still should be classed as 
an “experimental” engine (the last 
| such “laboratory tool” at Chrysler, 
since the project now moves along 
to the status of preparing for 
design of preproduction pretotype), 
|its noise level was _ surprisingly 
low. In the coming-and-going of 
|heavy city traffic, it could pass 
| virtually unnoticed. 

When listening for it, however, 
one can easily detect the high- 
|pitched “whine” sound as the car 
|approaches and comes to a stop. 
|In explaining the source of this 
|noise, Huebner straightened out 
|those of us who had attributed the 
sound to air intake or compressor 
whine as on some earlier turbines. 

He says the whine is caused by 
reduction gearing and accessory 
gear train — and it will be a 
simple matter to eliminate even 
this sound with the next modifi- 
cation of these gear designs. 
| The question asked by everyone 
| is, of course, when will the turbine 
| be offered for sale in a production 
car? James C. Zeder, vice-president- 
engineering, reflects Chrysler Corp. 
thinking in estimating that mass- 
production versions of the automo- 
tive turbine still are about eight 
years in the future. 

There are many reasons why the 
official statements of companies 
engaged in turbine development 
work would reflect a conservative 
view. Personally, I will be very 
much surprised if an automotive 
turbine fails to appear as an 
extremely high-priced option in 
ears three or four years hence. 

* * - 





Technical Society Survey 


Shows Automation Needs 


7S development of standardized 
automation units which could 
be reused with only minor modi- 
fication for a number of years, and 
not have to be discarded every time 
| there is a model change was pin- 
pointed in a nationwide survey by 
the American Society of Tool Engi- 
neers (ASTE) as the biggest single 
factor that would accelerate the 
broader adoption of mechanized 
production and assembly concepts. 

Additional survey findings were 
that there should be “greater ver- 
satility in control and operating 
equipment to handle wider ranges 
of sizes or more complex opera- 
tions than possible with present 
equipment.” 

The need for automation-type 
equipment that is adaptable for 

short production runs also is evi- 
dent in returns from the ASTE 
survey. It is believed that auto- 
mation applications will expand 
rapidly as such equipment be- 
comes available. . 

Among expected developments to 
enhance versatility would be auto- 
matic individual programming of 
production operations, including 
wider usage of tape and punched- 
card controls on manufacturing 
equipment. 

The working out of simplified 
machine control panels which 
would permit more flexibility of 
control to allow for job lots also 
was indicated as _ desirable in 
returns received by the ASTE. 





Shrimplin Appeals Ruling 

MT. VERNON, O. — The denial 
of a used-car license to Shrimplin 
Motor Sales here by the Ohio Mo- 
tor Vehicle Dealers & Salesmen’s 
Licensing Board on the grounds 
that its car lot did not meet re- 
quirements has been appealed to 
the courts. Shrimplin contends 
that the board’s ruling is “con- 
trary to law and not in accord- 
ance with the evidence.” 


—— 
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terest refunds for automobile 
buyers who pay off their loans in 
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weight limit from 50,000 to 56,800 
pounds and another would raise 








Packard’s Gold Grille 


8 : : paid in half the term. Proportion- 
e roposed by five state legislatures, |tax on motor vehicles at a hear-|POlicy by law rather than official} models, it was announced last funds would be made for 
Bi awe i i ‘ccioy, | agreements between states week. ate -reruncs wou ° 
* he National Highway Users Con-|ing here of the Royal Commission —— in three-fourth 
% t a complete payments in thre urths 
« ference reports. Each state would |on Canada’s Economic Prospects. The company called it a “ma- | of the term. 
+ use the additional revenue for|The tax might be graduated ac- S. C. Senate Tax Bill jor advance” in the trend toward a ae 
le i highway construction. cording to the size and weight} .° 1+ Carolina’s Senate h functional styling. Other makers 
- z California has charted a boost of |°f the vehicle, he said. | seamed a an ih House 5 bill have been offering a — es | Annual Fleet Turnover 
7 “ 0.4 cents a gallon which would| — . Sar le to require payment of county and oan an ten tn eee Fixed in New Pa. Law 
‘o fm —stasise the State’s i to 6.4 —. Georgia Senate Passes city property taxes on motor vehi-4 try to adopt the gold grille as | The Commonwealth of Pennsyl- 
W i. would tclag ine tae — six | Truck Weights Bill faa could be licensed| standard equipment. |vania has a firm legal basis for 
7 cents in Arizona, eight cents in A bill increasing the legal lengths y ; | its piles a So — = 
Mississippi and five cents in New| and weights of trucks has been | Insurance Bill Dies Fee ang lla gen Fo 
= York and New Jersey. passed by the Georgia Senate. It| Plan for Bond-Issue Cars AG ia S t tn it ips as 
. These five states and Michigan| was returned to the House for Killed in N York S a eae See | oe See ‘ 
: Iso have proposed tax increases | amendment concurrence. uled in New York Senate tee has killed a compulsory au- Gov. George M. Leader has signed 
n = li The plan of the Mayor of| tomobile liability insurance bill | into law a new bill which also re- 
on fuel other than gasoline. Lengths are upped from 45 to 48 j ‘ . : : os 
‘ : ; Buffalo for buying city automobiles| after a public hearing at which | quires that the proceeds from the 
* * «* feet and maximum weight per axle r 
rs ; from 18,000 to 20,320 pounds, Trucks | through the issuance of five-year| Opponents claimed such insurance | sale of used state cars be returned 
7 Wider Buses Lose in N. Y. using the new limits will, however, | bonds was sent to the legislative | would be too costly and expressed | to the Department of Property and 
s A bill to permit wider buses| not be permitted on county-main- |8taveyard in the Senate. doubt that the courts would up- | Supplies for purchase of new vehi- 
. was defeated in the New York | tained roads. It was charged that the plan was| Hold such a law. | cles. 
: Senate. It a ae a 7 a ..% *® an “attempt to circumvent Buf- Seah ae | Last year, the department set out 
proved by the Assembly. tae i falo’s two percent constitutional| Md. Bill Would Encourage to buy new autos for state use at 
. would have allowed buses 8% feet - — snort ora tax limitation because under the 8 about $1,000 each. After a year’s 
» wide—6 inches wider than the pres- | In Virginia Legislature mayor’s bill when the five-year|Early Payup of Loans operation, the vehicles would be 
; ent maximum. A bill introduced in the Virginia| bonds became due they would not} A bill introduced in the Mary-| put up for bid, with about $1,000 
. > RE Te, Legislature would raise the gross| be included in the tax limitation.” | land Legislature would provide in-| expected. 
Los Angeles Law Sought = 
a On Anti-Smog Mufflers 
x Los Angeles County legislation = 
= |) meting an vanthatog" muffle ell batteries that are protecte 
a mandatory equipment on all gaso- 
: line-powered trucks and buses will ° e ° ! 
be asked by Supervisor Roger . b t d 
© |) Jessup. against vibration Gamage: 
7 Tests on such a device manufac- an nama a 
’ tured by Clayton Clear Air Muffler i ll : ee 
: Co. have been made by the Los orm a —— 
Angeles Transit Lines, according to 
Jessup. He said the muffler is ex- 
} pected to cost from $175 to $200. 
* x * 
; Virginia County to Tax 
. Cars $5, Trucks $7.50 
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Gasoline tax increases have been 


Amelia County (Va.) supervisors, 
looking for new sources of local 
revenue, approved the _ county’s 
first motor vehicle license tax. It 
will become effective at the begin- 
ning of the next fiscal year. 

The license tax of $5 for pas- 
senger cars and $7.50 for trucks 
will bring in about $10,000 a year. 

cd x = 


Michigan Senate OK’s Bill 


To Govern Sale of Repos 


The Michigan Senate has passed 
a bill requiring that a notice of a 
public sale of a repossessed auto- 
mobile be sent by registered or 
certified mail to the person from 
whom the car was repossessed and 
that the amount necessary to 
redeem the car be stated. 

The bill also provides that such 
sales must be held within 50 miles 
of the place of repossession. 

x * * 


Mississippi House Taxes 
Credit and Finance Firms 


The Mississippi House of Rep- 
resentatives picked up an addi- 
tional million dollars in revenue 
by doubling the tax rate on com- 
mercial credit and finance com- 
panies. 

Rep. John Farere, Benton 
County bitterly protested what he 
called “Steamroller tactics.” He 
argued that the proposal will 
ruin Mississipi automobile and 
appliance dealers who finance 
sales through the affected com- 
Panies. 

* * * 


Loss-Leaders Attacked 


A bill intended to prohibit below- 
cost selling has been introduced in 
the South Carolina Legislature. 

* * * 


Bill to Bar Loss-Leaders 


Flounders in Michigan 


_ A Michigan bill aimed at prohibit- 
ing below-cost sale of merchandise 
and misleading advertising has 
been sent back to committee by 
the State Senate. 

Observers said it was unlikely 
that the bill would again reach a 


legislative vote. 
* * 7” 


Stamp Tax Proposed 
A bill introduced in the Virginia 
gislature would tax premium- 
stamp concerns at the rate of $50 
for the first $10,000 value of stamps 
and 20 cents a hundred on all be- 
yond that value. 


7” * ~ 
City Car Tax Asked 
George Mooney, Montreal, ex- 


ecutive director of the Canadian 
Federation of Mayors and Munici- 


Legislative Roundup 





| palities, has suggested a municipal 
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the fuel tax from six to eight cents 
for trucks of more than two axles. 

Other proposed« measures would 
increase the length limit from 45 
to 50 feet and assure reciprocity 








The automotive battery takes a lot 
of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged.separators stand up under 
vibrattom; give longer service than 
any other separator. They are 
known as battery savers. 

U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


Electrical Wire & Cable Dept. 


United States Rubber 


Standard Equipment 


DETROIT. — A grille of gold- 
anodized aluminum is now stand- 
ard equipment on all Packard 





less than the allotted time. 

The proposal would require fi- 
nance companies to refund half the 
interest charges if the loan were 
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sures—will not get mushy or soft 
in service. High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Eprtor’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* x x 


Dear Ed: 
MAN and his wife and two 
small children came in today 
to inquire about a station wagon. 


features using this foursome as 
models. Consequently, at one 
time in my presentation of these 
safety devices, I had all four 
members of the family strapped 
down in their respective seats. 


Well, Ed, we finally got 
through the very thorough rou- 
tine of selling all the safety 
features and started to discuss 
closing a deal. 


It was during my closing argu- 
ments that I learned this family 
owned a 1947 jalopy that was 
ready for the scrap pile. When 
I gave the keys and my appraisal 
book to the used-car manager 
and pointed at the car, he said, 
“You keep the keys” and marked 
my apraisal sheet “Junk—$15.” 

| And for once I agreed with him. 


* ok a 


HEN I returned to the Kritz- 


The unusual 
thing about this 
couple was their 
intense interest 
in the safety 
features of our 
make. 

For half an 
hour or so; Mr. 
and Mrs. Dan 
—“| Kritzler and I 


Starfire at West Coast Motorama— discussed every 


re 
. 
‘ safety device A 
The Oldsmobile Starfire, in artesian blue and alcan white, and beauvteous Marlene 


: : our manufac- Bert Simons lers I didn’t say anything 
Hancock, who “modeled” the model, were among the features at General Motors; turer had to offer and in some unusual about their trade but 
Motorama in San Francisco. The show will open in Boston on Apr. 19. 


instances I demonstrated certain made them an offer accordingly 


06. uv. 5. pat. orf 


LLING SLANTS 


FROM DU PONT* MAKERS OF “ZERONE AND “ZEREX” ANTI-FREEZE 


se” iitsiac sail ills 


How to Increase Your 
Business and Profits 














ss 0NT 
ZERONE 


Minted Clie 








JUST A HINT THAT SUMMER'S COMING ... time to make sure all 
your customers’ cars have had winter-worn anti-freeze drained out and are 
completely serviced for warm-weather driving ahead. 





Du Pont Manual Explains Cooling System 
Care—Helps You Make More Money! 


Here in one 44-page book is every- 
thing you need to know about the 
automotive cooling system, how 
it works, how to trouble-shoot, 
how to make. repairs and how 
to charge for the work you do! 
This big (11”’ x 14”) hard-covered 
manual is designed for fast, easy 
reference, Large pictures and dia- 
grams in full color show you each 
step of every cooling system job. 





WRITE TO: 

“SELLING SLANTS” 

E. 1. DU PONT DE NEMOURS & CO. 
“Zerone”-“Zerex” Section 


Nemours 2420 B-3, Wilmington 98, Del. 


Put this book to work in your 
station and you'll see the profits 
go up. Produced to sell for $3.00, 
this manual is offered to “Selling 
Slants” readers for $1.95! Send 
your check or money order for 
your copy of “The Serviceman’s 
Manual on the Automotive Cool- 
ing System” to Du Pont at the 
address shown at the bottom of 
this page. 


REG. VU. s. pat. OFF. 


Spring is the ideal time to build 
your business because it offers you 
so many easy ways to be of serv- 
ice to motorists in your neighbor- 
hood: For example: 

If you look closely, you'll find 
that most cars show the signs of 
a hard winter, This gives you your 
chance to build business and prof- 
its. Here’s how: 

1. Take time to check and replace, 
where needed, tires, batteries, 
wiper blades, spark plugs, oil fil- 
ters, etc., on every car you can, 
2. Drain out winter-worn anti- 
freeze andclean radiator if needed. 
Check hose connections, fan belts 
and other cooling system parts. 


HERE’S ANOTHER SALES IDEA 


Don’t wait for business to drive 
in—use direct mail and go after it! 

You'll make extra money when 
youremind every prospect on your 
list that it’s time for a check-up 
now, before summer driving and 
vacation trips are here. Many 
dealers report great success with 
direct-mail reminders... find they 
are good-will builders, too. 

To help dealers increase their 
business with direct mail, Du Pont 
has prepared a colorful card that 





ZERONE and ZEREX 


ANTI-FREEZE 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





urges motorists to drain out win- 
ter-worn anti-freeze and motor 
oil. Space is also provided for a 
dealer imprint and service mes- 
sage. Youcan get 50 of these cards 
(shown below) along with a tie- 
in window streamer when you re- 
serve your °56 order of *“Zerone” 


DRAIN OUT 

ANTI-FREEZE 

MOTOR OIL 
NOW! 


and “Zerex” anti-freeze. Ask your 
supplier for more information or 
write to Du Pont (address below). 


Have You Reserved Your 
1956 Supply of “Zerone” and 
“Zerex” Anti-Freeze? 


There’s good reason why you 
should reserve your ’56 supply of 
“Zerone” and “Zerex”’ anti-freeze 
right now. 

You will be sure of having all 
you need when you need it and in 
the container sizes you prefer. 
Then no matter how early the 
cold weather hits you'll be all set 
for those anti-freeze sales and 
profits. Even more important— 
you can start winterizing your 
customer’s car before the first 
freeze and get a head start on 
the profitable anti-freeze business. 
So reserve your ‘‘Zerone” and 
“Zerex’’ now—America’s largest- 
selling anti-freeze team—made 
and backed by Du Pont. 







| 








and continued to try for a close 
now. 

Well, Ed, everything was lovely 
until the Kritzlers said, “Mr. 
Simons, your deal is very fair 
and we sure are sold on the 
wonderful safety features we 
were shown today. And when 
we are ready to buy a new car 
you can count on us to buy from 
you. 

“However, we won’t need a 
new car for a couple of months. 

You see, that’s when I will 
get a vacation.” 

Remembering how gravely con- 
cerned Mr. and Mrs. Kritzler 
were about the safety of their 
children and also remembering 
the wreck they were driving I 
gathered up enough nerve to say: 

“Mr. Kritzler, you ought to be 
ashamed of yourself — making 
believe you are so worried about 
the safety of your family when 
all the time you knew you were 
still willing to subject yourselves 
to the hazards of your old $15 
pile of junk. Why, not only is 
your jalopy unsafe for you and 
your gang but it’s a menace to 
other people who really care for 


the safety of their families. 
* ~ * 


?— you to sit there and tell me 
you are going to drive that 
monstrosity two months more is 
the greatest letdown I’ve had in 
years because I really was building 
up a lot of respect for you with your 
sincere interest in safety for your 
family. Boy, am I disappointed 
in you.” 

Well, Ed, I got it out of my 
system and didn’t care by now 
how it would end. But, to my 
surprise, Mrs. Kritzler said, 
“You know, honey, Mr. Simons 
is right. We may as well buy 
now and be safe now.” 

Mr. Kritzler said he didn’t 
realize the condition of his old 
car but readily agreed with his 

wife and me. 

It wasn’t long after that the 


Kritzler family was driving a 
brand new wagon — safety belts 
and all. 


—Bert Simons. 


AMC Explains 
1-Unit Process to 


Ont. Legislators 


TORONTO. — Single-unit body 
construction is the safety backbone 
of passenger cars of the future, 
L. H. Nagler, American Motors 
administrative and safety engineer, 
told the Ontario Legislature at a 
safety display presented for the 
lawmakers by Canada’s automobile 
industry. 

In the single-unit process, body 
and frame are one welded unit. 
The construction is used on all 
American Motors cars. 

Nagler, of Detroit, presented 
AMC's safety story at the display. 
Representatives of Chrysler, Gen- 
eral Motors and Ford also took 
part. AMC’s exhibit featured a 
primed up body-frame from the 
assembly line which illustrated the 
single-unit construction. 

Nagler told the legislators, “We 
feel that safety should start with 
basic car design, not merely by 
adding extra-cost features to ex- 
isting designs.” = 





Hudson Dealers 
Elect Council 


DETROIT.—Twenty-four Hudson 
dealers have been elected to serve 
on the national committee of the 
Hudson Dealer Advisory Board, 
according to Virgil E. Boyd, general 
sales manager. 

“Election of these members by 
the Hudson dealer body is another 
major step for the continued im- 
provement of our dealer-factory 
relationship,” Boyd said. “We feel 
confident that this two-way system 
of- communication will benefit both 
our dealers and Hudson.” The first 
meeting of the board with the com- 
pany officials will be held in April, 
Boyd said. . 

The committee members repre- 
sent Hudson dealers in 21 zone and 
three distributorship areas. Alter- 
nate members also were elected. 
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What amazes us most about Holiday families is the 
way they love to pamper their cars. 

This extraordinarily mileage-minded group not 
only outdrives everybody else in America (they 
click off a grand total of 12% billion miles yearly — 
well above the national average), but they insist 
on keeping their cars in top shape while doing it. 

Take spark plugs, for instance. Holiday families 
represent a potential market of 9,000,000 spark 
plugs a year. And 2% million oil filters. Or 600,000 
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Some people are attached to their garage... 


batteries. Or 12 million replacement tires. Not to 
mention the market for new models, year after year! 

Obviously this is a high-powered market. And 
when you advertise in Holiday, you talk to them 
while their mind is on a score of glamorous new 
places to go, sights to see, things to do. They’re in a 
happy (and susceptible) Holiday mood! 

Why don’t you join the distinguished list of auto- 
motive advertisers...51 in all...who are currently 
sparking their sales in Holiday. 


———— 


Meet your beat Cuslomens... in he praged oo 
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Lawsuits Affecting Dealers ... 


AUTOMOTIVE NEWS, APRIL 9, 1956 


Court Decisions 


By Leo T, Parker | 
Attorney at Law 
W. W., a used-car dealer in 

* Miami, wrote in part: “We 
have a suit in which the dissatis- 
fied buyer of an automobile makes 
contentions as to our warranty | 
which actually is opposite to our 
contentions. Since his and our testi- 
mony obviously will be contradic- 
tory, how will the court decide 
such a suit?” 

A dispute of this nature will 
be decided by a jury. The jury 
may believe or disbelieve pre- 
sented testimony and render its 
opinion accordingly. 

See the leading case of Jones vs. 
Deer Motors Co., 68 Atl. (2d) 337. 
Here it.was shown that a purchaser 
purchased from an automobile 
dealer a used Chrysler automobile. 

Later the purchaser sued the 
dealer for damages. In the subse- 
quent suit he testified that the 
dealer represented to him that the 
Chrysler was in good working con- 
dition and would give “satisfac- 
transportation and that he 
discovered soon after he started 
driving the Chrysler that it was in 


very poor running condition. 
* * * | 


Jury Will Decide Case 


S rm dealer vigorously denied this 


testimony regarding his guar- 
antee but the jury held that the 
purchaser could recover $450 dam- 
ages from the dealer. The higher 





court approved the verdict, and 
said: 


“While the _ representations 
were in partial dispute between 


200 International 
Branch Managers 


Complete Course 


CHICAGO. — International Har- 
vester Co. has completed five one- 
week sales conferences for its 
truck branch managers. 


All sessions were held at Har- 
vester’s central training school 
here. About 200, averaging 40 to 
each group, participated. 

The purpose of the conferences 
was to assist the company’s truck 
retail sales managers obtain wider 
penetration of the present truck 
market and to better their ability 
to serve International truck users 
throughout the U. S. 

The conferences were organized 
under direction of L. W. Pierson, 
truck assistant sales manager. He 
was assisted by the course develop- 
ment section of Harvester’s educa- 
tion and training department. 


Pierson said that the conferences 
covered every phase of Interna- 
tional motor truck sales manage- 
ment. 


Wagons Top 11% 
Of Pontiac Output 


PONTIAC. — Station wagons ac- 
counted for more than 11 percent 
of Pontiac’s 1956 production 
through Febru- 
ary, according to 
Frank V. Bridge, 
generalsales 
manager. He said 
it was almost 
double the per- 
centage of Pontiac 
station wagons 
builc during any 
similar period. 

Tracing the 
growth in popu- 
larity of the sta- 
tion wagon, Bridge related that 
Pontiac produced only 466 wagons 
in 1937, the first year it offered 
this body style. It amounted to 2 
percent of total production. Dur- 
ing the 1955 model year, he said, 
Pontiac built 37,351 station wagons, 
comprising 6.9 percent of total 
production. 


Bridge said the increased de- 
mand has caused Pontiac to offer 
a wider choice In this body style. 
The division now produces four 
wagons. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





F. V. Bridge 





the parties, these do not prevent 


| the right of the plaintiff (Jones) 


to have that dispute settled by 
the jury. The submission was, 
therefore, proper and the judg- 
ment is affirmed.” 


Therefore, it is quite apparent 





Pennsylvania Governor 
Signs ‘Anti-Bait’ Bill 

HARRISBURG, Pa. — Gov. 
George M. Leader has signed the 
“anti-bait advertising bill” which 
is aimed at curbing fraudulent 
advertising by strengthening the 
present law which regulates mer- 
chandise ads. 

The new law, endorsed by the 
Pennsylvania Automotive Assn., 
makes it illegal to advertise or 
offer for sale any merchandise 
with intent not to sell or with in- 
tent not to sell at the price adver- 
tised. 








that where the testimony of a pur- 
chaser of an automobile is contra- 
dictory to the seller’s testimony, a 
jury will listen to all testimony and 
render its verdict in accordance 
with its belief. Generally speaking, 
the higher court will approve the 
jury’s verdict. 


* * a 


Cases on Buyer’s Rights 

J D., A lawyer, Millville, Ga., 
* wrote in part, as follows: “I 

have read with interest your col- 

umn in AUTOMOTIVE NEws, 


“I realize that you are probably 
an awfully busy man, but thought 
that perhaps in your column you 
may have had certain recent deci- 
sions dealing with cases where 
automobiles purchased from deal- 
ers with a warranty on workman- 
ship and materials had reached the 
suit stage and you might be able to 
aid me in determining what the 
courts may have held were ‘right- 
ful’ claims on the part of pur- 
chasers.” 


Here are two very important 
court decisions pertaining to legal 
rights of purchasers of defective 
automobiles: Ball, 254 S. W. (2d) 
755; and Johnson, 254 S. W. (2d) 
93. 


— 





7. 5 ° 


Chevrolet Introduces Powermatic— 


Powermatic, a new automatic transmission for trucks, will be available in many 
of Chevrolet's 1956 models, the company has announced. Basic features shown in 
cutaway view are (1) the torque converter, (2) reverse gear clutch, (3) parking brake, 
(4) built-in retarder which augments braking system, (5) oil sump, (6) transmission out- 
put shaft and (7) converter lockup clutch. The retarder is said to increase safety 
of heavy trucks on steep downgrades. 








THE DISTINCTIVE NEW 


COSMOPOLITAN 


MTRROR 


Styled with dignity . . . the new ‘‘Cosmopolitan” mirror is truly a future fashion J 


for today’s proud motorist. It is an example of the leadership of Nelmor in 


design, research, engineering and production know-how. 


Such leadership has made Nelmor the largest manufacturer of outside 


mirrors for the automotive industry. 


The “Cosmopolitan” rear view mirror is distinctive in design, sturdily built 


with die cast parts and triple chrome plated. The flexible Vacaloy die cast 


base assures a smooth fit on any make or model automobile. Suggested 


retail price is only $7.50 and delivery is prompt. 


Write 


Also available in Canada through NELMOR CORPORATION, 


today 


to NELMOR CORPORATION — 


1410 Fisher Bldg., 


LTD.—70-14th St., 


Detroit, Mich. 





New Toronto, Ontario 


i a TP Re FEE RL LD, 
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Some Dealers Worried, Others Hopeful .. . 


—_~ 


Subtle Ford Shun in South 


By E. C. Bash 

Staff Correspondent | justice of the situation.” 
ATLANTA. — The U.S. Supreme| One local Ford dealer told this 
Court's decision to outlaw segrega-| reporter: “Why people should take 
tion has resulted in many political | out their spite against the Supreme 
and social repercussions in the|Court on a local Ford dealer who 


South and now is causing economic | has never done anything to aid in- | 
is beyond reason. Of | 
Southern Ford dealers, particu- | course, I know they are sore at the | 


stresses as well. 


tegration 


larly, are feeling the pinch of a | Ford Foundation’s gift through the 
subtle “shun” policy on the part |Fund for the Republic of $50,000 
of some white buyers. to the legal department of the 
In certain specific areas in Mis- NAACP. 
and Alabama, the policy “In their muddled thinking, 
has not been so subtle, and Ford) they believe to stop buying Ford 
dealers are experiencing what; cars will hurt the Ford Motor 
amounts to an economic boycott. Co., which they erroneously be- 
Georgia Ford dealers are begin- lieve was responsible for the 
ning to hear ugly rumors which, if donation. 
touched off by some explosive issue, “Actually, these scattered 
such as the Emmett Till case in|cotts will hurt the factory very 
Mississippi, or the Autherine Lucy | littie, but they can raise Old Ned 
case in Alabama, could mean great|with a local dealer’s sales and 
financial losses to local Ford 
dealers. community.” 

Some Georgia Ford dealers A Ford dealer in an Alabama 
frankly are worried, and are chaf-'city of about 20,000 population 


sissippi 


|ing under what they call the “in- | (three-fourths 
lthis feeling had cost him some 
|business and that he felt his com- 
| petition was taking advantage of 
|the feeling and making it worse. 


| people 
|finances and good standing in the | tically when emotions die down. 


Negro) said that 


“However, our friends are ral- 
lying to our cause,” he said. “It 
may work to our advantage in 
the long run because the Ford 
Foundation has done some fine 
things.” 

He believed the “boycott” think- 
ing would fade away and spoke of 
a story in Time magazine on the 


| gift to the NAACP as coming at a 


time when people were disturbed 


by the court action. 


The dealer noted that Alfred P. 
Sloan, board chairman of General 


boy- | Motors, had given $100,000 to Tus- 


kegee Institute, a school for Ne- 
groes, and said that he believed 
would think more realis- 


An Atlanta dealer, who last week 


|was in Birmingham, Ala., said that 
'Ford dealers in that city haven’t 


21 


tion is predominently Negro, are 
feeling the effects of the boycott.” 

No Georgia Ford dealer ques- 
tioned by this reporter could hon- 
estly say that to his knowledge he 
has lost sales due to this situation. 

“However,” said one _ dealer, 
“this is a different thing to de- 
termine. How are you going to 
pinpoint it? A buyer who felt 
that strongly about the subject 
wouldn’t come near our door. So 
how are we going to tell whether 
we’ve lost him as a prospect?” 

Georgia Ford dealers do admit 
there is a Jot of talk going around 
about the Ford Foundation’s con- 
tribution. What they would like to 
know is: Who started it? 

Dealers say one source has been 
travelling salesmen who have re- 
turned to Georgia from Alabama 
and Mississippi with tales of the 
economic boycotts against Ford 
and other products in those two 


“It happened right after the 
factory pressure eased off—” 


states 


One known source is the news- 
paper of a Georgia politician, Roy 
Harris, published in Augusta, which 
for more than a year has been 
carrying this statement: “Buy a 
Ford and Help Destroy Segregation 
in Georgia and help Communize 
America.” 

The circulation figures of this 
newspaper are not available. Here 
again deaiers do not know how 
much damage this sort of thing 
is doing them. 

Local dealers do believe the com- 
petition has picked up such stories 
and are running with them to their 
customers whenever a_ prospect 
suggests he'd like to look at a Ford 
before signing on the dotted line. 

“We've been told this is the case,” 
one Georgia Ford dealer said, “and 
personally I don’t doubt it, but how 
can I prove it?” 


That buyers themselves are feed- 
ing the competition the ammunition 
is apparent from this statement by 
a local Buick salesman to this re- 
porter: 


“IT had a customer come to me 
today who said he had always 
bought Fords before, but he didn’t 
intend to buy one again if the com- 
pany was going to continue to use 
his money to destroy the South’s 
way of life.” 

Local Ford dealers believe these 
rumors and economic reprisals 
could be stopped at once if political 
leaders would take the initiative. 


“The trouble is,” one dealer 
said, “they don’t want to. They 
are using the situation as a politi- 
cal football to foster their own 
ends.” 


Local dealers on their own are 
trying to arm themselves with pow- 
erful facts to stem the tide of un- 
favorable propaganda. Some of 
them have written direct to Ford 
Motor Co. for help. Others have 
appealed through the zone office, 
and are confident material will soon 
be placed in their hands with which 
to counteract the situation. 


One dealer said: “We must get 
the true facts across to the public. 
It is no more sensible for south- 
erners to boycott Ford Motor Cc. 
than it is to boycott the Community 
Chest or Red Cross. A large per- 
centage of the money given those 
two charitable organizations is 
used for Negro benefits.” 


Another dealer said: “We must 
let the public know of all the 
good things the Ford Motor Co. 
through the Ford Foundation is 
doing on the local level. We must 
tell them again about the large 
grants of money recently given 
colleges and hospitals right here 
in Georgia. 

“We've got to fight fire with fire 
if we want to come out of this un- 
scathed.” 


felt the economic pinch from this | 
situation to any great extent as yet. 


“But,” he added, “dealers in the 
industrial fringe of the city, and in 
smaller places where the popula- | 


x * *® 


GM Allots $35,000 


To Negro College Fund 


DETROIT. — A $35,000 gift by 
General Motors to the United 
Negro College Fund was announced 
last week by Harry W. Anderson, 
vice-president and chairman of 
GM’s committee for educational 
grants and scholarships. 


The grant was a part of General 
Motor’s expanded pregram of sup- 
port for higher education and 
brings to more than $100,000 the 
amount GM thus far has contributed 
to the United Negro College Fund 
which aids 31 Negro colleges in 12 
states. 





iS 


ae 


ye 
4 


< Tee) 


i ae, 
aes 


Boxart 


rey us Lae eri 


SNES A AS ae A eae 


ake 


* CDRom So eRe any ee 


EE Se AS Se, CPST Ek a ay eee ae eae 25. 


22 


AUTOMOTIVE NEWS, APRIL 9, 


Sales Conditions in Various Areas... 





Auto Market Reports 


Spokane 
Auto sales in Spokane have been 
running at a brisker pace than 
during the same period of last 
year. 
Inventories are down as sales run 
ahead of normal. 


Employment in all lines is show- 
ing a steady increase—(F. K. 
Haskell.) 


- 


aa 
Springfield, Mo. 

Dealers in Springfield, Mo., report 
winter sales were lean compared 
with previous years but a definite 
upturn in sales has been indicated 
in recent weeks for almost all 
brands. Big question is how high 
and how long it will last. 


Stocks of new and used cars 
are considered rather high but 
there is usually a strong demand 
for cars about this time of year 
when small-town prospects get 
prices from their local dealers 


*- 


and come here to better the deal. 
Construction and industrial em- 
ployment is good. Grain and stock 
farmers as well as dairy farmers 
are complaining about their prices 
and conditions but will, neverthe- 
less, have some money to spend 
for what they want at the time of 
several cash crop harvest times 
during each year. 
| Credit and repossessions consid- 
|ered normal.—(L.-H. Houk.) 


* * x 


Cincinnati 





| 


Motor vehicle sales in Hamilton | 


County (Cincinnati), O., during the 
week ended March 22 totalled 2,- 
204 units, which represented a 5 
percent decrease from the 2,331 
units sold in the previous week 
and a decline of 14 percent from 
sales in the like week of 1955. 
The week saw 845 new cars 
and 104 new trucks sold. This 
| compares with 911 new cars and 


| 575 





116 new trucks sold in the week 
ended March 15. 

During the week 1,170 used cars 
and 85 used trucks were sold, com- 
pared with 1,238 used cars and 66 
used trucks retailed in the previ- 
ous week.—(Frank Kappel.) 

* * * 


San Antonio 
A small gain marked new-car 
registrations in Bexar County 
(San Antonio) during February. 
The total was 1,409, compared with 
1,335 in January. 
Truck registrations in February 
amounted to 220, compared with 
172 in the previous month. 


February car registrations 
were: Chevrolet, 415; Ford, 331; 
Buick, 153; Pontiac, 117; Oldsmo- 
bile, 106; Dodge, 64; Mercury, 
Plymouth, 50; Cadillac, 35; 
Chrysler, 14; Nash, 13; Packard, 
13; Studebaker, 13; Hudson, 11; 
Lincoln, 6; Willys, 3; DeSoto, 2; 


1956 


Imperial, 2; Jaguar, 1; MG, 1, 

and miscellaneous, 2. 

Truck registrations were: Ford, 
79; Chevrolet, 75; International, 42; 
GMC, 16; Dodge, 5; White, 1, and 
miscellaneous, 2. —(J. H. Reed.) 

* + ” 


Pittsburgh 

New-car registrations in the 
Pittsburgh area during the week 
ended March 24 reached a new 
high level for 1956, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity rose to 207.2 percent of 
the 1935-39 average, second high- 
est figure reported so far this 
year. 

The steel-ingot rate was reported 
at 102.5 percent of practical capac- 
ity, down a fraction from the pre- 
ceding week.— (Leon M. Leffing- 


well.) 
* * + 


Denver 


Registrations of new cars and 
trucks continue to show an in- 
crease over last year in the Denver 
area. 

During February dealers sold 
1,584 new cars, compared with 872 
during the same month of 1955. 





You helped send ‘em to the suburbs — now they're 


your best car 


minded mark 
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Make sure your advertising reaches 


the 4,250,000 ““motorized" reader-families of 
Better Homes & Gardens 


Pee eee eee eee ee eee eee eee ease eee F 


DID YOU KNOW? 

® BH&G is THIRD among all magazines 
in reaching new-car buyers! 

e Car ownership among BH&G fami- 
lies averages 1100 per thousand! 16- 
17% own more than two cars! 

e Car need is greater because of the 
extra-urban location of most BH&G 


families! 


Pere eee ee eee ee eeeeeesee 


reer ree eee ee 


The automobile, and better roads, have made America’s trek to the 
suburbs possible. Suburban and extra-urban living make automobiles 
vitally necessary to millions who conveniently did without them 
before. These are exactly the people—men and women both! —who 
read and swear by Better Homes & Gardens in ever-increasing num- 
bers. (BH&G is now No. 4 among all big circulation magazines read 
by men and women!) 

They’re the very people you show in your ads! They own the homes. 
They take the trips. They’re more car-conscious, and their activities 
are car-centered. They buy the tires, the accessories, the petroleum 
products; they form the bulk of your dealers’ business today. Reach 
them with your story in the book that makes them read and buy! 


Better Homes & Gardens Meredith Publishing Company - Des Moines 3, lows 


— 


The figure, however, was below the 
January total of 1,805. 

Dealers sold 167 new trucks in 
February, compared with 133 in 
February, 1955, and 212 in January, 

February new-car registrations 
were: Chevrolet, 421; Ford, 375; 
Buick, 153; Pontiac, 112; Plym- 
outh, 107; Oldsmobile, 98; Mer- 
cury, 73; Dodge, 52; Cadillac, 39; 
Nash, 31; Chrysler, 30; Stude- 
baker, 28; Lincoln, 17; Hudson, 
13; DeSoto, 12; Imperial, 7; Pack- 
ard, 6; Willys, 5; Clipper, 2; Hili- 
man, 1; Singer, 1; Triumph, |, 
and Volkswagen, 1. 

Truck registrations were: Ford, 
63; Chevrolet, 49; International 17; 
GMC, 16; Dodge, 7; Diamond T, 1; 
Diveo, 1; White, 1, and miscellane- 
ous, 12.—(Ira R. Alexander.) 

a * * 


Salem, Ore. 


A late winter, concluding with 
nearly a month of steady rain, has 
kept sales activity at a slow pace 
here. 

Bad weather has kept agriculture 
and lumbering almost at a stand- 
still. Sales contracts have been 
heavily hit and repossessions have 
been higher than usual. 

Some contracts on cars purchased 
late last year have been extended. 
In some cases, dealers have kicked 
in to keep cars from being repos- 
sessed and to keep the buyer's 
friendship. 

It looks now as if many persons 
purchased new cars when their 
credit rating was far from good.— 
(F. K. Haskell.) 

* 


- *~ 


Sioux Falls, Ia. 


A total of 343 new cars were reg- 
istered in Woodbury County (Sioux 
City), Ia., during March, a gain of 
38 percent over the 249 counted in 
February. 

Meanwhile, new-truck registra- 
tions rose 14 percent to 40 units 
from the February total of 35. 

By make, March new-car regis- 

trations were: Chevrolet, 103; 
Ford, 69; Oldsmobile, 34; Buick, 
| 32; Plymouth, 31; Dodge, 18; Pon- 
tiac, 14; Chrysler, 9; Mercury, 9; 
Cadillac, 6; DeSoto, 6; Nash, 5; 
Lincoln, 3; Studebaker, 2; Impe- 
| vial, 1, and Willys, 1. 

Truck registrations were: Inter- 
national, 15; Chevrolet, 11; Ford, 
18; Diamond T, 2; Dodge, 2; GMC, 
|1, and Mack, 1. 

© 


* * 


Montreal 

Dealers in the Montreal area re- 
ported at the end of the first quar- 
ter that sales have been satisfac- 
tory and that demand and inquiries 
are showing a tendency to attain 
levels comparing favorably with 
those of a year ago. 

The labor situation has been 
better this winter than last, the 
credit situation is good and no 


| difficulties are encountered in 
most financing. 
There have been no _ delivery 


problems and stocks have been 
plentiful enough to meet require- 
ments.—(Jules Larochelle.) 

* ” ~ 


Milwaukee 
February new-car registrations in 





Milwaukee County were the second 
highest in history for that month, 
with the total winding up at 2,855. 

This was 61 percent ahead of 
the January total of 1,769. It came 
within 79 cars of edging the Feb- 
ruary record set in 1951 and beat 

1955 by 20 units. 

Registrations by makes were: 
Chevrolet, 646; Ford, 639; Buick, 
372; Oldsmobile, 287; Plymouth, 
154; Pontiac, 132; Nash, 127; Dodge, 
114; Mercury, 93; Cadillac> 70; De- 
Soto, 53; Chrysler, 43; Packard, 
34; Hudson, 31; Studebaker, 31; 
Lincoln, 20; Willys, 3, and miscel- 
laneous, 6.—(John E. Hubel.) 


Safety in Colors 


Bright Hues Called Aid 


To Night Driving 


CHICAGO._Have the auto 
makers neglected to publicize a 
built-in safety factor of their late 
models? 

The factor is color. William M. 
Stuart, president, Martin-Senour 
Paint Co., declared that the bright 
colors of today’s cars have greater 
light reflectancy making cars more 
visible in night and dusk driving. 

Also, Stuart said, interiors are 
designed to control the light that 
enters the car. Interior colors are 
selected to eliminate reflections that 
would harass the driver or passen- 
gers, he said. 
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Trade Practices Examined... 
ee 


} Canadian Auto Group 


By James Montagnes 
Staff Correspondent 

TORONTO.—The Canadian Auto- 
motive Wholesalers and Manufac- 
turers Assn. has prepared material 
for presentation before a Canadian 
Commission which is investigating 
restrictive trade practices in the 
automotive industry. 

This was revealed by IL. H. Cum- 
berland, outgoing president of the 
CAWMA, at the -organization’s 
annual meeting in Toronto March 
27-29. 

Cumberland said the CAWMA 
has sent questionnaires to all its 
members to gather material for 
presentation to the commission. 

After reviewing trends in the 
automotive industry, he urged a 
campaign for enlarging CAWMA 
membership, for increased finan- 
cial aid by members of association 
activities, for development of 
schools for training key personnel 
and for studying the operations of 
other industries. 

Cumberland also reported that 
CAWMA has taken part in a na- 
tional Canadian Highway Safety 
Conference, has made a presen- 
tation before a Canadian com- 
mission probing sales and excise 
taxes and has presented a brief 
before the Royal Commission on 
Canada’s Economic Prospects. 


In his annual report executive 
vice-president Thomas H. Whel- 
lams suggested that the CAWMA 
program this year should promote 
the wholesaler type of distribution 
and the brand name products of 
manufacturers, build up public re- 
lations and keep members posted 
on trends in the industry. 

A plan of consumer advertising 
is being studied by various commit- 
tees in the CAWMA, according to 
the report of the marketing and 
research committee under the 
chairmanship of G. Plourde. The 
purpose of this plan is to attract 
the public to independent garages. 

The marketing and research 
committee reported its activities 
during the year. The committee’s 
aims and objects include supply- 
ing marketing, sales program 
and statistical data on business 
operations and markets, studying 


McGinn Elected 
Eaton Chairman 


As Ochs Retires 


CLEVELAND.—Clarence I. Ochs 
has retired as board chairman, 
Eaton Mfg. Co., and Howard J. 
McGinn has been elected to succeed 
him. McGinn will continue as presi- 
dent of the company. 


Ochs, president of Eaton from 
1925 to 1951, was named chairman 
of the executive committee and 
will continue as a director. He 
joined Eaton’s predecessor, Torben- 
sen Axle Co., in 1916. 

McGinn has been with Eaton 
since 1931 when the company ac- 
quired Reliance Mfg. Co., Massillon, 
O., of which he was vice-president 
and general manager. 

In other executive changes, Her- 
bert S. Ide jr., vice-president and 
treasurer, was elected administra- 
tive vice-president and treasurer; 





Paul E. Minsel, manager, industrial | 


relations, was elected vice-presi- 
dent-industrial relations, and Ray- 
mond G. Hengst, secretary, was 
elected secretary and general coun- 
sel. In the latter position, Hengst 
succeeds Richard Inglis who retired 
= vice-president and general coun- 
sel. 


Ford Teacher Forum 
Slated July 15-28 


DEARBORN.— The second an- 
nual Ford Educational Forum, 
which will bring college professors 
from schools in Ford plant-city 
areas to Dearborn to study the 
automobile industry, will be held 
July 15-28, 

Some 37 educators will be granted 
Fellowship Awards for the confer- 
ence, designed to give active col- 
lege instructors a “short course” in 
various phases of the auto industry. 





| To Aid Industry Probe 


distribution problems of manu- 
facturers and wholesalers in other 
industries, promoting standardi- 
zation in the industry of certain 
policies. 

Round table discussions dealt 
with labor warranty claims, classi- 
fication of freight shipments ,by 


Dealer Mack Convicted 


Of $23,538 Tax Fraud 


CHICAGO. — A Federal Court 
jury has round Walter A. Mack, 
W. A. Mack, Inc. (Cadillac), guilty 
of evading $23,538 in corporate in- 
come tax for 1947. 

The jury failed to agree on three 
counts charging personal and 
corporate cax evasions of $22,325 
in 1947 and 1948. A hearing has 
been scheduled for Apr. 16 on 
motions by Mack’s counsel for re- 
trial of the indictments. 














manufacturers and wholesaler’s dis- 
tribution policies of manufacturers 
and wholesalers, municipal busi- 
ness tax, monthly statements, in- 
ventory control, advertising, per- 
sonnel and customer deliveries. 

Seven Canadians die every day 
because of highway accidents, W. 
M. V. Ash, chairman of the Cana- 
dian Highway Safety Conference, 
told the convention. He noted that 
92 percent of all highway accidents 
are due to human error. 

Ash pointed out that only 
through strict enforcement of 
highway safety laws can the 
highway death rate be cut. He 
gave examples of vigorous en- 
forcement policies by various mu- 
nicipalities in Canada to show 
how the highway death rate had 
been cut down. 

New officers are F. J. Mitchell of 
Hamilton, Ont., president; and L. 
W. Nourse of Toronto, vice-presi- 
dent. 

Directors are R. A. Cadieux, To-| 
ronto; A. W. Croft, Edmonton, | 
Alta.; L. C. Richardson, Saskatoon,| Completing his 50th year as a Cadillac salesman, Detroit factory branch's Floyd 
Sask.; Alex L. Gray, Toronto; J. A.| Daoust, right, discusses one of Cadillac's earliest models with J. M. Roche, Cadillac 
Hinds, Toronto; M. Gravel, Mon-/| general sales manager. Daoust says his most important tool in selling has been 
treal; W. B. Dodds, Toronto, anda sincere interest in his custmers after he has delivered a car. “| make a point of 
C. A. Speers, Windsor Ont. Whel-| calling my clients periodically to be certain they are completely satisfied with our 
lams was reappointed executive! product,” he said. “The selling process should never end when the deal is closed.” 
vice-president. One family has purchased a car a year from him for the past 40 years. 








A Salesman for 50 Years— 





Right under his nose 
but does he see it? XK 






Rocco Motor Sales, Tuckahoe, N. Y., 
saw it and made a muffler sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They'll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


ONLY SOCONY MOBIL 
OFFERS ALL THREE! 


James Rope, 


Here’s another example of how 
Socony Mobil’s lubrication 
training program pays off. It 
taught Jim to look for worn or 
damaged parts. . . to point out 
the need to the customer. In this 
case, he replaced a defective 
muffler . . . made the customer 
happy .. . increased absorption 
ratio for Rocco Motor Sales! 


@ America’s Favorites—Mobilgas and Mobiloil 
®@ World's Greatest Lubrication Experience 
@ Exclusive “On-the-Job” Training 


obi 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION Cae 
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Highways and Safety... 
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‘Guinea-Pig’ Cities 
Set for Traffic Study 


The National Committee on 
Urban Transportation has an- 
nounced selection of seven cities 
for field-testing of new procedures 
aimed. at helping solve the ever- 
growing traffic and transportation 
problem in urban areas. 

Chosen as pilot-study cities 
were Detroit; San Diego, Calif.; 
Phoenix, Ariz.; Syracuse, N. Y.; 
Oak Park, Ill; Albuquerque, N. 
M., and Crawfordsville, Ind. 

Developed over the past two 
years by the national committee, 
the procedures are incorporated in 
a manual entitled “Better Trans- 
portation for Your City.” 

The manual provides public offi- 
cials with uniform methods for the 
systematic collection of facts about 
all aspects of a city’s transporta- 
tion system. It also demonstrates 
how these facts are to be evalu- 
ated against basic standards (set 





ARMSTRONG'S “OUNCE 
TAKES ONLY 10-SECONDS 10 


| forth in the manual) to guide in 


planning and operating an effective 
transportation system. 

Cities will find that the compre- 
hensive program is one that is eco- 
nomically feasible for smaller mu- 
nicipalities and one that can be 
carried out by a city with its own 
staff as a continuing normal oper- 
ation of government. 

Techniques set forth represent 
the best thinking of some 160 of 
the country’s top transportation 
and municipal experts headed by 

Glen C. Richards, Detroit Com- 
missioner of public works. 
Information obtained for an 
individual city, when measured 
against the yardsticks provided in 
the manual, will make it possible 
to: 

1. Evaluate the soundness of ex- 
isting urban transportation policies 
and practices. 





2. Determine transportation defi- | 
ciencies. 

3. Develop realistic plans and 
programs to improve urban 
transportation service and to 
provide for proper integration of 
all forms of transportation. 

4. Present legislative bodies and 
the public, needs based on accurate 
factual data. 

Each pilot study is expected to 
take from a few months to a year 
to complete, depending on the size 
of the city involved. At the con- 
clusion of all of the studies, the 
techniques of the manual will be 
reviewed and, where necessary. re- 
vised. Then the document will be 
published. 


* * * 


N. D. Judge Limits 
License Suspension 
Judge C. L. Foster has ruled in| 
Bismarck, N. D. that the state | 
highway commissioner cannot dele- | 
gate to department personnel his 
authority to suspend driver li-|a@ point raised by attorneys. 
censes. “The court is aware that for the 
The judge made no ruling on the |commissioner to handle all such 
constitutional issue of whether the |matters would cast a burden upon 
commissioner’s suspending licenses|him individually,” Foster said. 


| “Would you mind straighten- 
ing him out that I, and not my 
wife, am buying this car...” 





usurps the power of the judiciary, 








OF PREVENTION” 
PROVE! 





Greatest Safety Demonstration in Tire History 





Provides You With Easier, Faster, Bigger Sales! 





BACKED BY THE MOST 
SENSATIONAL ADVERTISING CAMPAIGN 
IN ARMSTRONG HISTORY! 


Simply show your 
@ customers that with 
any other tire braking 
tends to compress tread 
ribs into a dangerous, 
smooth, slippery surface 
... like the edges of your 
customer’s own fingers 
when he makes a fist! 
Ordinary tires lose their 
vital grip on the road — 
and skid! Your customer 
sees this in a moment! 





When you place Arm- 
@ strong’s “Ounce of Pre- 
vention” Safety Discs between 
his fingers, he realizes that with 
Armstrong Tires no amount of 
pressure can close the gripping 
edges. For, no matter how hard 
he squeezes, his fingers can’t 
come together! And when you 
oint out the actual discs 
tween the ribs of your dis- 
play tire . . . mister, he’s sold 
on ARMSTRONG! 


Armstrong pre-sells your prospects with full pages in LIFE, 


POST, FARM MAGAZINES. Dramatic TV and Radio spots. 
Local newspapers and painted boards. A company financed 
budget program. So feature the tire that makes it easy for 


you to “up-grade” to a longer profit sale — ARMSTRONG! 


ARMSTRONG /4/n Miracle TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 





“However, the fault lies with the 
statute.” 


* * x 
‘Demerit’? Plates Mulled 
Manitoba’s traffic safety divi- 


sion is considering issuing distinc- 
tive license plates to drivers who 
accumulate too many demerits, 
Graham Smith, chief driver testing 
examiner, said that such a plate 
would be a deterrent to careless 
driving. Manitoba motorists are 
given demerit marks according to 
the seriousness of accidents. 
* * * 


Speed on Open Highway 
Called Michigan Killer 


The Michigan State Police last 
week emphasized that three out of 
four persons killed in Michigan 
traffic accidents last year met 
death on the open highway. 

The police added that in nearly 
50 percent of the fatalities, speed 
was the major cause. Joseph A. 
Childs, commissioner of the police, 
was one of the strongest advocates 
of the absolute speed limit of 65 
mph by day and 55 mph by night 


now in effect in Michigan. 
+ + 


Dealer Cozy Honored 


Michael J. Cozy, Waterbury 
(Conn.) Cadillac-Oldsmobile dealer, 
has been presented a merit award 
in recognition of his assistance to 
the school safety education pro- 


gram. 
* ad * 


Canadian Schools 


'To Get GM Cars 


General Motors of Canada, Ltd., 
| and GM dealers throughout Canada 
| have begun a nationwide program 
of lending automobiles to high 
school driver—training classes. 

The cars are equipped with dual 
controls and other special equip- 
ment and are loaned by the dealers 
| without charge. The program is 
| backed up with a series of films on 
safe driving and aid in picking in- 
| structors. 

A number of individual GM 
dealers in various parts of Canada 
have carried out similar programs 
in recent years. Company guidance 





and cooperation is expected to 
result in rapid growth of the 
program. 


* * 


1,398 Radar Speed Sets 


Licensed Across U. S. 


A total of 1,398 “radar” speed 
determining sets, representing a 
two-year gain of 1%6.1 percent, 
have been licensed by the Federal 
Government to state and city po- 
lice and highway departments to 
check on motor vehicle speeds. 

The electronic devices are now 
licensed in all of the 48 states, the 
District of Columbia, Alaska, Ha- 
waii and Puerto Rico. Ohio is the 
leading user of radar, with 174 
sets licensed. Wisconsin is second 
with 122, and Texas, which 
slightly over a year ago had only 
31, now has 110 of the devices. 

* ~ 


Indiana Pike ‘Ahead’ 


Indiana’s Toll Road Commission 
has reported construction on the 
east-west northern Indiana turn- 
pike ahead of schedule for the first 
time since work started. The entire 
road is to be ready for traffic by 
Nov. 15, the. easternmost 50 miles 
by the end of June. 


* * * 


Rock-and-Roll Toll 


Sixteen-year-old drivers get into 
more accidents and cause more 
accidents than any other age group, 
according to a survey by the Con- 
necticut Motor Vehicle Department. 


97 Police Wagons 
Get Safety Belts 


Philadelphia’s police department 
is equipping its 57 emergency 
wagons with safety belts con- 
structed according to specifications 
prescribed by the Civil Aeronautics 
Authority. 

Police Commissioner Thomas J. 
Gibbons said installation of the 
green nylon-rayon web belts is a 
safety measure for the vehicle- 
driver and front-seat companion 
of the all-purpose wagon. 

Each belt will have a bursting 
strength of up to 1,500 pounds. The 
belts will be attached to brackets 
bolted through the floorboard. 
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New Retailers Listed .. . 


Auto Firms Add Dealers 





DETROIT. — New franchises 
awarded by auto makers include: 


Hudson 


Hudson has added 24 dealers to 
its retail sales organization. They 
are: Druckman Motors, Inc., Hart- 
ford, Conn.; Francis Fisher, Inc., 
Victor, N. Y.; Deal & Merrick Auto 
Sales, Ithaca, N. Y.; I. M. Clompus, 
West Chester, Pa.; Edwards Motor 
Sales, Petersburg, Va.; Trotti’s 
Sales & Service, Winthrop Harbor, 
Il.; Hi-Way Hudson, Sioux Falls, 
S. D.; Fred Howard Motor Co., 
Odessa, Tex. 

Peebler-Fitzgerald Motor Co.,, 
Colorado Springs, Colo.; Beshara 
Motors, Deadwood, S. D.; Black 
Hills Hudson, Rapid City, S. D.; N 
& V Motors, Inc., Clearfield, Pa.; 
Yarcho Motor Co., Waverly, Ia.; 
Downtown Hudson Sales, Gales- 
burg, Ill.; Fred’s Motors, Perham, 
Minn.; Cage Hudson, Corpus 
Christi, Tex., and Topp’s Auto 
Sales, Newport, R. I. 

Stanley’s Garage, Rockland, Me.; 
Midtown Motors, Inc., Valparaiso, 
Ind.; Service Tire & Auto Sales, 
Inc., Xenia, O.; Danner Garage 
Madison, Ind.; Castro Motors, Don- 
aldsonville, La.; Doller’s Garage, 
New Lisbon, Wis.; George Cook 
Motor Co., Caruthersville, Mo. 

+ * m 


Buick 


Buick has announced the signing 
of 10 new dealerships. 

They are Brush Buick Co., Bath, 
N. Y.; Slidell Motor Co., Slidell, 
La.; Heisler Buick Co., Coving- 
ton, La.; Barneys Buick, Soda 


Chamberlain Tops 
Dodge’s List of 
1] Appointments 


DETROIT. Dodge has an- 
nounced 11 appointments headed 
by the promotion of Martin W. 
Chamberlain to administrative 
assistant to Byron J. Nichols, sales 
vice-president. 

Since April, 1951, Chamberlain 
has been business management 
manager of Dodge. He began his 
career with an automotive credit 
firm in St. Louis in 1936 and joined 
Dodge in 1945. 

Other appointments are: Charles 
A. Folker to the staff of western 
zone sales office; James F. Canning, 
San Francisco regional sales man- 
ager; John E. Friday, Syracuse 
regional manager; Joseph H. 
Smock, Cincinnati regional truck 
manager. 

Jack E. Seeh, Los Angeles 
regional car and truck manager; 
Richard W. Colliau, dealer develop- 
ment staff; John J. Corlew jr., Mt. 
Vernon (Ill.) district manager; C. 
Warren Thompson, Memphis dis- 
trict manager; Gordon E. Muske, 
Minneapolis city manager, and 
Robert N. {ngall, Hartford (Conn.) 
district manager. 


Wiesmyer Named 
Ford Consultant 


DEARBORN.—Max L. Wiesmyer, 
Ford division general manufactur- 
ing manager, has been appointed 
assembly operations consultant for 
Ford Motor Co.’s car and truck 
divisions. He will serve on the staff 
of L. D. Crusoe, executive vice- 
President, car and truck divisions. 

Wiesmyer joined Ford in 1918 as 
@ machine hand. In 1922, he was 
made a supervisor in the drafting 
room. 

In 1926, he entered branch opera- 
tions as a supervisor. He was placed 
in charge of branch operations in 
1934 and remained in that post un- 
til 1949 when he was named general 
manufacturing manager. of the 
newly established Ford division. 


Vizard Takes Studebaker 
G. W. Vizard has been appointed 
Studebaker dealer at Decatur, Ind. 
The firm is known as Vizard Motor 
es. 





Springs, Id.; Oglesby Pontiac- 
Buick, Wytheville, Va. 

Greenbush Motor Co., Greenbush, 
Minn.; O’Leary Buick, Cincinnati; 
M. Currie Buick, Kalispell, Mont.; 
Johnston Buick, Concordia, Kans., 
and Ratliff-Freeman Buick Co., 
Oneonta, Ala. 

« + * 


DeSoto 


A. B. Nielsen, general sales man- 
ager, announced that DeSoto has 
awarded five new franchises. 

New dealerships are: Buhler & 
Bitter, Inc., Keyport, N. J.; Sun- 
coast Motors, Inc., Clearwater, Fla.; 
Cato & Mikell, Estill, S. C.; Brund- 
rett Motor Co., Hitchcock, Tex., and 
Ellis Waggoner, Inc., Wooster, O. 

” * * 


Packard 


Packard - Clipper division has 
added seven dealers. 

The new dealerships are: Auto- 
motive Supply Co., Massillon, O.; 
Highland Motors, Mahwah, N. J.; 


Parkway Motors, Dover, N. J.; 
Keeley Motor Co., Valentine, Neb.; 
Peebler-Fitzgerald Motor Co., Colo- 
rado Springs, Colo.; West Hartford 
Automobile Co., West Hartford, 
Conn., and Bill Martin Motor Co., 
Raytown, Me. 

* 


Mack 


Mack Trucks, Inc., has appointed 
16 new distributors in the United 
States and one in Hawaii. They 
are: 

The new distributors include Co- 
lumbus Mack Truck Sales, Colum- 
bus, Ga.; Coastal Mack Sales, Inc., 
Savannah, Ga.; McCoy’s Sales & 
Service, Inc., Norwalk, O.; Tyler 
Mack Sales, Tyler, Tex.; Horner 
Mack Trucks, Inc., Vineland, N. J.; 
Waco Mack Sales, Waco, Tex.; 
Lake County Mack Trucks, Paines- 
ville, O.; Augusta Mack Sales & 
Service, Augusta, Ga.; Wichita Mack 
Sales, Wichita Falls, Tex.; Huting- 
don Motor Co., Huntingdon, Pa.; 
Valdosta Paint & Body Co., Val- 
dosta, Ga.; McCormick Motors, Inc., 
Nappanee, Ind.; Brook Motor Sales, 
Inc., Mishawaka, Ind.; Nueces-Mack 
Co., Corpus Christie, Tex.; Truck & 
Trailer Corp., Chattanooga, Tenn.; 
Greenville Mack Sales, Inc., Green- 
ville, S. C., and Grace Brothers, 
Ltd., Honolulu. 








At Charlotte {(N. C.) Auto Show— 


This view greeted visitors to the first automobile and appliance show ever to be 
held in Charlotte, N. C. Sponsored by the Charlotte Automobile Dealers Assn., the 
five day show featured a highway safety display. 





Burdette Is Appointed 


| Dallas. The branch will maintain 


Norman F. Burdette has been |2 complete stock of parts and will 
named manager of a new branch | be equipped for all service opera- 


office of Baker-Rauling Co. 


in | tions, 








There’s extra profit 


in this picture 
—DO YOU SEE IT? 


Are you missing a chance to get extra 
profits now when car selling is more com- 
petitive than ever? 


Sell Motorola Car Radios. They’re 
custom designed to fit and match the 
instrument panel of most cars. They’re 
the best known, the best sellers. Sales 
are 30% ahead of last year’s. . . and will 
grow even bigger this year. 


Motorola has just brought out a fine 
new car radio line for 56. These new sets 
have the famous patented VOLUMATIC 
circuit that lets Motorola sets play even 
under bridges and among tall buildings. 


They retail from $39.95 to $99:95. And 





deep profit margins give you room to 
make the best possible deal. 


Installation charges give you still more 
profit margin. Even your greenest 
helper can install Motorola Car Radios 
in just a few minutes’ time. Remember, 
they’re designed to custom-fit instru- 
ment panels of most cars without cutting 
or drilling. 


Don’t you owe it to yourself to get the 
facts about the plus-profit Motorola car 
radio business? Just send us this coupon. 
You’ll get full information promptly. No 
obligation. 


Fi 


Fees eee eee 


Street 





MOTOROLA 


World's Largest Exclusive Electronics Manufacturer 


Motorola, Inc., Dept. AN-4A, 4545 W. Augusta Bivd., Chicage 51, Ill. 
Attn.: 
Please give me all facts about the Motorola Car Radio business. 
Thank you. 


Name. 


Car Radio Department 
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News to Note... 
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Auto World in Brief 





DETROIT. — American Airlines, factory. Excavation and clearing of 
has announced that it will move|the site are being done. 


from Willow Run Airport to 
Wayne-Major Airport here with 
Oct. 1, 1957, as target date. 


* * * 
$1,000 to Needy 
CORPUS CHRISTI, Tex. — The 


The company said that such a|Franchised New Car Dealers’ Assn. 
move would mean improved service|of Corpus Christi has contributed 
to the Detroit air travelling public.| $1,000 to the United Fund. 

* * 


Wayne-Major is 12 miles nearer 
downtown Detroit than Willow 
Run. 

* +. * 
Mack Service Center 
Goes Up in Virginia 

RICHMOND, Va. — A_ heavy- 
duty truck service center is being 
built here by Mack. 

J. A. Pettit, Mack’s Richmond 
district manager, said the center 
will offer complete facilities for 
immediate service on both gasoline 
or diesel engines and will contain 
a parts department, showroom and 
offices. 

* + . 


Accessory Firm Is 35 


ROXBURY, Mass. — Internation- 
al Mfg. Co., manufacturer of Ray- 
line auto accessories, is celebrating 
its 35th anniversary this year. 
Abraham G. Goldberg is president 
and treasurer. 

7 + * 
Kent-Moore Plans 
$450,000 Building 

DETROIT.—A new $450,000 build- 
ing scheduled to be completed in 
July of this year will house engi- 
neers, executives and sales person- 
nel of Kent-Moore Organization, 
Inc., according to J. Douglas Adair, 
president. 

The south wing of the U-shaped 
building, to be located on Mound 
Road in Warren Township, will 
feature a garage with twin-post 
hoists where Kent-Moore tools can 
be tested under field conditions, 
Adair said. 


* * * 


Used-Car Dealers Sued 
For $19,016 in ‘Bushing’ 

LOUISVILLE. — A $19,016 suit 
has been filed against King Auto 
Sales, Inc., (used cars) and Auto 
Discount, Inc., charging that un- 
written terms covering the sale of 
five automobiles were wrongfully 
changed. 

Five separate plaintiffs entered 
the suit. They said they signed 
partly blank purchase-order forms 
or conditional sales contracts and 
later, they alleged, these were filled 
in with terms that varied from 
those agreed to verbally with sales- 
men, 

Each plaintiff asked $3,000 puni- 
tive damages in addition to the 
actual alleged losses. 

* * 7 


Detroit Population Projected 


At 3.9 Million by 1960 

DETROIT. — The population 
committee of the Regional Plan- 
ning Commission has_ estimated 
that Detroit’s metropolitan area 
(Wayne, Oakland and Macomb 
counties) will have a population of 
3,960,000 by July of 1960. 

If this is realized, it will mean an 
increase of 943,803 during the 1950s 
as against a growth of 638,958 dur- 
ing the 1940s. 

= = * 


Name Protected 


TOLEDO. — Textileather divi- 
sion of General Tire & Rubber 
Co. has been granted a patent 
office registration for the name 
Nygen Tolex for coated uphol- 
stery fabrics. 

* * * 


Dealer Dalton Elected 
SOUTH BEND. — E. W. Dalton 
of Dalton Pontiac, Inc., South 
Bend, was elected assistant secre- 
tary for the South Bend Assn. of 
Commerce for 1956. 
* * ~ 


Rockwell Starts Plant 


MISHAWAKA, Ind. — Construc- 
tion of the $11 million automobile 
bumper plant to be built by Rock- 
well Spring & Axle Co. here has 
gotten under way, according to 
company officials. Ground has been 
broken for the 250,000-square-foot 


* 


Whitlock Moves Up 
NEW YORK. — Marvin J. Whit- 





lock, vice-president, has _ been 
named head of a new future air- 
craft planning division in American 
Airlines’ operations department. He 
formerly headed American’s over- 
haul base in Tulsa, Okla. J. B. 
Montgomery, maintenance and 
engineering vice-president, succeeds 
Whitlock in Tulsa. 


* * x 


Star Machine Expands 
MINNEAPOLIS. — Star Machine 
& Tool Co. has purchased the auto- 
motive division of Wadell Equip- 
ment Co., Garwood, N. J., according 
to Oscar Wisti, president of Star. 


* * * 


Arnolt Sales Set Mark 


WARSAW, Ind. — Sales of 
Arnolt Corp.'s auto accessories 


jumped 75 percent in 1955, and total 
sales for all products set a record, 
according to S. H. Arnolt, president. 
The new mark represents a 33 per- 
cent rise over 1954 sales, the big- 
gest yearly jump in the company’s 
10-year history. 


* * * 


2 Dealerships Burn 


DILLON, S. C.—The showroom 
of Dillon Motor Co. was destroyed 
by fire when a barrel of paint 
remover exploded. President W. K. 
Caldwell estimated the loss at $250,- 
000. In Como, Miss., damage was 
put at $40,000 in a fire that struck 
Clint Motor Co. 


* * * 


Colo. Cars Up 100% 
DENVER. — The number of cars 


SY (Ca MaRS 


the 1480 Series Universal Joints 
for the new Heavy Duty Medium Trucks 


With new, more powerful engines, Medium Trucks 
have entered the Heavy Truck field. For these new 


Heavy Duty Models Spicer has developed a new 
Heavy Duty Medium. Truck pr 
Universal Joints designed expressly for this re- 


quirement. 


Thé Spicer 1480 Series is designed for use in the 
larger 3 to 4 ton trucks, buses and other automotive 
vehicles in the 20,000 to 28,000 pounds gross 


vehicle weight class. 


The 1480 Series is manufactured on the same high 
production machinery that produces millions of Spicer 
joints and propeller shafts for light and medium 


trucks. 


To accommodate the wide variety of models 
demanded by truck users today involves many 
difficult drive line problems. DANA engineers will 
be glad to work with you on the application of the 


1480 Series in your chassis. 


1.1000 Series and 1100 Series—Power Take 


Off Joints. 


2.1260 Series—Passenger Car and % Ton 
Pick Up Truck applications. This includes 
vehicles up to approximately 5000 pounds 
gross vehicle weight. 


3.1310 Series—Large Passenger Car and % 
and I Ton Truck applications. Approximately 
7500 to 10,000 pounds gross vehicle weight. 


4.1350 Series—for 12 Ton Truck application. 


UW Pe tee vat 


eller shaft with 
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Gross vehicle weight approximately 10 to 


15,000 pounds. 


5.1410 Series—for 2 and 2'2 Ton Truck ap- 
plications, in range of 16,000 to 20,000 
pounds gross vehicle weight. 


6.1480 Series—3 to 4 Ton Truck applications. 
In range of 20,000 to 28,000 pounds 
gross vehicle weight. 


7-8-9-10. 1500-1600-1700 and 1800 Series 


for Heavy Duty and Off-Highway Trucks— 


TOLEDO 1, OHIO 


30,000 pounds gross and up vehicle weight. 






—_ 


in Colorado has increased 100 
cent in the last 10 years while the 
state’s population has incre .seq 
only 22 percent in the same pe-iod, 
In 1955 there were 725,000 veh cleg 
registered, compared to 346,43: in 
1945. 

* * * 
Safecrackers Get $1,746 
SANFORD, N. C. — Safecrac <erg 

took $1,746.93 in cash and ch: cks 
from Wilkinson Cadillac-Oldsmobile 
Co. Douglas Wilkinson is the owner 
of the firm. 

* * + 

Taylor Forms 2 Companies 
In Liquid Compression Ficld 
NORTH TONAWANDA, N. Y. — 
Formation of Taylor Devices, Inc. 
a manufacturing company, and 
(Continued on Page 27, Col. 3) 
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Seen by Rootes 


NEW YORK. — Mcre Americans 
than ever will tour Europe by au- 
tomobile this summer, according 
to Rootes Motors Inc., which sells 
autos for delivery in Europe. 

Robert A. Wimbush, overseas 
manager, has reported that over- 
all sales of Hillman, Sunbeam and 
Humber cars for delivery in 
Europe this year are 45 percent 
ahead of last year and more than 
30 percent above the peak Corona- 
tion summer of 1953. 

“These figures indicate to us,” 
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Wimbush said, “that Americans are 
becoming increasingly interested in 
doing their European travelling in 
the more economical and leisurely 
manner provided by private auto- 
mobile.” 

The overseas delivery plan of 
Rootes offers three plans for the 
purchase of automobiles. According 
to Wimbush, sales are at record 
levels in all three. 

Under one plan, the car is pur- 
chased, delivered in Europe and 
returned to the U. S.; under the 
second plan the car is delivered in 
Europe used and then resold to 
Rootes at a guaranteed price. The 
third plan is similar to the second 
except the buyer merely pays the 
difference between the original 
cost and the resale figure. 





News to Note... 


Auto World in Brief 


(Continued from Page 26) 


Tayco Developments, Inc., a re- 
search company, has been 4an- 
nounced by Paul H. Taylor, presi- 
dent. 

He said the firms will manufac- 
ture and develop compressible 
material devices under the trade 
name Liqui Springs and Liqui 
Spring Shoks. Taylor has 41 U. S. 
and foreign patents and has 129 





applications pending, many in the 
field of liquid compressibility. 


* * * 


Globe-Union Builds Plant 


LOUISVILLE. — A 90,000-square- 
foot factory, costing more than $1 
million and employing at least 100 
persons, will be built by Globe- 
Union, Inc., Milwaukee storage- 





SPICER PRODUCTS 
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battery firm, south of Louisville, it 
was announced by C. O. Wanvig, 
jr., vice-president. 

+ * + 


21%, Million U. S. Vehicles 
Set Canadian Entry Record 


OTTAW. — The Canadian Gov- 
ernment reported that the number 
of U. S. vehicles entering Canada 
on travelers’ permits reached an 
alltime high in 1955. 

Excluding repeat trips by 
summer residents and commuters, 
entries totalled 2,524,993, an increase 
of 18,872 over the previous record 
set in 1953. The total was 74,149 
greater than the 1954 figure. 


* * * 





Mack Looks to Europe 


BRUSSELS. — Mack Belgium, 
S. A., has been organized to make 
and distribute Mack trucks, buses, 
trolley buses and diesel engines 
throughout Europe. The new 
company is an outgrowth of an 
agreement between Mack Trucks, 
Inc., and Electro Rail, S. A. 


* * * 


Warner Builds Plant 


ROCKFORD, Ill. — A $1 million 
manufacturing plant will be built 
by the Warner Electric Brake and 
Clutch Co. three miles south of 
Beloit, Ill., to house the firm’s auto- 
motive division. 

* + > 


Koenig Expanding 
HOUSTON, Tex.— Koenig Iron 
Works, manufacturer of Jeep cabs 
and utility and truck bodies, is 
building a $425,000 plant northwest 
of Houston. 
* * + 


Chrysler Sues La. 


BATON ROUGE, La. — Chrysler 
Corp. has filed suit in district court 
here for the recovery of $924,504 in 
Louisiana taxes paid under protests 
at its tank plant at Michaud, La. 
Chrysler contends that although it 
operates the plant, the title rests 
with the Federal Government. 


* * * 


Reiser Marks Anniversary 


NEW YORK. — Reiser Co., which 
is celebrating its 50th anniversary 
this year, will soon announce a new 
line of products to tie in with its 
spring lines. 

Ba . * 


Denver Cars Up 15,354 


DENVER. — There were 15,354 
more cars operating in Denver at 
the end of 1955 than at the end of 
the previous year. Maldon V. 
Adcock, director of the motor 
vehicle department, said the 1955 
total was 178,427. 


* * * 


Dealer, Customer Win 
$5,000 From Simoniz 


PASADENA, Calif.—A Pasadena 
dealer and one of his customers 
each pocketed $5,000 in cash in the 
third annual “Easy Money! Easy 
Method! Simoniz contest.” 

Ed Brewer received the top dealer 
award in the contest, which offered 
prizes to dealers who _ supplied 
Simoniz Paste Car Wax and 
Simoniz Liquid Kleener and helped 
customers write winning limerick 
lines. Brewer’s customer, Mrs. By- 
ron Ebright, entered the winning 
last line. 

= + * 


Canada Long Builds 


TORONTO. — Long Mfg. Com- 
pany, Ltd., Oakville and Windsor, 
subsidiary of Borg-Warner Corp., 
Chicago, Ill., is expanding its Oak- 
ville plant facilities by 25,600 square 
feet, bringing the total area to 
105,000 square feet. The company 
established the Oakville plant in 
1954 for manufacture of automotive 
radiators. 

* * a 


February Rubber Figures 
Dip Below January Level 

NEW YORK. — February’s pro- 
duction and consumption of new 
rubber fell below January levels, 
according to the Rubber Manufac- 
turers Assn. 

The month’s consumption was 
125,292 long tons on 75,377 long 
tons of synthetic and 49,915 of nat- 
ural. January figures were 79,414 
long tons of synthetic and 53,599 
of natural for a total of 133,013. 
Synthetic production was 90,457 
long tons compared to a record 
93,522 in January. 
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Ce | pper MELIRINAMEE  Stsigr meres on manna 


barely ends up trading dollars. Look at the record 
; of Newman & Altman, Packard dealers for 18 





Leo Newman and Nate Altman (in Packard 400) report that a great portion “As Packard-Clipper Dealers, we can take time to enjoy other things, too,” 
of their sales come from repeat business. ““This is in a large way due to the they say. Recently they fished southern waters with friend, Bill Lusher, Elk- 
satisfactory experiences our customers have with Packard and Clipper cars.” hart, Indiana Packard Dealer. L. to R.: The captain, Newman, Lusher, Altman. 


years in South Bend, Indiana. Let it prove 
how special circumstances give you a special 
way of approaching the Packard market. 


Says Leo Newman: “Selling these cars has 
made us a success because the Packard and 
Clipper market makes sense. We have the 
two top cars in their fields. Right away, that 
means we can concentrate on the top 10% 
of the local new-car market. We set reason- 
able quotas that let us move cars at a profit 
. . not for the sake of moving them. 


Elegant window displays, in keeping with the cars 
and the top people in town who make up the Packard- 
Clipper market, are one of many Newman & Altman 
merchandising ideas that pay off handsomely. 


“Our 1955 sales more than doubled our 1954 
sales, and it’s worth noting that the increase 
was made within the framework of a sound 
business practice—not outside it.” 


“Furthermore,” adds Nathan Altman, “the 
factory has backed us up with cars of superb 
quality in the medium-price and fine-car 
fields—cars with exclusives we can demon- 
strate and prove. It’s easy to imagine the 
effective selling job we can do on Packard 
and Clipper prospects when we demonstrate 


Torsion-Level Ride, Ultramatic Transmission 
with Electronic Touch-Button Control, 
Twin-Traction Safety Differential—and give 
them the taste of Packard prestige, too.”’ 


The Packard and Clipper Franchises could 
mark the start of a new era in sound business 
operation and reasonable business pace for 
you. For more detailed information, write 
direct to the Dealer Development Depart- 
ment, Packard-Clipper Division. Or contact 
the Zone Office nearest you (see below). 


Wherever you find the Packard name you find 


A New Era in Dealer-Factory Relations 


PACKARD-CLIPPER DIVISION «¢ struDEBAKER-PACKARD CORPORATION © DETROIT 32, MICHIGAN 


Where Pride of Workmanship Still Comes First 


ATLANTA—370 Peachtree, N. E.; BOSTON—20 Webster Place, Brookline; BUFFALO—1274 Main; CHICAGO—1640 N. LaSalle; CINCINNATI —2336 lowa; DALLAS—1922 Cedar Springs; DENVER—1147 Broadway; 
DETROIT— 574 E. Jefferson; KANSAS CITY—2735 Main; LOS ANGELES—1000 S. Hope; MEMPHIS—830 S. Bellevue; MINNEAPOLIS—333 W. 78th; NEW YORK CITY—1861 Broadway; PHILADELPHIA—1237 N. Broad; 
PHOENIX— 400 W. Washington; PITTSBURGH — 5560 Centre; RENO — 300 S. Virginia; ST. LOUIS —2311 Hampton; SALT LAKE CITY—345 S. 2nd, East; SAN FRANCISCO—901 Van Ness; SEATTLE—1907 7th; 


SPOKANE—330 S. Howard; WASHINGTON, D. C.—1242 24th, N. W. 


re Piere hogss en 


Newman & Altman's busy and productive service department employs 16 
people, gives customers’ cars the kind of service that pays off in heavy repeat 
sales. Routine service, reconditioning and rebuilding are all in a day’s work. 


David Baim, Newman & Altman Used Car Manager, points out that the 
sharp upswing in resale value beginning with the introduction of the Packards 
and Clippers with Torsion-Level Ride in 1955 is steadily gaining momentum. 
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Buyers Find Equity Lacki 


1956 


Long Terms Return to Roost 


By L. H. Houck 
Staff Correspondent 
ST. LOUIS. — Strong evidence 
that long-term sales with no down- 
payments are coming home to 
roost, is being faced by many 
dealers in this area. 

Dealer after dealer reports in- 
terest on the part of owners of 
two-year-old cars, only to dis- 
cover that they had bought on 
such long terms — often with a 
balloon note—that they do not 


have any trading equity in the | 


car. 


One dealer said he had lost his| 


last three deals because the buyer 
had no equity in the car he was 
driving. 

The owners he said, also were 
surprised to learn that while they 
have been making payments with 
reasonable promptness they still do 
not own anything. 


This reaffirms statements that | 
have been made by financial ex-| 


perts and experienced auto men 
that thousands of those driving 
cars can never pay for them be- 


cause by the time the last payment | 


has been made the car will be al- 
C. I. T. Plans New Building— most worthless on the used-car 


Scale model of ultramodern building of polished black granite and stainless steel, market. 
te be erected by C. I. T. Financial Corp. at 150 Madison, New York, is checked by Coupled with this comes an 
Arthur O. Dietz, C. |. T. president, and Henry Ittleson jr., executive vice-president.| alarming increase in reposses- 
The eight-story building, which will be the home office for C. |. T. and a number of | sions plus the eagerness of some 
its subsidiaries, is scheduled for completion in mid-1957. finance companies to snatch cars 


Now! 


You can 


renta 


sparkling, 


new 

Hertz car 
right at 
Detroit's 
Willow Run 


Terminal 
Building 


For the first time, you can rent a sparkling, new Ford 
Fordomatic or other fine Hertz car right in the Terminal 
Building. The keys are yours with just a driver’s license 
and proper identification. Hertz’ low rate of $7.00 a day 
plus 8 cents a mile covers everything, including proper 
insurance. Look under ‘‘H”’’ in any phone book to rent or 
reserve a Hertz car in Detroit—or anywhere! Hertz Rent 
A Car Stations: Detroit Willow Run Airport, Ypsilanti 
5811; 235 E. Elizabeth St., Woodward 2-3290; Wayne 
Major Airport, Inkster, Mich., Whitney 1-1911; Fort St. 
Union Depot, Woodward 2-3290. 


when only six weeks in arrears. 

One small dealer had three cars 
delivered to him in one day by 
the finance company which had re- 
possessed them. One owner was a 
month behind in payments, another 
was six weeks behind and the third 
was entering the seventh week. 
| These deals had been made on con- 
ventional terms and were not 
shaky in the first place. 


Road-E-O Finals 
‘For Teen-Agers 


Slated Aug. 6-9 


CHICAGO. — Finals in the fifth 
National Teen-Age Road-e-o will be 
held Aug. 6-9 in Washington, John 
Whisman, chairman of the 1956 
Road-e-o, announced last week. 

Local and state contests will be 
held during the spring and early 
summer. State champions will make 
free trips to the national finals. 

During a week spent in the capi- 
tal, they will take six examinations 
which will test their driving ability, 
knowledge, aptitude and psycho- 
| logical and physical fitness. 

The Road-e-o is jointly sponsored 
by Chrysler Corp., the Junior Cham- 
| ber of Commerce, Liberty Mutual 
| Insurance Co. and the American 
| Trucking Assns., Inc. 





More people by far...use 


ERTZ 


Rent a car 





Other dealers have reported simi- 
lar repossessions, indicating that 
some of the finance companies «re 
viewing the future with consider. 
able alarm as compared with «ix ~ 
months ago when dealers and fi- | 
nance company representatives 
said that all owners were making 
payments promptly and that repus- 
sessions were below normal. 

Dealers in this area report that 
new-car customers who are in- 
terested in power steering, power 
brakes, automatic transmissions, 

record players and such, shy 

away when the extra price is 
quoted. 

One customer traded in his car 
which had been equipped with an 
air conditioner. Asked if he wanted 
an air conditioner in his new car, 
he said: 

“Never again will I pay $400 or 
$500 for air conditioning which, 
after a couple of summers’ use, 
brings me virtually nothing on the 
trade. You can catch me once, 
maybe twice, but not the third time. 

“All I want now is a car I can 
ride in.” 


Champion Offers 
Racing Trophy 
TOLEDO. — A new trophy, de- 
signed to give annual recognition 
to an outstanding individual in 
stock-car racing, has been an- 


nounced by Champion Spark Plug 
Co. 


It will be called the Lewis G. 
(Buddy) Shuman Memorial Award 
and will be given each year to an 
individual selected by a representa- 
tive committee as the man who has 
contributed most to stock-car rac- 
ing during the year, achieved an 
outstanding racing record, dis- 
played superior sportsmanship, or 
by some other method earned the 
recognition of the committee. 


This award will replace the 
Champion Spark Plug Trophy 
which previously has been given 
the driver on the fastest car over 
the measured-mile course at Day- 
tona Beach on Champion’s Day 
during Speedweek. 


High Tax Called 
Curb on Risks 


BELOIT, Wis. — “Downward tax 
adjustments” have been urged for 
both individual and industrial tax- 
payers by Steven P. J. Wood, pres- 
ident, Warner Electric Brake & 
Clutch Co. 

Wood pointed out that the factor 
which determines the rate of ex- 
pansion and progress of any in- 
dustrial or business concern has 
been financial return. Workers, 
said Wood, have begun to realize 
they are losing additional wages 
because industrialists are unwilling 
to take business risks for slim 
returns. 


Quinn Picked to Guide 
Detroit’s Torch Drive 

DETROIT.—E. C. Quinn, presi- 
dent of Chrysler division, has been 
named general chairman of the 
1956 Torch Drive, 
Detroit’s funds- 
for-charity cam- 
paign. _ 

He was ap- 
pointed by Benson _ 
Ford, chairman of 
the United Foun- 
dation advisory 
committee, and 
vice - president of 
vere roe Co. 

n 1955, uinn 

B.C. Gime acted as co- 
chairman for promotion of the 
Torch Drive. 


Minneapolis License 
For Dealers Sought 
MINNEAPOLIS. — Alderman 
Kent Youngdahl and Byron Nelson 
have disclosed that this week they 
will introduce an ordinance to li- 
cense and regulate new-car dealers. 
“No such licensing ordinance 
now exists. The two aldermen also 
plan to introduce an ordinance to 
tighten provisions of an existing 
ordinance licensing and regulating 
dealers in used cars. 











Steamfitter 3 
' Shipping clerk 
Jeweler 
Taxi omer 
School custodian 
Investigator 
Installer (telephones) 
Bank officer 
Candy store owner 
Policeman 2 
Building Supt. 2 
Electrician 
Grocery store employee 
_ Surface line operator 
Contractor 
Chauffeur 5 
Postal clerk 5 
Auto worker 
Commercial artist 
Foreman 5 
Baker 3 
Repairman (telephone) 
Meter inspector 
Steel worker 
Brazer 
Industrial relations 
Auto mfg. employee 
Offset press operator 
Carpenter 3 
.Senior Hospital Helper 
Paint and lacquer maker 
Engineer, L.I. RR 
Funeral Director. 


TV repairman 
Gardener . 
Bricklayer 


. Seaman 


Cook 

Mover of works of art 
Government worker 
Plasterer 

Paper cutter 

Tailor 2 
Construction Supt. 
Bookkeeper 2 


_ Truck owner 


Self-employed 

Subway motorman 

Garage attendant 

Engineer, New Haven RR 
Truckman 

Officer of lumber company 
Mail clerk 

Inspector, N.Y¥.C. RR 

Asst. Gardener, City of N.Y. 
Freight assorter 

Railroad worker 

Telephonic communications 
Auditor 

Market Analyst 

Lawyer 

Lt., Fire Dept. 

Engineer 3 

Designer 

Health Educatia Consultant 
Pharmacist 


“WHO’S WHO” 
OF NEW CAR BUYERS* 
NEW YORK, 1956 


Ww"? buys today’s new cars? Average people, predominantly. 
Middle-income families, who are the backbone of the current 


“consumerism” boom. The butcher, the baker, in other words. 


Who reads the New York Journal-American? Far more middle-income 
families than read any other five-cent New York newspaper. More than 
1,600,000 men and women in the New York metropolitan area, accord- 
ing to a recent independent survey. More than 1,200,000 people in 
families with incomes of from $3,000 to $10,000 per year. 


Who are your best New York new car prospects? The vast middle-income 
audience of the home-shopped, family-shopped Journal-American. 


Doctor 11 
Accountant 3 
Mathematician 
Steamship pilot 
Teacher 5 
Laboratory teacher 


- Marine Engineer 2 


Personnel Analyst 
Electronic Fngineer 
Mechanical Engineer 

Owner, small business 

Fuel company executive 
Traffic Manager 2 

Own business 

Bar owner 

Merchandise Mgr. (retail store) 
Executive 5 

Sales Manager 

Manager of liquor store 
Building Manager 

Army captain 

Grocer, Bar=Grill operator 
Mgr., retail floor coverings 
Asst. Research Director 
Superintendent 

Stockbroker 

Business man 

Supervisor, Adv. Agency 
‘Produce Head (grocery chain) 
Mer. of chemical dept. 
Coffee broker 

Owner, furniture business 
Office Manager 

Restaurant manager 
President, ins. broker. office 
Production Manager 

Banker 

Proprietor, sea food market 
Electrical Supervisor 
District Supervisor 

Buyer, machine parts 

Dept. Mgr., Dept. store 
Mgr., child's sportswear mfg. 
Chef 

Turret lathe operator 
Insurance agent 

Foreman, sheet irm 2 
Inspector, City of N.Y. 
Plumber 

Foreman (telephone company) 
Lithographer 2 

Dept. of Sanitation, N.Y.C. 
Wireman (telephone) 

Painter & Interior Dec. 2 
Roofing & siding contractor 
Toolmaker 

Plumbing contractor 


. Meat cutter 
You can’t cover New York without the Retired 5 


NEW YORK Salesman 23 
tan American a 


Pressman 


NATIONALLY REPRESENTED BY HEARST “aan al SERVICE Writer 


Cost accountant 
Publications Inspector . 
Solderer 

Laundry man 

Rigger 

Clerk 

Dept. Specialist, statistics 
Furniture finisher 
Maintenance 

Car cleaner 

Civil service 

Bus driver 


Editor 

Elevator trouble shooter 
Butcher 2 

Taxi driver 2 

Sewing machine operator 2 
Drill operator 


r 
Telephone operator 
Landscaping contractor 
Sheet metal worker 
Postal clerk 

Mechanic 5 


*K 


Reproduced here is an actual roster, by 
occupation, of 275 recent purchasers of 
one particular make of medium-priced 
new car—the result of a survey conducted 
by the Journal-American in January, 
1956. All are residents of New York City. 
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BATTERY SERVICE R—Compactly 
designed to hold all essential battery- 
service tools and sufficient water, the 
lightweight No. 77 “Super Servicer" fea- 
tures two openings at the top to secure 
and protect the hydrometer and filler. 
Style features of the acidproof unit are 
said to include %4-gallon water capacity, 
an easy-grip carrying handle, and spa- 
cious compartments with drain holes for 
tools, cloths, voltmeter, battery carrier 
and other equipment. £E. Edelmann & 
Co., 2332 logan Bivd., Chicago 47, Ill. 


” > * 





TUBELESS TIRE KiT—Everything needed 
to make permanent tubless tire repairs is 
scid to be included in the Akro Dual- 
Duty kit, including three plug sizes, 
special dual-duty cement, plug pulling 
tool, puncture gauge buffer and step-by- 
step instructions. Other plug styles and 
sizes are available in bulk, as are all kit 
components. Secret to the permanent 
repairs made by the kit lies in the special 
layer of cushion gum, it is claimed. This 
layer of pure, uncured rubber, when used 
with the Dual-Duty cement, is said to act 
as a built in vulcanizer, welding repair to 
casing during wheel spin as securely as 
though hot vulcanized. Buxbaum Co., 


Canton 1, O. 
> * = 


Pyramid-Type Indicator 
Pin-Points Location of Car 


The E-Z Coded Car Spotter, a 
pyramid - shaped indicator with 
giant number on all three sides, 
is designed to provide inventory 
control of all service jobs on the 
floor. 

The unit sits on top of the car 
so that complete visibility is pos- 
sible from any angle, it is claimed. 
Attached coded color flags are said 
to indicate the schedule of work. 
Edmill Products Co. Inc., 97-34 
146th St., Jamaica 35, N. Y. 


> * » 





PLATFORM BODIES — A line of steel 
platform bodies, featuring distortion-free 
body floor surface, enclosed reinforced 
stake pockets and recessed stake pocket 
lips for tight sideboard sealing, has been 
announced by Galion Allsteel Body Co., 
Galion, O. Three model series are avail- 
able, each offered in lengths of 12 to 
16 feet. Model 4N-3, for use with model 
7-DS hoist, has an understructure of 3-inch 
channel crossmembers and 7-inch channel 
longitudinals. Model 4N-4, with 4-inch 
channel crossmembers and 8-inch channel 
longitudinals, mounts of model 75-DS 
hoist. Model 4N-5, for use with model 
880 hoist, has 4-inch channel cross- 
members and 5-inch |-beam longitudinals. 

a ee 


Chemical Product Guaranteed 
To Stop Static Electricity 


A chemical has been developed 
that is guaranteed by the manu- 
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NEW PRODUCTS 


facturer to stop static electricity. 
The product, Statkil, is said to 
have numerous industrial, proces- 
sing and consumer applications. 
Although sold in self-spraying 
cans, Statkil is available in bulk for 
swabbing, spraying with hand 
pumps or hand power sprays, and 
for fogging onto materials by means 
of fully automatic jet nozzles. Dept. 
P, Statkil Division, J. E. Doyle 


Co., 1220 W. Sixth St., Cleveland 
13, O. 





SAFETY BUCKLE—A 4,000-pound test, 
metal-to-metal buckle is said to be one 
of the features of the Lyfe-Belt safety belt 
marketed by Alofs Mfg. Co., 341 32nd 
St., W., Grand Rapids, Mich. The Lyfe- 
Lok buckle, made of tempered alloy steel, 
has remained closed under inertia impact 
of more than 4,000 pounds in tests con- 
ducted by an independent research lab- 
oratory, it is claimed. The belt, made of 
specially woven nylon webbing and treated | 
with plastic, also was tested in excess of 
4,000 pounds. The buckle can be pur- 
chased separately. 








KEYBOARD — A keyboard made of 
Y,-inch plywood, featuring an all-chrome 
finish, has been marketed by R. E. 
Rodgers, P. O. Box 5114 Philadelphia 41, 
Pa. Available in sizes to hold 18, 23, 
33 and 54 keys. 


* * * 


Battery Tool Marketed 


Made of tempered alloy steel, the 
patented Herbrand battery termi- 





nal lifter and scraper is said to 
snap corroded terminals free, with- 
out injury to battery or post. The 
unit comes apart for use as both 
an internal and external scraper. 
Herbrand Tools, Fremont, O. 


* * * 





AIR CONDITIONER—An air conditioner, 
with @ multi-speed blower, that mounts 
either under the dash or in the trunk 
has been marketed. Adjustable louvers are 
said to direct cool air to any part of 
the cer. The unit, 8 inches high, 13% 
inches long and 7% inches deep, fits 
most 1951 to 1956 trucks and cars. Kool 
Engineering Corp., 3716 W. Belmont Ave., 
Chicago 18, Ill. 





TRACTION BARS—Torque-O-Matic, the 
first patented traction bars,’ keeps rear- 
spring arcing to a minimum, improving 
automobile roadability and safety, it is 


claimed. Combining the flexibility of 

open-shaft drive with the sturdiness of 

the torque-tube drive, Torque-O-Matics 

are installed in pairs, one along the side 

of each rear spring. Safety Engineers, 

Inc., P. O. Box 1753, Stockton, Calif. 
* * * 


Windshield Towel Lint-Free 


Designed solely for use on wind- 
shield, the Klere-Vue towel is treated 
with a special formula to make it 
more absorbent, it is claimed. The 
towel is manufactured from Texel 
tested wiping cloth which is lint- 
free and firmly bound around the 
edges, it is said. Industrial Wiping 
Cloth Co., Inc., 29-28 Forty-First 


St., Long Island City 1, N. Y. 


* * x 





STEAM CLEANER—Features of the Hy- 
pressure Jenny steam cleaner are said to 
include: A low-speed positive displace- 
ment pump, with disc-check valves which 
guarantees long service, low maintenance 
and a minimum of 120 gallons per hour 
at any pressure; a piano hinged machin- 
ery cover for easy accessibility to all 
working parts; a “no-stoop"’ control panel; 
contamination-proof ‘Water system, and 
remote control to start and stop machine. 
Known as series Twelve Fifty, the unit is 
available in 11 portable or stationary 
models, with a choice of electric motor 
or gasoline engine drive. Homestead 
Valve Mfg. Co... Coraopolis, Pa. 





PRIMER SURFACER—The Pastel Servicer 
is @ primer surfacer that is said to help 
attain the true color of popular pastel 
automobile shades. The undercoat is a 
neutral grey which requires fewer color 
coats to produce an accurate match, thus 
avoiding excessive film thickness and con- 
sequent chipping and cracking, it is 
claimed. One application is said to prime 
and fill bare metal and seal down old 
lacquer or synthetic surfaces. A special 
container lid, with nondrip pouring spout, 
is now available for use with primer sur- 
facer containers. Rinshed-Mason Co., De- 
troit 10, Mich. 

Cite 


Versatile Cleaning Cloth 


Marketed for Home, Car 


A specially developed fabric, 
called Century Cloth, has been 
introduced by Central States Paper 
and Bag Co., St. Louis, Mo. Resem- 








bling chamois, the material is said 
to last three times as long. 

The cloth can be used as a wash 
rag or sponge on any surface, with 
soaps, detergents, or chemicals, and 
may be tossed in the washing 


machine when dirty, or boiled to 
sterilize, it is claimed. Two sizes, 
22 by 27 inches and 18 by 18 inches, 
are available. 


RADIATOR CHART—A 16-page radiator 
water flow chart containing nearly 2,000 
automobile, truck, tractor and bus radia- 
tor listings, with the manufacturer's recom- 
mendation for gravity water flow, gallons 
per minute. Copies available from Inland 
Mfg. Co., Dept. C38, 1108 Jackson St., 
Omaha 2, Neb. 





THERMOMETER—The MotoTherm indoor- 
outdoor thermometer is supplied with a 
universal mounting bracket for fixing the 
feeler bulb to the underside of the front 
bumper. It features an acgurately cali- 
brated, red signal light that automatically 
warns of ice conditions on the road, it is 
claimed. Known as model TH-311, it can 
be mounted under the instrument panel. 
Fisher Products, 21-21 44th Dr., Long 
Island City 1, N. Y. 

- &£ @ 
Westinghouse Introduces 


Adjustable Luminaire 


Westinghouse Electric Corp., 
Pittsburgh, Pa., has introduced an 
outdoor luminaire which can be 
adjusted vertically or horizontally 
for optimum distribution from its 
400-watt E-H1 mercury or J-H1 
flourescent-mercury lamps. 

Said to be weatherproof, the re- 
flector is made of heavy gauge steel 
finished in white porcelain enamel 
on reflecting surfaces. All exterior 
surfaces are finished in light gray 
enamel. 





RADIOTELEPHONE—The IMP (Industrial 
Mobile Phone) is designed for installation 
on materials handling trucks, messenger 
vehicles and transportation units. It is 
capable of performing the triple duties of 
base station, mobile unit and mobile pub- 
lic address system, it is claimed. Featur- 
ing a range of from one to five miles, the 
unit, without modification, can operate on 
six volts DC, 13 volts DC, or 117 volts 
AC. It weighs 21 pounds, and measures 
approximately 12 by 8 by 5 inches. Kear 
Engineering Corp., Palo Alto, Calif. 





POWER DRILL ATTACHMENT — The 
Supreme Versamatic, a reversible screw 
driver and speed reducer for power drills, 
is now available to industrial buyers in a 
professional model, No. 4000-P. Attached 
fo any power drill, the unit is said to 
reduce speed 7 to 1 by means of a 
planetary gear system, and will run in 
reverse at a 6 to 1 reduction. In the 
forward driving motion, there is a 7-time 
increase in torque, and a 6-time increase 
in torque in reverse. The Versamatic is 
used for driving or removing screws, 
nuts, bolts, etc. Supreme Products, Inc., 
2222 S. Calumet Ave., Chicago, Ill. 

ok se 





HOSE STRAP—A reusable, sparkproof 
strap that snaps around standard-size air 
and fluid hose used in spray painting is 
being offered by Binks Mfg. Co., 3114-44 
Carroll Ave., Chicago 12, Ill. Designed to 
take the place of tape and wire used to 
fasten hose together, the strap will not 
snag hands or clothes, it is claimed. 

~ 2-6 





CONTOUR ADAPTERS—Contour adapt- 
ers for 1956 rear fender Aerial kit instai- 
lations are being produced by National 
Electronic Mfg. Co., 186 Granite St., Man- 
chester, N. H. With these adapters, ample 
form fitting surface is provided for mount- 
ing Nemco antennas on most rear fenders 
of 1956 models, it is claimed. The adapt- 
ers are available for the 1956 Plymouth, 
DeSoto, Dodge, Chrysler, Buick, Chevrolet 
and the Studebaker Hawk. 

ee 





TIRE TOOL—The Ken-Tool T-6 is de- 
signed for mounting and demounting 
tubeless tires on cars and light trucks. 
Hand-forged from  chrome-nickel alloy 
steel and specially heat-treated for hard 
use, the T-6 is engineered for use in 
pairs, and comes packed two tools to a 
set. Also works well on standard tires, it is 
claimed. A heavier model, T-45, is avail- 
able for tubeless truck tires on the one- 
piece, drop-center rim. Ken-Tool Mfg. Co., 
768 E. North St.; Akron 5, O. 
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EN Mohammed V recently 

returned to French Morocco 
from exile, he was pretty upset be- 
cause his 56 cars, trucks and buses 
had been sold by the French gov- 
ernment, and because all his lions 
were gone from his zoo. 

But he was worried and said, “Be 
calm, be calm,” when several peo- 
ple were murdered, trampled and 
one was drenched with kerosene 
and burned at his homecoming. 

Ya know how important the Mor- 
ocean air bases are to the U. Ss. 
Another strategic North African 
country, Egypt, wants $600 million 
for their $1.3 billion Aswan dam, 
the biggest irrigation and flood con- 
trol project in the world. Russia 
said OK. But Egypt prefers to get 
it from the West. The World Bank 
will be the one to finance it with 
the help of the U. S. 

Dijaknow that the U. S. buys 
60 percent of the Union of South 
Africa’s chrome, 50 percent of its 
manganese? And until the World 
Bank financed more railways, a 
lot the U. S. could use languished 
at inaccessible railpoints? 


These are just three small parts) 


of the tremendous continent: of 
Africa. While the big powers argue 


over the Middle East, Africa, the} 


new frontier, waits—or is it wait- 
ing? 


7 * * 


UR times the size of the U. S.,| 
bigger than the U. S., Western | 


Europe, China and India com- 
bined, with 200 million people— 
only 5 million white—it is defense- 
less militarywise and the richest 
prize of all. 

It produces 98 percent of the 
world’s diamonds, 55 percent of the 
gold, 22 percent of its copper and a 
large percent of its strategic min- 
erals—uranium in particular. 

It supplies three-fifths of the 
world’s palm oil — see Lever 
Brothers and “I love that soap” 
—and two-thirds of the cocoa— 
well, ask any moppet! It has im- 
mense reserves of water power. 

Yet, it only exports 3 percent of 
the total world’s raw materials, 
only 10 percent of its land is ara- 
ble, but it can grow any crop... 
does not produce enough food to 
feed itself, is being eaten away by 
erosion, though Point Four men 


exclaim over its rich, undepleted 


Ragsdale Sees 
Big Boom in 
Station Wagons 


OKLAHOMA CITY.—Edward T. 
Ragsdale, Buick general manager, 
has predicted a boom in station 
wagons and more harmonious colors 
on autos. 

Ragsdale said Buick scheduled 
production of 35 station wagons per 
day at the start of the year, now it 
has been boosted to 100 per day and 
he foresaw 200 per day in 1957. 

He also said that three contrast- 
ing colors on cars have given way 
to two colors which harmonize and 
are not nearly so flashy as last 
year. 

The Buick general manager com- 
mented that dealer stocks are very 
high at the moment but he con- 
tended that “they should be if the 
dealer intends to take advantage 
of the spring buying season.” 

Ragsdale made his comments 
~aseang attending a dealer meeting 

ere. 


Chevrolet Bid 
Is High, but Wins 


HOBART, Ind. — Although the 
bid from Isaacson Bros., to furnish 
a new Plymouth, was $83 less than 
that of Christenson Chevrolet, the 
Board of Works awarded the con- 
tract for a new police car to the 
Chevrolet dealer. 

The explanation was that uni- 
formity of equipment is a saving, 
_ all other City cars are Chevro- 
ets. 


soil. Still it’s the richest continent 
on the earth. 


Ask DeBeers, unbustable cartel, 
Monsieur Segnier, of the Belgian 
Congo mine interests — profit $60 


bombs—Elizabethville, the uranium 
city, 


| Firestone about Liberia. Think of 
| Kimberley, the Rand. And did you 
know that the late Secretary of 
State, Stettinius, started Liberia Co. 
which now plants 25,000 acres to 
cocoa? Ask Republic Steel, owner 
of 61.57 percent of the stock of 
Liberian Mining Co. Well, hell ask 
|Coca Cola, for that matter. And 
|then after you do, remember, the 
|place is practically virgin, un- 
touched! 
* ~ * 

E World Almanac lists as 

“principal” six of Africa’s moun- 
tains, Kilimanjaro, 19,565 ft. of 
Hemingway fame, and volcanic— 
four others are too—is the highest 
in Africa. Also politically volcanic 
are the 44 countries of varying de- 
grees of independence and depend- 
ence. Nature Note: Volcanic ash 





makes the land more fertile—for| 


those who survive. 
Dija ever try to wash an ele- 
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million a year—who supplied the| 
uranium for the first U. S. atom | 


has more automobiles per| | 
capita than any city in Africa. Ask | 
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conquistador, an exploiter or even 
a colonizer. You only have to be 
one of those Americans with vision, 
plenty of nerve—and the ability to 
give as well as take. Then you could 
make a DeBeers look like a—well, 
Africa has sometimes been thought 
to be the cradle of mankind, partly 
because it is the country of the big 
anthropoids. 

P. S. Almost a footnote to 
fabulous Africa is the idyllic little 
island off its east coast, Zanzibar. 
Its sultan has two cars painted 
bright scarlet . . . an Armstrong- 
Siddeley and a Humber. Doubtless 
bought with the proceeds from 
cloves the island’s main export. 

Dijaknow that Zanzibar was the 
first foreign country to sign a 
treaty with the U. S. designed to 
| protect American sailors in the 
|Indian Ocean? Something called 
“Sudden Death” is ruining the 
clove crop. Something called jet 
propulsion could turn it into a 
| tourists’ paradise. 
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| Mallon Opens New Building— 


Mallon Chevrolet, Inc., Norwich, Conn., has moved into this new building featuring | 
a large showroom, a 12,000-square-foot parts and service room, and a lot adjoining | 
the showroom, large enough for 25 used cars and trucks. T. C. Mallon is president of 
the firm. 





nan, and several other famous | IHC Opens La. Deal 
diamonds, because even Maha- | 


now I feel as if I was—with a pen| International has opened a new 
wiper. rajas couldn’t afford the original. | ; 4 
Hor those who Gon’t believe that McCormick Farm Equipment Store 


But there it is, Africa, the | l: 
place where a man picked up a | diamonds are a girl’s bes. friend|i" Lake Charles, La. Manager of 


diamond weighing 3,024.75 car- |or anyone's, there are far greater|the store, located at 1003 Sparrow 
| ats. It became the famous Culli- | potentials. You don’t need to be a!St., is J. T. Ramsey jr. 


phant? Neither have I. But right 
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Blue Sunoco Meets New 


Higher Premium Standards 
Still At Regular Gas Price 


OCTANE 
POWER 
STARTING 
PERFORMANCE 
MILEAGE. 


but it’s still at regular gas price 












































Right now Sun’s advertising in newspapers, 
magazines and on the air, is telling car owners 
why New Blue Sunoco is, today more than 
ever, America’s greatest gasoline value! 

It’s higher in premium octane quality yet 
still sells at regular gas price! 


WANT TO DOUBLE YOUR GALLONAGE? 


A Sunoco dealership may be available in your com- 
munity. Call our local office or write us direct: Sun 
Oil Co., Philadelphia 3, Pa. 


IN EVERY WAY 


















SUN OIL COMPANY, Phila. 3, Pa. 











Average Used-Car Auction Prices 


1955 


(Compiled by Automotive News from auction reports.) 


$810 $789 


Market Trend 


The average price paid at | CADILLAC—'53 (62) 4-dr., $1,950* (ps). 


wholesale auctions for used cars 
bounded upward $13 last week, 
according to Automotive News’ 
index. 

The week’s advance was the 
biggest noted since the index of 
Aug. 23, 1954, when average prices 
went up $14. 

Increased prices were the ex- 
clusive prerogative of the four 
latest model years. The price of 
‘54s went up $60, while ‘56s ad- 
vanced $55, ’53s went up $21 and 
‘55s gained $15. 

All declines were at the lower 
end of the scale: 52s went down 
$7; °49s lost $12, 50s dropped $13 
and ‘Sis fell back $15. 

At a group of representative 
auctions last week, consignments 
averaged 192.8 units, the highest 
reached since the week of Aug. 
22, 1955, when the average was 
1965. In the seven-day period 
prior to last week, consignments 
averaged 176.4. The sales ratio 
last week was 78.5 percent, com- 
pared with 75.9 percent in the 
previous week. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


ST. LOUIS 


(St. Louis Auto Auction. Sales every 
Tuesday and Friday. Prices are for sales 


of March 20-23.) 

(Market active with prices holding very 
well. Sold 307 cars out of 455 offerings.) 
BUICK—'54 Super Riviera, $1,550* (ps) 


‘53 Super 4-dr., $920* (ps). ‘52 Super 
Riviera, $630*. °51 Super 4-dr., $402*; 
econv., $452*; Special 4-dr., S$300*. ‘50 
Super 4-dr., $330*, $205*; Special 2-dr., 


$180. 


CADILLAC—'56 (62) coupe de Ville, S5,- 





000* (ps). 55 (62) coupe de Ville, 83 


700* (ps); 4-dr., $3,5S80* ‘ps). '53 (62) 
coupe de Ville, $1,915* (ps); 4-dr., §1,- 
565* (ps). "51 (62) 4-dr., $945*, S$SS82*. 
CHEV ROLET—-'55 Bel Air (8) 4-dr., $1.- 
587*, $1.575*; Bel Air (6) 2-dr.. $1,182; 
Two-ten (8S) 4-dr., $1,297, $1,195, *$1,- 
192; 2-dr., $1.235°. °54 Bel Air 4-dr., 


$940, $895*; Two-ten 4-dr., $847, $825 


2-dr., $825. 53 Bel Air Sport coupe, $1,- 
035*; 2-dr.. $777; Two-ten 4-dr., $705", 
$675; One-fifty 2-dr., S537. ‘52 SL De- 


luxe Bel Air, $645; club coupe, $565 


CHRYSLER—'54 Windsor 4-dr., $970*. ‘49 


conv., $185. 
DesSOTO—'53 Fire Dome (8) 4-dr., S622 


‘51 Hardtop, $405. '50 club coupe, $275; 


4-dr., $150. 
DODGE—'53 Coronet Hardtop, 862 









$602*. "51 club coupe, $265*. ‘50 2-dr., 


$160; 4-dr., $100. °49 2-dr., $115. 


FORD —'56 Fairlane (8) conv., $2,350; 
55 
Fairlane (8) Victoria, $1,5S0*. °54 Main 
(6) 2-dr., $585. "53 Crest (8) Victoria, 
$1,022*, $997, $832"; Main (8) Ranch 
Wagon, $905; Custom (8) 2-dr., $822, 
$747; 4-dr., $705; %-ton pickup, $495. 
LINCOLN - "52 4-dr., $745*. °50 4-dr., 








Victoria, $2,205* (ps); 4-dr., $1,970. 


$177. 


“*MERCURY—'55 2-dr., $1,455. °54 Monte- 
rey coupe, $1,575* (ps); conv., $1,330*; 
4-dr., $1,115, $1,110, $1,090. °53 4-ar., 


$975; 2-dr., $807, $775. 


NASH—'54 4-dr., $680. '53 4-dr., $577. '52 
Rambler 4-dr., $425; 2-dr., $300. ‘50 


2-dr.; $117, $102. 


OLDSMOBILE—'55 (98) Holiday, $2,375*; 
(88) Holiday, $2,057*; 4-dr., $1,935*; | 
2-dr., $1,700*. '54 (88) Holiday, $1,425"; 


4-dr., $1,402*. '49 4-dr., $135". 
PACKARD—’'51 4-dr., $350*. 


PLYMOUTH—’'55 Savoy (8) 4-dr., §$1,- 
235*. °54 Plaza 2-dr., $760. '53 Cran- 
brook Belvedere, $665; 4-dr., $587, $477, 
$447; 2-dr., $432. °52 Cranbrook 2-dr., 
$465; 4-dr., $375. °51 Cambridge 4-dr., 


$222. 
PONTIAC—'56 Chieftain 


, $242. 
WILLYS. 
on, $315. 


ALBANY 


‘Tim Anspach Auto Auction, Sale every 
Prices are for sale of March 26.) 


Monday. 

(The market here today zigzagged and 
seesawed and was difficult to figure. 
Prices closed steady with last week but 
a lot of cars sold higher than their true 
value, while used ’56s were impossible to 
sell, ’°53s also -backed up in sales. The 
hottest models were ’54s and older. Re- 
tail good in all sections excent the cities. 
Many buyers attended today as we sold 
121 cars out of 148 offerings.) 


BUICK — '55 Special 2-dr.. $1,500*. ‘54 
Special Riviera, $1,470*; RM 4-dr., §S1.- 
320* (ps), ‘43 Super 2-dr., $1,080*; Spe- ' 


$880 = $873 


* Prices of '56s added; ’48s dropped. 


cial 2-dr., $930*, '52 RM Riviera, $500*. 


CHEVROLET coupe, $1,-| 4 dr, 


One-fifty station 


-ton panel, $440 Deluxe station 


1-dr., 
Custom (6) 2-dr., $270; 


Special 2-dr., ‘49 SL Special 4-dr., 


1%%4-ton pickup, $880*. 
ton pickup, $625. '52 Meadowbrook 4-dr. 


umns.) For Display 


ALABAMA 


1956 





$375. '51 Coronet 4-dr., $320*. '50 Mead- 
owbrook 4-dr., $200*; 
$150*. 

FORD—'56 Custom (8) 4-dr., 
Fairlane (8) conv., $1,710*; 
2-dr., $1,400*, $1,350*, 
$1,300. 54 Custom (8) 2-dr., $960, $905; | 

$950. °53 Crest (8) 

Custom (8) 4-dr., $835*, | 


010, $900* (ps); 

$720. '52 Custom (8) 2-dr., 
$490; Custom (6) 2-dr., $500; 
2-dr., $420; station wagon, 
Custom (8) Victoria, $540, 
conv., §420*; Custom (6) 


Deluxe (8) 2-dr., $360. 
$280; Deluxe (6) 2-dr., $200, $150; 
) a | 
| CHEVROLET—’56 Two-ten (8) Handy- 

man, 3 at $2,260*, $2,225*; Bel Air (8) 

Sport coupe, $2,245*; Two-ten (6) 4-dr., 
| $1,700. '55 Bel Air (8) 4-dr., 2 at $1,-| 


$125; %-ton pickup, 


tom (8) 4-dr., $190. 


HUDSON—’51 Hornet 4-dr., 
maker conv., $155. 
LINCOLN—’52 Cosmopolitan Sport coupe, 


LEADING USED-CAR AUCTION 
DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; 
$3.50, 52-times. Display (minimum space, 1 inch on 1 column—maximum, 5-inches on 2-col- 
ates contact Want Ad De pt., Automotive News, Detroit 26, Mich. 
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$560*; 4-dr., $550". 
| 


dr., $465*; 2-dr., $310. 


' 
| "49 (76) 2-dr., $110*. 
| 2-dr., $220°. 

| 

| 


$360. °50 Deluxe 2-dr., $160. 





$1,500*; 4-dr., $1,130* 
4-dr., $1,090, $1,070*. 





8$600*; Catalina, $52 
(8) 4-dr., $460*, 
(8) 4-dr., $200°*; 











2-dr., $100. 


pion coupe, $220". 
WILLYS—’51 station wagon, $260. 


DENVER 


day. Prices are for sale of March 26.) 


(Market very active, Sold 310 cars out 


of 360 offerings.) 


(Colorado Auto Auction, Sale every Mon- | 
| 
| 
| 
| 


| MERCURY—’55 Monterey coupe, $1,980*. 
‘54 Monterey Sun Valley, $1,440*; 4-dr., 
| §$1,340*. '53 Monterey Sport coupe, §1,- 

110*. '52 Monterey 4-dr., S$670*. ’51 4- 


| OLDSMOBILE—’55 (88) Super 2-dr., $1,- 
825* (ps). ‘52 (98) Holiday, $S60*, ‘51 
(88) 4-dr., $325*. '50 ¢€98) 4-dr., $190. 


PACKARD—’51 (200) 4-dr., $260*, $195*; 


| PLYMOUTH—'53 Cambridge 4-dr., $725, 
$535; 2-dr., $580, °52 Cranbrook 4-dr., 


PONTIAC—'54 Star Chief (S) Catalina, 
| Chieftain (8) 
53 Chieftain (8) 
4-dr., 8660. ‘52 Chieftain (S) 4-dr., 
20*. ‘51 Silver Streak 
$385*. °49 Silver Streak 


STUDEBAKER ‘54 Champion coupe, 
$790. °53 Champion club coupe, $600. 
’52 Commander Sport coupe, $485*. °51 
Commander Land Cruiser, $240*; Cham- 





$1,200. '54 Bel Air Sport coupe, $i 155; 
‘Two-ten 2-dr., $895. '53 Bel Air sport 
coupe, $1,055, $910*; Two-ten 2-dr., 2 at 
$750; Handyman, $610. ‘52 SL I-eluxe 
Bel Air, $685. ‘51 SL Deluxe s‘ation 
wagon, $550, $525; Bel Air, $500*, s 390+, 

CHRYSLER—’56 Windsor 4-dr., $2 525-, 
‘55 Windsor Newport, $2,090* (ps) -dr., 
$1,890*. °54 NY 4-dr., $1,720" ps); 
Windsor 4-dr., $895*. ‘53 Windsor j-dr, 
$675*. ‘51 Saratoga 4-dr., $235 "49 
Royal club coupe, $210*. 


DeSOTO—'55 Fire Dome (8) 4-dr., §1,. 
810*, 2 at §1,795*, $1,7S0*, $1,715". §1.. 
695*. ‘54 Fire Dome (8) 4-dr., $1,135¢ 
(ps). ‘53 Powermaster 4-dr., $790 

DODGE—'56 Coronet (S) 4-dr., $2,200* 
(ps). ‘55 Coronet (8) Hardtop, $1,615, 
"53 Coronet (8) station wagon, 55*; 

-ton pickup, $425. ‘52 ‘,-ton pickup, 
$495, $455, $440; Coronet club upe, 
$195. 

FORD—'56 Parklane station wagon, §2 
365* (ps); Fairlane (8) Victoria, 2 at 
$2,225*, $2,160, $2,150, $2,055*. '55 Fair. 
lane (S) Victoria, $1,91U*, 2 at $1,750* 
(ps), §$1,710*, $1,690*; conv., $1,830, 
Si,800, $1,695; 4-dr., $1,645* ps) §$1,- 
59u*, ‘54 Crest (S) Country sedar S1,- 





Model Breakdown 
Of Auction Averages 


BUICK—’'56 Century station wagon, §$3,- \ ; — eee o ' ce , 
050* (ps); RM Riviera, §$2,985* (ps); Model fo Date you 1956 
| $pecial 4-dr., §$2,400*, '55 Super Riviera, | 1956 vos Gee $2,240 $2,309 
$2,250* (ps); RM Riviera, $2,200* (ps); axx * " “19 
Century Riviera, $2,065, $2,035*, $2,025*; | ae + 1,618 1,603 1,612 
Special Riviera, 2 at $1,895*. °54 Cen- | 1954 ssahenss | 1,100 1,062 
} tury — wagon, $2,170*. '53 Super] 1953...... 778 457 748 
4-dr., S7S0* =9 = Ps . 
CADILLAC—'56 (62) coupe de Ville, s5,- | 295?- 501 508 508 
150* (ps); coupe, $4,875* (ps); conv., | 1951 334 349 326 
| $4,780* (ps:. ‘55 Eldorado conv., 2 at| 1950 a wee 233 246 240 
$4,300* (ps); (62) coupe de Ville, $3,820* | sage ~ « 
(ps), $3,700* (ps), $3,050* (ps); coupe, | 1949. eovccvescece 171 183 183 
$3,570* (ps), $3,325" (ps). Overall 








MICHIGAN 








JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





COLORADO 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through 
the First National Bank of Englewood. 


22 2-dr. 





‘TLLINOIS) | 
— Greater Chicago Auto | 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 





'CHICAGO 


__1OWA 


MASON CITY—Central States Auto 
Auction, Harry Gelt, Owner. Phone 
1182 or 96 (Every Wed. at Noon). 





(8) Catalina, $2,- | 
482*, $2,240*; 4-dr., $2,392*. °55 Chief- 
tain (8) Catalina, $1,925*; 2-dr., $1,550*. 
’54 Chieftain (8) Catalina, $1,205*; 
conv., $1,302*; 4-dr., $1,100*, $1,035*. 

STUDEBAKER—'53 4-dr., $487. ‘52 2-dr., 


MICHIGAN 





Flint Auto Auction, Inc. 


"52 2-dr., $252. '51 station wag- | 3711 Western Rd. 


Flint, Michigan 


Exclusively for Dealers 


| Here in the shadow of General Motors, you | 
get the best buys. 


NEW CAR DEALERS balance their stock here | 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 | 
M. D. McCollum, Mgr. 


All 


Phone Cedar 9-4492 | 








a 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located Y2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 


WEDNESDAY AND FRIDAY AT 12 NOON 
19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 





GRAND RAPIDS AUCTIONS, INC. 
On M2I—One Half mile west of Grandville, 


Mich. 


EVERY TUESDAY—CHECKS INSURED 

At 1:00 P.M. Sharp—Dealers Only 

Auctioneer: Col. W. E. "'Bill'’ Nagy 
“Michigan's Best"’ 

Phone: ARdmore 6-4720 





MISSOUR! 





ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — !1 O'Clock 
180 car sale average 
Titles and Checks Guaranteed 





CORTLAND —Syracuse Auto Auction, 
Center of Empire State, Fidelity In- 
sured Checks and Titles (Wed.). 


MELVINDALE, MICHIGAN 
Fidelity Insured Checks 


Phone Dunkirk 3-0150 





NEW YORK 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B.. Spielman 
John W. Becker 





OHIO 





| CLEVELAND—Cleveland Auto Auc- 
| tien, 4305 Euclid Ave. (rear), Tel. 


| EN. 1-2100 (Every Tues. 1 p.m.). 





MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
| “WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
| 


PENNSYLVANIA 





MANHEIM AUTO AUCTION,” INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—l0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 














On U. S. Route 20A Phone 5-9535 














Average... $ 886 $ 873 §$. 873 





445; Victoria, $1,255*; 4-dr., $1,010. ‘53 
Main (6) 2-dr., $600. 


665*, $1,525*, $1,485; Two-ten (6) 2-dr., | HUDSON 55 Wasp sedan, $2,260". ‘54 


Hornet 4-dr., $1,100* (ps). °53 Hornet 
4-dr., $635*. ‘52 Wasp 4-dr., $270*. 


| LINCOLN ‘55 Capri coupe, $2,615* (ps); 


4-dr., $2,380* (ps). '54 Capri club coupe, 
$1,92 (ps), $1,835* (ps), $1,7S0*, S1,- 
540*. °53 conv., $1,265* (ps). 
MERCURY—’56 Montclair coupe, S$2,650* 
(ps), §$2,440*; Monterey coupe, $2,450", 
$2,400*; Custom station wagon, $2,5 














’55 Monterey 4-<dr., $1,865, $1,825". ‘54 
Monterey Sun Valley, $1,560 coupe, 
$1,435, $1,415*, $1,285*, $1,275*. 53 
Monterey 4-dr., $1,005*, $SSU*. 
NASH—’'56 Statesman 4-dr., S1,S90. ‘54 


Zambler station wagon, $1,070. ‘53 Am- 
bassador 4-dr., $915*; Statesman club 
coupe, $650. 


| OLDSMOBILE—'56 (98) Holiday, $3,305* 


(ps); (SS) Super Holiday, $2,695* (ps); 
4-dr., $2,375*. °55 «SS) Super Holiday, 
$2,340* (ps); (98) 4-dr., $2.215* (ps). 
’54 (98) Holiday, $1,950* (ps), $1,555* 
(ps). °53 (98) 4-dr., $1,215* (ps), ‘52 
(88) Super 4-dr., $S20* (ps). 


| PLYMOUTH—’56 Savoy (8) Suburban, §2,- 


605*. '55 Belvedere (8) Hardtop, $1,700; 
4-dir., $1,665*. °51 Cambridge Suburban, 
$480; club coupe, $155. °49 club coupe, 
$250. 

PONTIAC—'56 Star Chief (8) 4-dr., $2,- 
650* (ps), $2,335*; Chieftain (S) 4-cr., 
$2,425*; station wagon, $2,385*. °55 Star 
Chief (8) Catalina, $1,920*; 4-dr., $1,- 
785*, $1,700*. ‘54 Star Chief (S) Cata- 
lina, $1,250*; 4-dr., $1,110*. 


| STUDEBAKER—'56 Golden Hawk coupe, 


$2,850* (ps). "51 Champion 4-dr., $275. 
WILLYS—’55 station wagon, $1,525. ‘54 
14-ton pickup, $825. '53 Jeep, 







a 


20 


| MISCELLANEOUS — '54_ International 


Traveler, $650. °53 GMC “*,-ton pickup, 
$640. '52 GMC %-ton pickup, $580; *\- 
ton pickup, 8525. ‘'50°*GMC %-ton pick- 
up,, $455 


JENISON, MICH. 


‘Grand Rapids Auctions, Inc. Sale every 


| Tuesday. Prices are for sale of March 27.) 


(Market very strong on all makes and 
models. Bidding active. Sold 123 cars 
out of 157 offerings.) 


| BUICK ‘56 Super Riviera, $2,680* (ps). 


’55 Super Riviera, $1,995* (ps), $1,885*; 
Century Riviera, $1,985*; Special Riviera, 
$1,940*, $1,905*. °54 Super Riviera, $1,- 
505*; Special 4-dr., $1,450* (ps), $1,275; 
2-dr., $1,250, $1,200; Century 4-dr., S1,- 
405*. °53 Super Riviera, $975*, $S75*; 
Special Riviera, $945*, $900*, $890* (ps); 
2-dr., $870*, $815, $785*; 4-dr., $650*. 
"52 Super Riviera, $660*, '51 Super Rivi- 
era, $415*; Special 4-dr., $365*. 

CADILLAC—’56 (62) 4-dr., $4,380* (ps). 

CHEVROLET—’55 Nomad station wagon, 
$2,055* (ps); Bel Air (8) club coupe, 
$1,650*; Bel Air (6) 2-dr., $1,370, $1,- 
210; 4-dr., $965, $930, $865; Two-ten (6) 
station wagon, $1,630; 4-dr., $850, $845*; 
Two-ten (8) station wagon, $1,500; 2-dr., 
$1,315*, $1,295*; 4-dr., $1,245*. 53 One- 
fifty station wagon, $875, $760; Bel Air 
4-dr., $810*; conv., $810; Two-ten club 
coupe, $750, $725, $710; 4-dr., $650; 2- 
dr., $560. °52 SL Deluxe sedan, $575", 
$430. ’°51 SL Deluxe 2-dr., $285, $270. 
"50 SL Deluxe 4-dr., $325, $195*, °48 
4-dr., $100. 


CHRYSLER — '51 NY 4-dr.,~$345* (ps); 


Windsor sedan, $340*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $720*; 
club coupe, $695* (ps). ’51 4-dr., $265*. 

DODGE—’ 53 club coupe, $600. 

FORD—’56 Fairlane (8) Victoria, $2,300* 
(ps); Main (8) Ranch Wagon, §2,160*. 
’55 Fairlane (8) Victoria, $1,685*; 2-cr., 
$1,490*, $1,445*; Custom (8) 2-dr., $1,- 
325, $1,240*, $820*. '54 Crest (8) station 
wagon, $1,150, $1,050; conv., $1,140; 4- 
dr., $845. °53 Custom (6) 4-dr., $800, 
$700; 2-dr., $670, $655; Custom (8) 4-dr., 
$725*; Main (8) Ranch Wagon, $760. 
’52 Crest (8) sedan, $625*, $560; Vic- 
toria, $585*. °51 Custom (8) club coupe, 
$100*, $365; 2-dr., $300. 

LINCOLN—’53 Cosmopolitan 2-dr., $1,150* 
(ps); 4-dr., $1,120* (ps). 

MERCURY —'55 Monterey Hardtop, $2,- 
500*. ’54 Monterey Hardtop, $1,350*; 4- 
dr., $1,285". 

NASH — ’'55 Rambler 4-dr., $1,030", °54 
Rambler club coupe, $595. °53 Rambler 
sedan, $700. '50 Ambassador 2-dr., $100*. 

OLDSMOBILE — ’'56 (88) 2-dr., $2,300". 
’55 (88) Holiday, $2,400* (ps). '54 (88) 
club coupe, $1,460. °53 (98) 4-dr., $1,- 
110*, $950*, $700*-(ps). ’52 (88) Super 
2-dr., $680*; 2-dr., $540*, $275. 

PLYMOUTH—’53 Cambridge club coupe, 
$600. '52 Cranbrook 2-dr., $200. '51 Spe- 
cial Deluxe 2-dr., $240. ’49 Special De- 
luxe sedan, $130. 

PONTIAC—'56 Chieftain (8) station wag- 


‘Continued on Page 35, Col. 1) 
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fs fe ’49 Deluxe 2-dr., $195, $175. Riviera 2-dr., $1,475*, $1,450*; Special| PACKARD—’51 4-dr., $205. 
CHRYSLER—’53 NY Hardtop, $1,050*. '51 Riviera 2-dr., $1,380* (ps); Century 2-| PLYMOUTH—’'54 Suburban station wagon, 
seaq-Lar ucTiIon rrices NY 4-dr., $370*. dr., $1,355*. "53 Super Riviera 2-dr.,| $960; Plaza Suburban, $900. 
DODGE—’53 Coronet club coupe, $525*. $965, $890, $865*; Special 4-dr., $800*. | PONTIAC—’'55 Deluxe (8) 2-dr., $1,440*. 
‘51 Meadowbrook 4-dr., §290, $250. ‘52 Super Riviera 2-dr., $640*%, $490*, ‘53 Deluxe (8) 4-dr.. $700 (ps). '52 De- 
FORD—’55 Fairlane (6) 4-dr., $1,550, $1,-| $485*; RM 4-dr., $540* $595; Special] luxe (8) 4-dr., $465%; 2-dr., $400. ’51 
525*; Custom (6) 4-dr., $1,370%, $1,345*. Riviera 4-dr., $390, $315; Super 4-dr., Streamliner sedan coupe, $265*. 
(Continued from Page 34) $1,070" #1 oe eee esas get0 "Gs $330; Super Riviera 4-dr., $340*, $255°. LLL Champion 4-dr., $340. 
' ’ ’ *; 2-dr., ’ Ps ‘50 Super 4-dr., $220. MISCELLANEOUS—'55 Jaguar 4-dr., $1,- 
on, $2,560* (ps). ‘55 Star Chief (8) 4-dr., $935, $910*. '51 (88) 4-dr., $440*; Custom (6) 4-dr., $750*. '52 Custom (6) | CADILLAC—’52 (62) 4-dr., $1,365* (ps). 785*. '53 GMC pickup, #5665; Henry J 
conv., $1,965*. '52 Chieftain (8) Cata-| (98) hardtop, $340*, $300. 2-dr., $545*. '51 Custom (6) 4-Gr., $385*,| 51 (62) 4-dr., $485° + 2-dr., $260, $225. 
jina, $655; 2-dr., $535*%; 4-dr., $405, °51 PLYMOUTH—’54 Belvedere 4-dr., $1000*. $340, $260. '50 Custom (6) 4-dr., $215, HEV a 
Chieftain (8) 2-dr., $355, $355*; 4-dr., 53 Cambridge coupe, $385. ’51 Cran-| $195. “ Se oy ae een (5), &Oe., S,- EBENSBURG, PA 
SO EBAKER 53 Command lub PONTIAC."36" (870) Catalina, $2,310* ao = cao an Sad _ ‘54 el yt Slab coupe, $1160",' dar, : : 
DEBAKER — ' om er clu t ad 8 , . . s ’51 Deluxe 4-dr., 5. , , . oe? (Ebensburg Auto Auction Co. Sale ever 
yon $575*. ’52 Champion 2-dr., $260. ’54 Star Chief 4-dr., $1,005*. '53 (8)| MERCURY —'55 Monterey hardtop, §$1,- $940; 4-dr., $880; Two-ten 4-dr., - Thursday. Tetees are for sale of Pres’ 4 
Catalina coupe, $875*; (6) 2-dr., $500. 910*. °54 Monterey 4-dr., $1,250*. '53 treet ate ay ool as cae = 29.) 
DYER IND. 51 (6) Deluxe 4-dr., $410; Catalina; Custom 4-dr., $990*. aoes:’ Ons Aft vs or Sib 7 ‘SL “De. (We had the greatest percentage of 
9 . _ coupe $335*. 47 4-dr., $130. | NASH — ’53 Statesman 4-dr., $775*. ‘52 i ’ -Eity " hub : 2 51 offerings at today’s sale. Prices extra 
(Dyer Auto Auction. Sale every Friday. STUDEBAKER— 54 conv., $875". Statesman 4-dr., $495*. uxe 2-dr., $355; clu coupe, $250. S| good, demand up. Consignments down 
ices are for sale of March 23.) WILLYS—’56 Jeep, $1,250. OLDSMOBILE —' '55 (98) 4-dr., $1,920* Bel Air club coupe, $410; SL con ae 6, | due to the severe ice conditions, Sold 61 
(Building loaded with buyers today. (ps). ’54 Super (88) Holiday, $1,825° Sas aed 4-dr., ee Weee. De out of 67 offerings.) 
Market very strong. Sold 228 cars out MINNEAPOLIS (ps); 4-dr., $1,550°, $1,500, "53 (98) | $270, $225; club conpe, Seo ios 50 1. | BUICK—'S6 Super Riviera coupe, $2,835° 
of 281 offerings.) : Holiday, $1,310*. uxe 4-dr., $135; -GF., . & (ps). 54 Century Riviera 2-dr., $1,560*. 
BUICK—'55 Century Riviera, $2,190* (ps); (Minneapolis Auto Auction. Sale every| PACKARD—’'54 Panama hardtop, $1,250°*. ton panel, $225; SL 2-dr., $115. ’53 Special 4-dr., $840. '50 Super 4-dr., 
Super Riviera, $2,100* (ps); RM 4-dr., Wednesday. Prices are for sale of March 51 (200) 4-dr., $345. CHRYSLER—’53 Windsor 4-dr., $700. $290*, $180*. 
$1,910* (ps); Special 4-dr., $1,855* (ps). | 28.) PLYMOUTH — '55 Plaza 4-dr., $1,180; | DeSOTO—’52 4-dr., $500. CADILLAC—’55 (62) coupe, $3,525* (ps). 
'54 RM 4-dr., $1,490* (ps). '53 Super (Prices are up on all models and still Savoy 4-dr., $1,155. °54 Savoy station| DODGE—’51 %-ton pickup, $240. '54 coupe de Ville, $2,980* (ps). 
Riviera, $1,085*, $885*; conv., $935*;| @ shortage of good used cars. New car wagon, $1,005, $980. '53 Cambridge 4-| FORD —'55 Fairlane (8) 2-dr., $1,375*;| CHEVROLET—’'56 Two-ten (8) 4-dr., $2,- 
RM 4-dr., $1,065* (ps), $840* (ps);| dealer used car stocks are way below dr., $610, '49 Deluxe 4-dr., $165. Custom (8) 2-dr. $1,305*, '54 Victoria| 100. °54 Bel Air 4-dr., $970. '52 Bel Air 
Riviera, $1,005° (ps). normal. Sold 79 out of 101 offerings.) | ponTIAC—’55 (870) 4-dr., $1,640*, $1,-| (8) coupe, $1,160*; Custom (6) 2-dr.,| 4-dr., $710; SL Deluxe 2-dr., $615, 
CADILLAC—'55 (62) coupe, $3,425* (ps); | BUICK — ’55 Century 2-dr. hardtop, §$2,- 600*. °54 Deluxe (6) 4-dr. $1,040". "52 $815; Crestline (6) 4-dr. $765; Main (6) $550*; 4-dr., $510*. Suburban, $510. '51 
4-dr., $3,275* (ps). ’54 (62) coupe, $2,- 050*; Special conv., $1,975*; 4-dr., $1,- : * °49 4-dr 1 a hy + aa . a’ us. SL Special coupe, $310. '50 SL Deluxe 
. ; ; rs Deluxe (6) 4-dr., $505*. °49 4-dr., $190, 4-dr., $695; %-ton pickup, $700. '52 Cus 
825* (ps), $2,790 (ps). 53 (60) Special 815*. ’'53 Super Riviera, $1,020*. ’'52 $145. tom (8) club coupe, $485; Main (6) 2-dr., $265*; station wagon, $230; Spe- 
4-dr., $1,840* (ps). °52 (62) coupe de Special 4-dr., $620*. ‘50 Super 4-dr., | 2-dr., $185. ’51 Custom (8) 4a-dr. $290; cial 2-dr., $185. '49 FL Deluxe 2-dr., 
Ville, $1,600° (ps). °51 (60) Special 4- $230*, $220*, $180*. | FLINT 2-dr.. $280, $260*. '50 Custom (8) 2-ar., $205; 4-dr., $145. 
dr., $950". + _ | CADILLAC—'55 (62) 4-dr., $3,150* (ps). $125. 3 : CHRYSLER—'50 Windsor 4-dr., $160*. 
CHEVROLET — '56 Bel Air (8) station! “+54 coupe de Ville, $3,135* (ps). '52 (60)| (Flint Auto Auction. Sale every Wednes- | weRCURY—’'55 Mont lub e, $1,-| DeSOTO—'52 Deluxe (6) 4-dr., $425, '50 
wagon, $2,500* (ps). ‘55 Bel Air (8) 4-dr.. $1,300* (ps). ’51 (60) 4-dr., $1,-| day. Prices are for sale of March 28.) ia , oe ne ; Custom 4-dr., $235* 
Sport coupe, $1,720* (ps), $1,660; 4-dr., 120° ; 49 62) 4-dr.. $420° “* ’ (Biddl ° S ti Pri - 590*; Montclair 4-dr., $345*. °50 club c “2 z 5 
500°, $1,415: Bel Air (6) 4-dr., §$1,- ps). ( *» . (Bidding was very active. Prices were coupe, $160. '49 conv., $100. DODGE—'55 Coronet (8) 4-dr., $1,395. '54 
$1500 390. Tworten (s) ‘cdr. $i.400%, | CHEVROLET—'55 Two-ten (8) 4-dr., $1,-| holding steady, Late models and clean, | \' or’... poibier station wagon, $565.| Meadowbrook 4-dr., $820. °53 ‘Coronet 
$1,400, $1,385, $1,265; Two-ten (6) 2-| 330°, $1,300°; 2-dr., $1,295°, $1,250°;| sharp cars in big demand. Sold 100 out | / O°” : ; ‘| (8) 4-dr., $670*; ‘Meadowbrook 4-dr., 
ar. $1,430°, $1,375, $1,205, $1,190. 54] (6) 4-dr., $1,230%, $1,210*. '54 Bel Air| of 120 offerings.) OLDSMOBILE—'55 (98) club coupe, $2,-| $440. '52 Coronet 4-dr., $400*; Way- 
Bel Air conv., $1,225; 4-dr., $970; Sport 4-dr., $935*, $915*. °53 Two-ten 2-dr.,| BUICK—’56 Special Riviera 2-dr., $2,415°*. 285* (ps) ; (98) Holiday 4-dr., $2,015 | pe 
) ‘ $790, $760. '52 SL Deluxe 4-dr., $545, ’55 Super Riviera 2-dr., $2,050° (ps); (ps). °54 (98) 4-dr., $1,555* (ps). '52| (Continued on Page 42, Col, 3) 


coupe, $1,250* (ps), $1,245*, $1,085; 
Two-ten 2-dr., $915, $740; One-fifty 
2-dr., $675, $645. ‘53 Bel Air 4-dr., 
$830*; Two-ten 4-dr., $740, $650. 

CHRYSLER — '55 Windsor Newport, $1,- 
950*. '53 Windsor 4-dr., $800*. 

DeSOTO—'51 Custom club coupe, $145*. 

DODGE—'53 Coronet 4-dr., $660*; Mead- 
owbrook 4-dr., $430. ‘50 Coronet 4-dr., 
$230, $160; %-ton pickup, $310, $255. 
'49 Coronet club coupe, $210 

FORD—'56 Fairlane (8) Victoria, $2,475* 
(ps), $2,250* (ps). ‘55 Fairlane (8) 
conv., $1,685*; 2-dr., $1,280*%; Main (8) 
Ranch Wagon, $1,570; Custom (8) 4-dr., 
$1,375*, $1,245. ‘54 Custom (8) conv., 
$1,190*; Custom (6) 2-dr., $815*. ‘53 
Crest (8) Victoria, $900* (ps), $890*, 
$800*; 4-dr., $760*, $600; Custom (6) 
4-dr., $705*. 

HUDSON—’'52 Pacemaker club coupe, $240. 
'51 Hornet 4-dr., $160*. '49 Commodore 
4-dr.. $115*. 

KAISER—’51 Deluxe 4-dr., $215*. 

LINCOLN—'56 Capri 4-dr., $3,380* (ps). 

MERCURY—’55 Montclair coupe, $1,995*. 
'53 Monterey coupe, $1,120* (ps), $1,- 
005*; 4-dr., $1,020* (ps), $850*, $640°*. 
"52 2-dr., $610*, $555°*. 

NASH — ‘54 Ambassador 4-dr., $1,160*; 
Rambler Country club, $690. ‘53 Am- 
bassador Country club, $975*. '52 States- 
man 4-dr., $375*, $355*. °51 Statesman 
4-dr., $280°. 

OLDSMOBILE—’56 (98) Holiday, $3,025* 
(ps), $2,985* (ps); (88) Holiday, §2,- 
465°. °55 (88) Super Holiday, $2,150* 
(ps); 4-dr., $1,945* (ps); Deluxe 2-dr., 
$1,735*. °54 (98) 4-dr., $1,745* (ps). °53 
(98) Holiday, $1,235*; 4-dr., $1,170*, 
$785*. 

PLYMOUTH—’'55 Savoy (8) 4-dr., $1,285*. 
‘54 Belvedere coupe, $1,025. 53 Cam- 
bridge 2-dr., $550, $540. ‘52 Cranbrook 
4-dr., $325. 

PONTIAC — '55 Star Chief (8) Catalina, 
$1,990*, $1,895*; Chieftain (8) 4-dr., 
$1,530*, $1,450*. °54 Star Chief (8) 4- 
dr., $1,170*. ‘53 Chieftain (8) conv., 
$945*; Catalina, $920*; 2-dr., $825°, 
$755, $715. °52 Chieftain (8) 2-dr., $475*, 
$400. 

STUDEBAKER — '53 Commander Land 
Cruiser, $680*. ‘51 Commander 4-dr., 
$220*, $180*. °'50 Commander conv., 
$275* 

MISCELLANEOUS—’54 Jaguar coupe, $1,- 
7380. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of March 30.) 
(Consignment was off a little but sold 
84 percent. We had lots of good clean 


cars.) 

BUICK—’55 Super 4-dr., $2,250* (ps). "54 
Super 4-dr., $1,400* (ps). '53 Super 2- 
dr., $1,035* (ps); Riviera 4-dr., $750*. 
"52 Special 4-dr., $1,035* (ps); Riviera 
4-dr., $750*. '52 Special 4-dr., $190. '51 
Super 4-dr., $325*. '50 Special 2-dr., 


CADILLAC—’56 (62) 4-dr., $4,250* (ps). 
"55 coupe de Ville, $3,450* (ps). '53 (62) 
4-dr.. $1,595* (ps). "52 (60) 4-dr., $1,- 
250* (ps). 

CHEVROLET—’56 Bel Air (8) hardtop 
4-dr., $2,025*; 4-dr., $1,975*; (6) 4-dr., 
$1,875*; 2-dr., $1,825; Two-ten (6) 4-dr., 
$1,730. '55 Bel Air (8) Sport coupe, §$1,- 
650*; conv., $1,475; Two-ten hardtop, 
$1,400; One-fifty 4-dr., $940. ’54 Bel Air 
2-dr., $1,000, $905*, $790; Two-ten 4-dr., 

. °53 Two-ten 2-dr., $710; 4-dr., 
$685, $620*; One-fiffy 4-dr., $525. °52 
SL Special 4-dr., $585, $430; station 
wagon, $550; Deluxe 4-dr., $470*; %-ton 
pickup, $460. ’51 SL Deluxe conv., $480*; 
Bel Air coupe, $410*%; FL 2-dr., $375; 
%-ton pickup, $415, $325. '50 FL 4-dr., 
$380. °49 SL 4-dr., $445; 2-dr., $290; 
FL 4-dr., $300. '48 club coupe, $350. 

DODGE — '54 Coronet (8) 4-dr., $880*; 
coupe, $765. '53 Diplomat harddtop, $550; 
(6) club coupe, $285. '51 Meadowbrook 
4-dr., $165*. ’°49 2-dr., $205. 

FORD—’56 Custom (8) 2-dr., $2,017.50°; 
4-dr., $1,890*; Fairlane (6) 2-ddr., $1,- 
850. °55 Fairlane (8) 4-dr., $1,550, $1,- 
400; Custom (8) 2-dr., $1,250, $1,200; 
Main (6) 2-dr., $850. °'54 Crestline (8) 
conv., $1,110*%; Custom (6) 2-dr., $940; 
Main (6) 2-dr., $790, $775, $600. ’53 
Main (6) 4-dr., $965; Custom (8) 4-dr., 
$800, $750, $660, $590. '52 Main (6) 
2-dr.. $495; Custom (6) 4-dr., $480*. ’51 
Victoria, $505. °50 Custom (6) 4-dr., 
$340; 2-dr., $190; English 2-dr., $100. 

ame — "ss Premiere coupe, $4,020* 
Ps). 

MERCURY—’55 station wagon 4-dr., $2,- 
050*; Monterey hardtop, $1,750*; Sport 
coupe, $1,695*; 4-dr., $1,300*. °54 Sun 
Valley 2-dr., $1,225. °53 Monterey 4-dr., 
$900; Custom 4-dr., $600. '52 Custom 
2-dr., $450. 

NASH—’55 Cross Country wagon, $1,300. 


OLDSMOBILE—'56 (88) Holiday hardtop, 
$2,480* (ps). '55 (98) Holiday, §2,250*° 
(ps); (88) Holiday, $§2,005* (ps). °54 
(88) 2-dr., $800. ’53 (88) 2-dr., $950*; 
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$430. '51 SL Deluxe 2-dr., $460*, $320. 4-dr., $1,870; Century 2-dr., $2,025* (88) 2-dr., $635". '51 (88) 4-dr., $415*, 
‘50 SL Deluxe 4-dr., $290, $265, $230. (ps); Special conv., $2,000°. ‘54 Super $275. 




































































































If all cars with Rochester Carburetors were painted ora 





the parking lot at the Polo Grounds would look like this! 


Rochester’s really in there pitching . . . coming 
through with the right mixture of gas 

and air for nearly half the néw cars on the 
road. That’s because Rochester Carburetors 


go hand-in-glove with today’s modern CAR . | 4 FT AS 5 
high-compression, high-performance engines. 


They put the squeeze play on fuel, too... 
stretch every drop for maximum economy. And 
these carburetors are rugged and responsive 
from idle speed to speedway action! They’re 
dependable, durable and specially tesigned 

for the world’s finest cars. That’s why you'll find 
Rochester Carburetors on the new Cadillac, 
Buick, Oldsmobile, Pontiac and Chevrolet. 
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New Use for Station Wagons— 


The utility of the station wagon led Eau Claire County (Wis.) to adopt them for 
traffic patrol work. These four specially painted station wagons are being loaded 
at the Pontiac factory for shipment to Kortier Motors, Inc., Eau Claire, Wis., who 
will deliver them to the county. 





Across the Nation... 


Auto Dealer Changes 


L. B. Stevens and Paul Brake- 
bill, have ‘formed Gay Motors, Inc. 
(Mercury), 3022-24 Gallatin Road, 
Nashville, Tenn. 


* * + 
Neil Adds Mercury 
Neil Motor Co. (Ford), Wood- 


land, Ore., has added Mercury, 

according to Franklin M. Neil, who 

has owned the firm for ten years. 
* * * 


Friendly Buys Carter 


Carter Motor Co. (Chrysler- 
Plymouth) Amarillo, Tex., dealer- 


ship here has been sold to Friendly | 


Motors, Inc. Charles Robertson and 
Ed Scott both will be active in 
managing the new firm, which will 
occupy the same location at 300-308 
Pierce St. 


* * * 


New Address for Toland 


Toland Motors, Baltimore’s oldest 
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Hudson dealership, has moved to 
4423 Belair Road. 


* * * 


Grover Buys Jacobson 

A. F. Grover jr., has purchased 
Jacobson Buick Co. at Aberdeen, 
8S. D., from A. R. Jacobson. The 
firm now is known as Grover 
Buick Co. Grover has been service 
manager of the dealership since 
| 1953. Jacobson recently purchased 
| @ Buick-Pontiac dealership at 
Austin, Minn. 


* * * 


Hanson Takes Triple Deal 


Robert Hanson has purchased 
Tallakson Motor Co. (DeSoto- 
Dodge-Plymouth) at Sisseton, S. D., 
from R. V. Tallakson. 


* * * 


Olson Adds Buick 


Olson Motor Co. (Studebaker- 
Packard) at Livingston, Mont., has 








In Chicago 


IT TAKES 2! 


YES, TWO NEWSPAPERS TO DO THE JOB 


Growing with Chicago — the new Sun-Times building 





one daily 


And, if 


paper. 















In the booming Chicago market, no 


newspaper reaches as much 


as half the people. It takes two, the 
Sun-Times plus another paper, to give 
you maximum coverage. No two-paper 
combination without the Sun-Times 
will give you as much. 


you are selling your product 


to a young market, you will reach more 
Chicago housewives under 45 with the 
Sun-Times alone than with any other 


CHICAGO 


SUN-TIMES 


NEWSPAPER OF THE NEW CHICAGO! 
211 W. Wacker Drive, Chicago 


250 Park Avenue, New York 


— 


been awarded a Buick franchise, 
The firm is owned by Clayton ©O!son 
and Don Davis. The firm leased an 
adjoining building to give it an 
additional 3,500 square feet of {floor 
space for show rooms and service 
departments. 
* * * 


Hamilton Opens Branci: 


Cc. S. Hamilton Motor Co, 
(Chrysler-Plymouth), Dallas, hag 
opened a retail branch in the new 
A. Harris Shopping Center in sub- 
urban Oak Cliff. The dealership ig 
displaying Chryslers and Imperials 
at the branch outlet. 

* * * 


Ofstad Switches to Ford 


Ofstad Motor Co., Lake Preston, 
S. D., has been awarded a Ford 
franchise. Operated by Carl Ofstad, 
the company previously was a 
Chrysler-Plymouth dealership. 


* * * 


Hudson Names Bongard 


Bongard Sales has been named a 
Hudson dealership in Chanhassen, 
Minn. Reuben Bongard is dealer. 


* * * 


Van Syoc Takes Reins 


L. T. Van Syoc has taken over 
full ownership of Vanco Motor Co., 
Belle Fourche, S. D., which he pre- 
viously operated in partnership with 
Chase Cooper. After six years at 
Belle Fourche, Cooper has moved 
to Napoleon, O., and opened a new 
dealership. 

* « * 


Hower’s Son Takes Over 


Paul Hower, operating Hower’s 
Motor Sales, 246 S. Main St., Bowl- 
ing Green, O; has been awarded a 
Dodge-Plymouth franchise. Hower 
is the son of J. P. Hower, who died 
last October and had held a similar 
franchise before his death. 

* * * 


Hudson Signs Larson 


August Larson has been ap- 
pointed a Hudson dealer in Amboy, 
Minn. He will operate as Larson's 
Hi-Way Service. 


* * * 


Ross Buys Bloomfield 


Roy Bloomfield has sold Anchor 
Chevrolet, Huron, O., to Charles F. 
Ross jr., formerly of Lakewood, O. 
'It will be known as Ross-Anchor 
Chevrolet, Inc. 

«x * x 
Shia-Dunning Opens 

Kuchinka Ford Sales has been 
|sold to David Shia and Edward 
Dunning. The name will be changed 
to Shia-Dunning Ford Sales, Inc. It 
has been operated for four years 
by Mrs. M. J. Kuchinka and her 
son. 





* * * 


Hughes Opens Ford Deal 


Donald E. Hughes has opened 
Hughes Ford Sales at Cresson, 
Pa. 

* * * 


Voss and Toft Buy 


Johnson Dodge-Plymouth 


Johnson Motors (Dodge- 
Plymouth), Madelia, Minn., for- 
merly operated by Joe Johnson, 
has been purchased by Gerald 
Voss and Darel Toft, both of Had- 
ley, Minn. The firm will be known 


as Madelia Motors. 
* * * 


Borner Adds Mercury 


Lester Borner, operator of a Ford 
dealership in Tracy, Minn., has 
been awarded a Mercury franchise. 

* * * 


Hardy Adds Dodge 


Hardy Motor Co. (Chrysler- 
Plymouth), Beach, N. D., has been 
awarded a franchise for Dodge cars 
and trucks. Owners of the dealer- 
ship are Bob Hardy and George 
Muggili. 

* * * 


Huerd Opens Ford Deal 


A combination Ford dealership 
and service station has been 
opened in Warroad, Minn., by 
Lawrence Huerd. 

* * * 


Minor Motors Sold 


Minor Motors & Implement Co., 
Lakefield, Minn. has been pur- 
chased by Herbert Leuth, Elmer 
Hecht and John Krog. The dealer- 
ship handles Oldsmobile and Oliver 
farm equipment. 

* ob * 

Merritt Henry, for 16 years owner 
of Henry Motor Co. (Ford), Horton, 
Kans., has sold the business to Ray- 
mond Foster, Effingham, Kans. 


(Continued on Page 37, Col. 1) 
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Across the Nation... 





Auto Dealer Changes 


(Continued from Page 36) 


Foster purchased parts, accessories, dent and manager, and Herman 
shop and office equipment. Henry| Salen, secretary-treasurer. 
will continue his used-car business * * 


on North Central Ave. Foster will Arrowoods Open L-M 


sisted by his brother, Hugh. 
—_— A * * ” A new Lincoln-Mercury dealer- 
. ship has opened in Newton, Ia. 
Sandy Buys Moses Partners in the firm are Hal Arro- 
Sandy Motors has _ purchased} wood and Glenn Arrowood. 
Moses Ford Sales, 2597 Winchester, | ‘ . ‘ 


Ashland, Ky. * Hammer Chevrolet Sold 


Halken-Shaker Formed ia pyre Secon 
fis., has een so to on 

Halken Sha . e * Motors, ee | Wiseman, Colfax, and Orvil Hovre, 

(Lincoln-Mercury ), has opened IN| Pik Mound, Wis. Gerhart Hammer, 

the Cleveland ao” 2 senior member of the old firm, was 

in the automobile business in Col- 

fax 33 years. 

* 


* * | 


Shawnee Motors Sold 


James Gumm and Frank Seaman | * * 
have purchased Shawnee Motors | Ford Back in Bonesteel 
ee Xenia, O., rs A Ferd Gcalership has been 
—. 6 « | opened in Bonesteel, S. D., by 


Oscar Spitzenberger. It marked a 
the first time since 1942 that the 
town has had a Ford dealership. 


* 


Francis Peterson, a Nash dealer 
since 1946 at Detroit Lakes, 
Minn., has opened a Nash dealer- 
ship at Moorhead, Minn. Peterson 
will operate the Moorhead firm, 
while his company at Detroit 
Lakes will continue under the 
management of his son, Alton. 

* * * 


Peterson Adds Deal 
| 
| 


Jameson Changes Name 
Jameson Motor Co., Inc., Alexan- | 
dria, La., has changed its name to} 
Chieftain Pontiac, Inc. 
* * * 


Batteries in Cold Storage— 


Battery and Spark Plug Co., 
Reading, Pa., has come up with the idea 
of refrigerating wet storage batteries in 
upright freezers to add several years to 
their service life and keep them fully 


Murdo Chevrolet Opens 


The name of Murdo Auto Co., 
Murdo, S. D., has been changed to 
Murdo Chevrolet Co. Shine Albers 
is the firm’s new owner. 

* oa * 


Allen Buys in Albany 


Don Allen Chevrolet is expected 
to consolidate its six Albany loca- 
tions when it takes over the facili- 
ties of Belt-Line Motors, Inc. | 
(Willys), about May 1. The building | 
is located at 781 Central. 


Bowers 


charged in retail stocks. 


at below 20 degrees Fahrenheit 


of one year. The low temperature 
said to minimize chemical 
the plates and practically halts 


| discharge. 





Lucky Buys Clower 


Carl Lucky jr., Monticello, Ark., | 
has purchased Clower Chevrolet | 
Co. McGehee, Ark., from John} 
Clower. — a 


Akers Opens Ford Deal 


Wayne L. Akers has opened} 
Wayne Akers Ford, Inc., 1715 N. 
Dixie Highway, Lake Worth, Fia. | 
Akers, before opening the new deal- | 
ership, had managed Hull-Dobbs | 
outlets in five of the Ford districts. 

+ * * 


Volkswagen Deal Opens 


D. D. Michelmore, Paso Robles, 
Calif.. a former Buick-GMC dealer, 
has opened a Volkswagen and 
Porsche dealership in Reseda, Calif. | 
From 1934 to 1942, Michelmore was 
a 100 Car Club salesman for Gordon 
Warren in Los Angeles. 

* * * 


Casa Linda Ford Opens 


Casa Linda Motors, Inc. (Ford), | 
has opened on Garland Road at} 
Loop 12, Dallas. Ken Imus is the} 
owner. 


* * * 


Porter Cadillac Starts 


Porter Cadillac Co., 110-116 Jop- 
lin St., Joplin, Mo., has started 


business. 
* 


Elkes Opens Branch 


Elkes Pontiac Co., Tampa, Fla., 
has opened a new branch at Hen- 
derson Blvd. and Dale Mabry. 
Frank Ferrer is manager and will 
handle both new and used-car 


Sales. 
* ~ a | 


Sylvan L-M Expands 


Sylvan Lincoln - Mercury, Inc., 
Roanoke, Va., has opened an out- 
let in Salem, Va., at 167 W. Main 
St. George E. Joyce jr. is man- 
ager. 


Dodge Appoints Five 
Exclusive Dealers 


Dodge has announced the ap- 
Ppointment of five new dealers, 
exclusively handling Dodge cars 
and. trucks. 

They are Copley Dodge, Inc., 
Boston; Central Motors, Naper- 
ville, Ill.; Hogan Motor Co., Rankin, 
Tex.; Copeland Dodge Sales, Bron- 
son, Mich. and Taylors’, Inc., 
Detroit.. 





* * *x 


O’Leary Buick Opens 
Formal opening of O’Leary Buick, 
Inc., 4111 Spring Grove Ave., Cin- 
cinnati, has been held. Owner 
Charles O’Leary, associated with 
Buick in Cincinnati for 10 years, 
Played basketball and coached the 
freshmen team at Notre Dame. 
Frank Banta has been named used- 
car sales manager. 
+ * 


Sauer, Associates Open 


Chevrolet-Oldsmobile Deal 
Carl Sauer, Sauer Chevrolet 
Sales, Delavan, Wis., and two 
associates have purchased an 
Oldsmobile dealership in White- 
water, Wis., from Roy Cummings. 
The new company will be 
known as 8 n 8 Motors, Inc., and 
will handle Oldsmobile and Chev- 
rolet. Owcers are Sauer, presi- 
dent; Steve Spvrincz, vice-presi- 





GLASS 





Batteries stored 
have 
been found to lose only about 10 percent 
of their storage capacity over a period 


sulfation on 
self- 
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Jobbers to Open 
Southwest Show 
May 10 in Houston 


HOUSTON. — Some 250 automo- 
tive manufacturers will occupy 425 
booths in the Sam Houston Coli- 
seum here at the Southwest Auto- 
motive Show May 10-13. 

All available space in the air- 
conditioned coliseum has been as- 
signed. Parts, accessories, chemical 
and supplies manufacturers will 
show new merchandise in their 
11956 merchandising programs, 

Almost 450 automotive jobbers in 
the Southwest are sponsoring the 
show. Pre-show meetings have 
been scheduled by both the Motor 
and Equipment Wholesalers Assn. 
and Automotive Wholesalers of 
Texas. MEWA’s meeting will be 
|held at the Rice Hotel, Houston, 
on May 9. Directors of AWOT 
will hold their meeting at the Rice 
later the same day. 

The Independent Garagemen’s 
Assn. convention will be held at 
the Texas State Hotel, May 12-13 
in conjunction with the show. 








This picture can boost your profits! 


Most of your customers will soon see this E-Z-Eye windshield 


in one of L-O-F’s full-color ads in The Saturday Evening Post and 
in Time. They’ll read all about E-Z-Eye. They'll see how it 


reduces glare and makes driving easier. 


Over 5,000,000 people have it in their cars now. And millions 


more have indicated that they want glare-reducing Safety Glass 


in their next car. 


Are you telling your customers that they too can have 


E-Z-EyYE? Why don’t you try it for a month. All you can get out 


of it is money, and more satisfied customers! 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 


Reduces Clare Eyestiain, Sun Heat 


LIBBEY - 


OWENS - FORD GLASS COMPANY + TOLEDO 3, OHIO 
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in the Midwest . . 





Fanbelts Pump Profits, Too 


By L. H. Houck 
Staff Correspondent 
JEFFERSON CITY, Mo.—There 
is considerable evidence that mid- 
western auto dealers are reverting 
to operation of full-time auto stores 
which merchandise service, acces- 
sories, parts, gasoline, oils, and tires 
in addition to selling new and used 
cars. 


The lush war days brought 
visions to many dealers of a bus- 
iness devoted exclusively to car 
sales with dealer and salesmen 
anchored behind plush desks and 
customers lined up to sign the 
dotted line. 

Many dealers discarded their 
other merchandising activities 
which had been ouilt up in the pre- 
war years, particularly service sta- 
tion merchandising and the selling 

in volume of small parts such as 
fan belts and windshield wiper 
blades. 

In a trip through parts of Kan- 
sas, Oklahoma, Missouri and 
Nebraska there was considerable 


Kelsey-Hayes helps Bell 
put whirlwind power in the 47-G 


1,800,000 cu. ft. of air per minute! That’s the amazing 
downwash of the Bell 47-G Helicopter. Power to propel this 
versatile rotorcraft flows smoothly through a precision- 
geared transmission produced for Bell by SPECO, the 
Steel Products Engineering Division of Kelsey-Hayes. For 
over 40 years, the manufacture of precision gears and 
gear assemblies for aircraft has been a SPECO specialty. 





Crop destroying pests—gone with the whirlwind. 


evidence of this change by medium- 
sized city dealers. 

The small town or so-called coun- 
try dealer has always operated a 
business which often, like love, had 
a tendency to become a “many 
splendored thing” but the facts are 
that he made money. 

In many cases he could shrug 
his shoulders and say, “So what if 
they don’t buy my new car?” and 
in lots of cases whatever pressure 
there was came from the factory. 


This can be one of the most 
profitable phases of an auto deal- 
ership—bringing in new prospects 
in a constant stream and increas- 
ing daily contact with a larger 
number of people. 

It is open knowledge that even 
with the scientific approach to sell- 
ing taught by the major oil com- 
panies to its dealers and lessees, 
that the ordinary service station 
has fallen down on the job of mer- 
chandising. 

The good merchandiser in this 
line is still very much in the min- 


ority. Some dislike the tire business 
because of the labor involved and 
one told me recently, “There’s 
nothing quite so good as pumping 
big tanks full of gas. It’s a quick 
profit.” 

One auto dealer who had 
branched out into a service station 
operation with several pumps, lots 
of space in front of his show rooms, 
a service station office full of acces- 
sories, and fast service at the 
pumps, is selling fan belts almost 
by the carload, to say nothing of a 
big movement in windshield wiper 
blades. 

Each attendant at the pump tries 
to get the hood up to look at the 
oil, or if told the front end’s OK, 
asks if he can check the fan belt. 
If the hood goes up for oil, he com- 
pletes this check. He carries a 
flashlight in his pocket and he 
flashes the beam on the inside of 
the fan belt because here is where 





Dealer Galyean Wins 


Suit Over Car Sale 

CHARLESTON, W. Va. — A 
dispute over an automobile con- 
ditional sales contract has ended 
with a jury verdict for the 
defendant, Tag Galyean, Inc. 
(Dodge-Plymouth). 

James G. Hager, Waterford, 
O., was the plaintiff. He asked 
for $1,500 damages. According 
to Hager, he purchased a used 
car from Tag Galyean last year 
and never was given a title. He 
stopped payments on the car 
with the result that it was sub- 
sequently repossessed. He charged 
breach of contract. The title, 
it was testified, was mailed to 
Hager. The latter said he never 
received it. 





“You have several large checks 
or breaks on the inside of your 
fan belt which I would like to 
show you. This indicates the belt 
may break soon and I can install 
a new one in exactly 10 minutes.” 


If the customer demures the at- 


the breaks that mean early failure |tendant repeats the rest of selling 


first show. 
He then tells the customer: 


talk: “The fan belt also operates 
the water pump and it is dangerous 






Bell 47-G transmission is one of over 100 parts pro- 
duced by Kelsey-Hayes for the 47-G helicopter. 
Other products for the aviation field include acces- 
sory gear assemblies, actuators, computers, controls, 
bomb hoists, gun turrets, radar tracking and scanning 
assemblies, power recovery units, compressor rotors 
and turbine sections, blades, buckets, vanes. 


KELSEY-HAYES 


Keisey-Hayes Wheel Co., Detroit 32, Mich. + Major Supplier to the Automotive, Aviation and Agricultural Industries 


TEN PLANTS / Detroit and Jackson, Michigan; McKeesport, Pa.; Los Angeles, Calif.; Windsor, Ontario, Canada + 
(French & Hecht Farm Implement and Wheel Division) 


Davenport, Iowa 
e Springfield, Ohio (SPECO Aviation, Electronics and Machine Tool Division) 


— 


to have one break on the road. We 
sell an extra fan belt to a large 
number of our customers who carry 
it under the front seat so they can 
put it on themselves if necessary 
or to make sure they have the 
right belt if it breaks near a s:nall 
station.” 

The attendant is the one who 
does the work and he emphasizes 
that he puts it on while the car ig 
at the pump. 

“You don’t even have to move 
the car. I can put the belt on while 
the tank is filling with gas and 
there is no extra charge for labor, 
We only charge the regular price 
for the belt.” 

This dealer said: “This sounds 
silly but ’'ve made more money 
selling fan belts than I have sell- 
ing new cars. Actually it has 
made my profits greater on new 
cars because I don’t have to take 
every deal that comes along.” 

“It’s nice to be a specialist, I 
guess,” this dealer said, “and just 
do a part-time job in the automo- 
bile business. But the dealer who 
has everything and does everything 
is the one who’s making the money. 

“I used to sell just a few tires for 
the customers who bought my new 
cars when I could get them back,” 
he continued, “but now I have a 
full-sized tire department and peo- 
ple who buy tires from me make a 
prospect list for new and used cars 
that is like money in the bank. 

“We try to give them good serv- 
ice and keep in contact with them 
and the number who have bought 
new or used cars from us during 
the past two years is almost unbe- 
lievable.” 


He admitted that running such 
a place is highly complicated. 
Where they used to have trouble 
with salesmen who wouldn’t sell 
he now has a Jabor problem in- 
volving not only mechanics and 
salesmen but the problem of get- 
ting salesmen at the pumps who 
can put on fan belts. windshield 
wiper blades, promote new head- 
lights. 

“But they can be found and 
trained in our way,” the dealer 
said. “Why we have sold hundreds 
of the new headlights merely by 
having salesminded pump attend- 
ants to advise owners that they 
can get the new lights, list their 
advantages and that they can be 
installed while the car is at the 
pump. And we don’t have to over- 
allow for the tradein.” 


Financial: Front 


Pittsburgh Glass Reports 
55 Profit of $61,433,716 


Pittsburgh Plate Glass Co., Pitts- 
burgh, has reported net earnings of 
$61,433,716 for 1955 as compared 
with $38,637,629 for 1954. 

Sales reached a record $581,966,- 
244, the company said, compared 
with $431,016,283 for 1954. 


* * * 


Hertz 
Hertz Corp., Chicago, annual re- 
port, 1955 vs. 1954: Net income, $2,- 
715,148 and $1,279,414; sales, $39,- 
128,234 and $21,752,297. 


x * * 


Mansfield Tire & Rubber 


Mansfield Tire & Rubber Co. 
Mansfield, O., annual report, 1955 
vs. 1954: Net profit, $1,768,203 and 
$809,485; sales, $74,555,659 and $50,- 
378,302. 

a * * 


Eaton Mfg. 


Eaton Mfg. Co. Cleveland, has 
announced that its first quarter 
1956 sales is expected to be above 
the first 1955 quarter’s $54,363,041. 


* * * 


Fedders-Quigan 


Fedders-Quigan Corp., Long 
Island, N. Y., first-half report, 1956 
vs. 1955 (six months ended Feb. 
29): Net earnings, $729,335 vs. net 
loss of $198,013; sales, $23,850,667 
vs. $16,393,337. 


* * * 


Robertshaw-Fulton 


Robertshaw-Fulton Controls Co., 
Greensburg, Pa.; annual report, 
1955 vs. 1954: Sales, $64,032,957 vs. 
$58,226,388; net earnings, $3,750,247 
vs. $3,677,709. 
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Bulletin Board .. . 





Directory of Agents 


Manufacturers’ Agents National 
Assn. Directory — free. Manufac- 
turers: Agents National Assn., 1724 | 

Alhambra, Calif. 


West Main St., 
Pa 


* * 


Engineered Kilowatts 
“Engineered Kilowatts” eight 
pages, free. International Fermont 
Machinery Co., Inc., Ramapo, N.Y. 
* * * 


Industrial Trucks 
Electrically-driven industrial} 
truck catalog—16 pages, free. Au- 
tomatic Transportation Co., 149 W. 
Eighty-Seventh St., Chicago 20, Ill. 
* * 


. 


Radiant Heating 


“Radiant 
—eight pages, 
Co. Box 1076, 


Heating Construction” | 
free. A. M. Byers | 
Pittsburgh 30, Pa. 


* as 


Warehouse Distributors 


Automotive Warehouse Distri- 
butors Assn., 1956 Membership 
Directory, free. Automotive 
Warehouse Distributors Associa- 
tion, Inc., 2420 S. Michigan Ave., 
Chicago 22, Ill. 

* 


* * 


Engineer Proceedings 


Proceedings of the Standards} 
Engineers Society’s Fourth Annual | 
National Meeting — 80 pages, $3. 
Standards Engineers Society, Post 
Office Box 281, Camden, N. J. 

* a a 


Pit Bar Catalog 


Pit Bar catalog, free. Pit-Bar 
Mfg. Co., 3311 East Forty-fifth St., 
Los Angeles 58, Calif. 


Case of a Perfect Fit 


“The Case Of The Perfect Fit,” | 
16 pages—free. Dura-Bond Engine} 
Parts Co., 715 Loma Verde Avenue, 
Palo Alto, Calif. 


* 


3M Masking Chart 


“3M Bumper to Bumper Mask- | 
ing System” wall chart, free. Min- | 
nesota Mining & Mfg. Co., Dept. | 
F6-32, 900 Fauquier St., St. Paul 
6, Minn. 


* 


Fluorocarbon Rubber 


Brochure on the properties, ap- 
plications, compounding, vulcaniza- | 
tion and fabrication of KEL-F | 
Elastomer, a fluorocarbon rubber| 
which resists heat and corrosion, | 
free. M. W. Kellogg Co., Chemical | 
Mfg. Division, Box 469, Jersey City | 
3, N. J. 

= * 


Stainless Steels 


“The Chromium-Nickel-| 
Manganese Austenitic Stainless 


Steels’—10 pages, free. Advertising 
Department, Allegheny Ludlum 
Steel Corp., 


2020 Oliver Building, 
Pittsburgh 22, Pa. | 
x * 


Engine-Oil Service 

A booklet describing in nontech- 
nical language the American 
Petroleum Institute’s revised 
engine service classification sys- 
tem, 15 cents per copy. Division of 
Marketing, American Petroleum 
Institute, 50 W. Fiftieth St., New| 
York 20, N. Y. 


x * * 


Tank Rheostats 


Catalog bulletin (Section 500 — 
Form TR-10256) covering cast-grid 
tank rheostats available in ratings 
from 15 to 5,000 amperes, one to 
six-volt drop free. Columbia 
Electric Mfg. Co., 4519 Hamilton 
Ave., Cleveland 14, O. 


* * *x 


Shipping by Air 





“How To Ship By Air in Corru- 
gated Boxes,” 24 pages—free. Hinde 
& Dauch, Sandusky, O. 


* 3 td 
Display Equipment Catalog 
Metal display equipment catalog 
(No. 180-A)—free, 105 pages. L, A. 
Darling Co., Bronson, Mich. 
* * * 
Aging in Industry 
“The Question of Chronological 
Vs. Physiological Aging in Indus- 


try,” free. Occupational Health 
Institute, Inc., 6 E. 39th St., New 
York 16, N. Y. 

* * * 


Data on Molding 
An engineering bulletin (No. 550) 


on precision molded products for 
automotive, industrial and special 


applications—16 pages, free. Equip- 
ment Sales Division, Raybestos- 
Manhattan, Inc., 6010 Northwest 


| Highway, Chicago 31, Til. 


Chemical Catalog 


1956 chemical specialties catalog, 
free. Chemical Specialties Research 
Laboratories, Box 33, Ansonia Sta- 
tion, New York 23, N. Y. 


Fuel Systems Catalog 


Electrical and Fuel Systems Cat- 
alog, 1956. Automctive Electric 
Assn., Detroit, Mich. 

* i * 


Long Tells Designs 


“Long Designs and Makes 
Them Better” —20 pages, free. 
Long Mfg. division, Borg-Warner 
Corp., 12501 Dequindre St., De- 
troit 12, Mich. 


= 


Chain Drive Manual 
“Design Manual— Roller and 








Silent Chain Drives,” $3.50. A. L. 
Taylor, executive secretary, Assn. 
of Roller and Silent Chain Manu- 
facturers, Box 5398, Indianapolis, 
Ind. 

Facts on Welding 


“Picture Book of Facts on Eutec- 
tic’s Welding Processes”—16 pages, 


free, Eutectic Welding Alloys 
Corp., 40-40 172nd St., Flushing 
58, N. Y. 


Air and Moisture 


“Some Compressed Air Problems | 
and How to Solve Them” 20 
pages, free. “Moisture Control by 
Vi-Speed,” free. Van Products Co., 
5700 Old Ridge Rd., Erie 7, Pa. 

; : * 


Accounting Manual 
“Business Tools for Service Sta- 


} 





tion Dealers” — $1.50. Marketing| 
Division, American Petroleum In- | 
stitute, 50 W. 50th St.. New York | 
a a ws 

« * * 


How to Train Drivers 


“Suggestions to Petroleum Mar- 
keters on the Training of Motor 
Vehicle Drivers,” free. Marketing 
Division, American Petroleum In- 
stitute, 50 W. 50th St., New York 
ae, iN. Ke 
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Ford Honors Milwaukee Dealers— 


Milwaukee Ford dealers show off the 1955 four-letter awards they received for 
outstanding sales leadership. Seated, from left, are Jack Wunderlick, Tom Zweifel, 
Inc.; H.. P. Swendson, E. A. Swendson, Inc.; Walter Heiser, W. M. Heiser Co., and 
Robert Soerens, Robert Soerens Ford, Inc. Standing: James J. Larusso, Ford field 
manager, who made the presentation; Alvin Schwister, Schwister Motor Sales; Jack 
White, Al Shallock, Inc., and Ralph Venus. Venus Motors. 


4 


Zz. 


ee 


aMETER ENGINE DIA 


Archie Butts, service manager of Jack Symes Motors, Inc., E. Walnut St., Pasadena, 
California, and John T. Abbott, owner of this Model 6107, 1942 Cadillac. 


Cadillac owner reports on 14 years’ 
experience with Union’s purple motor oil 


“I've used Union’s purple 
motor oil exclusively in my 
Cadillac since I bought it new 
in December, 1941) writes 
Mr. Abbott. 


“During this 14-year period the same service manager, Archie 
Butts of Jack Symes Motors, has supervised its maintenance. 
For this reason, it has been easy for me to keep an accurate 
record of this car's life and the many benefits of using Union's 
amazing purple motor oil. 


“My 1942 Cadillac has now gone 115,000 miles, almost 
all of it stop-and-go city driving. Except for silencers and 
two slightly pitted valves, replaced at 103,000 miles, all 
engine parts including the other valves, bearings, pistons, 
rings, rods, etc., are the original parts. Inspection at this 
time showed a minimum carbon and cylinder wall taper, 
no gumming or undue valve stem wear. 


“Compression pressures at starter speed currently run from 


110 to 120 PSI, only slightly below factory specifications 
for this engine when new, and oil consumption has in- 
creased only 8% in the last 40,000 miles. Based on my 14 
years’ experience with the purple motor oil, I'll agree that 
Royal Triton is all that’s claimed for it—the finest by far? 
Unlike Mr. Abbott, few service customers concern them- 
selves in such detail with motor oil. But they do want an 
oil that gives their car peak performance with overall 
economy. Royal Triton does this... that's why it’s such good 
business to stock and recommend this amazing purple oil 
to all your service customers. Available in all popular grades 


including 5-20 and 10-30. A 
- lp 


UNION OIL COMPANY 
Los Angeles: Union Oil Bldg.* New York: 45 Rockefeller Plaza eo 


OF CALIFORNIA 
1612 Bankers Bldg. * Philadelphia: Eastwick Ave. & Edgewood § 
Dallas: 313 Fidelity Union Life Bldg. * Kansas City, Mo.: 612 W 47 
New Orleans: 644 National Bank of Commerce 8 














James L. Hooper has been 
named vice-president of Uni- 
versal C. IL. T. Credit Corp. and 
will serve as regional sales man- 
ager for its northeastern terri- 
tory. Roy L. Cook has been 
named to succeed him as assist- 
ant vice-president in charge of 
the Pittsburgh division. 

Hooper will supervise sales for 
nine of the company’s 40 divi- 
sions. Cook most recently was 
Birmingham division sales man- 
ager. He will be in charge of 11 
Pennsylavania offices. 


Weiss to Head Sales 


In Choldun Division 


A separate chemical division 
has been established by Choldun 
Mfg. Corp. New Haven, Conn., 
and Sumner Weiss has_ been 
named sales manager. 

Weiss joined Choidun in 1952. 
Previously, he was a manufac- 
turer’s representative in the au- 
tomotive equipment field, and 





Pontiac Fetes Top Salesmen— 

Pontiac's 24 top salesmen were the guests of company executives at a special 
banquet during a two-day meeting in Detroit. The group, known as the National 
President's Council of the Pontiac Master Salesmen’s Guild, consists of the top 
salesmen in each of Pontiac's zones. The three top-ranking men, Robert J. Brown, 





Ralph Pontiac, Inc., Rochester, N. Y.; Joseph W. Palmer, Clohecy Pontiac, sa 
Detroit, and Herbert Rapport, Grossinger Motor Sales, Chicago, were named respec- 
tively president, vice-president and secretary of the guild. | 








at your fingertips... 


saves time — assures accurate control of pressures 


ECO istanper as 


REMOTE TIREFLATORS 


You have a strong story to impress your customers 
with Balanced Inflation®—and it’s an easy story to 
demonstrate with ECO. They're convenient and 
assure pressure at all times. 





In your luberoom you can have both air and water 
at your fingertips with an attractive ECO Islander 
that blends with the rest of your equipment. 


| 
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served as sales manager of Can- 


non Chemical Co., Cambridge, 
Mass. He will be assisted by 
Donald Stockdale, field service 
representative. 

+ 


Trapp and Szady Elected 
Formsprag Vice-Presidents 


* * 


has been announced. 


| neering vice-president. 





| manager since August, 1955. Szady| 
since | 


| has 
| 1946. 


been design engineer 


* * * 


| Crisman and Wallace 


Named by Continental 


Continental has announced ap- 
pointments of N. E. Crisman as 
manufacturing manager and Wil- 
liam L. Wallace as assistant to 
| the general manager and to the 
| assitant general manager of the 
| division. 

Crisman formerly was assistant 
manufacturing manager, while 
Wallace had been assistant to 
| the operations manager. Crisman 
has been with the company since 
| 1935 and Mr. Wallace joined the 
| company as a trainee in 1949. 

* x # 


Horne Joins Motor Wheel 


As Sales Representative 
Donald S. Horne has joined Mo- 
tor Wheel Corp. as a sales repre- 
sentative for the company's agri- 
cultural and industrial division. 
Horne will represent the com- 


Sales Tips 


DETROIT. — Two Dodge dealers 
—a continent apart—have given 
some sales tips that might help fel- 
low dealers. 

“Nothing sells a Dodge like a 
drive in one,” said Bob Smith, 
president of Bob Smith Dodge, 
Glendale, Calif. 

“Newspaper advertising, direct 
mail, phone contacts and hard work 
are our major sales tools, said Sam- 
uel Rush, president of Stapleton & 
Schneider Motor Sales, Jackson 
Heights, N. Y. 

Smith’s formula is much like any 
other dealer’s. First, he gets the 
customers into his dealership, gets 
them to test-drive the car, then 
sells it. 

To do this, Smith said he budgets 
$100,000 annually for advertising 
and employs a staff of “hyper- 
aggressive” ssalesmen. 

“To get people interested, you’ve 
got to advertise,” said Smith. “We 
find radio and newspapers the best 
for us. We don’t use television.” 

Smith said his salesman, such 

as Chauncy Burgh, with Smith 
for 20 years, launch a followup 
campaign three days after every 
sale. 
They present each buyer with a 
certificate for one year’s free lubri- 
cation. From there, the customer 
is “bombarded” with a series of 
post cards. 
Smith, in addition to selling 
Dodge, sells service and said he 
spares no expense in expanding his 
service facilities constantly. 





In your shop you can install an ECO Remote Tireflator 
anywhere—above or below floor or ceiling, on wall or 
post. You'll always know ECO will deliver exact 
pressure set for—from 5 to 110 pounds, And ECO 
gives you long, trouble-free service—the initial cost is 
usually the last. Call your John Wood Representative 
for full details. 


JOHN WOOD COMPANY 


BENNETT PUMP DIVISION - Muskegon, Michigan 


In Canada: Toronto ¢ Montreal * Winnipeg * Vancouver 





He also has a large and profitable 
body shop, a glass shop and moved 
his parts department to make more 
room for showroom space. Smith 
is a great believer in displaying 
cars. 

“I want a Dodge for everyone on 
my floor,” said Smith. He can dis- 
play 12 cars at one time. 

Rush, at the other end of the 
nation, shuns “fancy merchan- 
dising gimmicks and ballyhoo 
promotions.” The dealership 
grossed $3 million last year and 
was honored with a Quality 
Dealer award. 

Rush employs nine salesmen who 
all work strictly on commission 


and uses an incentive plan that 
boosts the commission on sales 


Election of two vice-presidents of 
Formsprag Co., Van Dyke, Mich. 
They are| 
Charles F. Trapp jr., sales vice- 
| president,, and L. T. Szady, engi- | 


Trapp has been Formsprag sales | 








—» 


pany in the Eastern U. S. and ip 
Eastern Canada. 


* 
Barrett Appoints 

Joslyn and White 

| Barrett Equipment Co. has an. 


|nounced appointments of &. @, 
| Joslyn to sales manager, eastern 





= 


* 


| division, Detroit, and Dick White, 





| Dick White Cc. 
Dallas, sales manager, western di- 
vision, Los Angeles. 

Joslyn has been in the employ 
of Barrett for seven years and in 
the Detroit district has handled the 
|car factory contacts. Dick White 
has been a Barrett representative 
since 1952. 


C. Joslyn 


* x 


| Frigikar Names Lind 
|\To Head New Division 
William E. Lind has been ap- 
|pointed manager of the newly 
| formed truck, bus 
and _ transporta- 
| tion refrigeration 
division of Frigi- 
kar Corp., Dallas. 
He formerly was 
general manager 
of ARA Automo- 
tive Air Condi- 
| tioning Co., Fort 
Worth, and has 
spent six years in 
the engineering 
and manufactur- W. E. Lind 
ing phases of automotive air- 
conditioning equipment. 


* 











They’re A Continent Apart... 


by Dealers 


after the man has sold a dozen in 
one month. 


The salesmen make over 10,000 
direct contacts with prospects each 
month. These consist of followups 
on various “leads” and people who 
have dropped into the showroom. 


The dealership also gets profes- 
sional lists from Rettben H. Don- 
nelly Corp., a direct mailing list 
house. Stapleton & Schneider uses 
lists owners of ‘53 cars who live 
in the Jackson Heights area. 


“These owners should be about 
ready for a trade and we want 
them to know we are here,” said 
Rush. Salesmen make house calls, 
but only to persons they’ve sold 
cars to before. 


More than 500 cars were turned 
over by Rush’s firm in 1955 and he 
said that three months after ’56 
announcement the firm has sold 
100. 


Dealers Advised 
To Accent Sale of 


Auto Insurance 


SALT LAKE CITY.—Dealers may 
be losing as much as 30 to 50 per- 
cent of their insurance business, 
Insurance Expert Jack Elledge told 
the Utah Automobile Dealers Assn. 


Dealers have a twofold interest in 
selling auto insurance, Elledge said: 
Profit derived from sale of the 
policies and profit from repairs or 
replacements. 


He urged dealers to take steps to 
accent this part of their business 
and to set up a system for renewals 
when policies expire. 

Purchasers, he said, usually 
prefer to pay for their insurance 
a few dollars a month on a time- 
sales contract instead of paying 
larger premiums annually or every 
six months. 


Faberts Buy Out Keraper 


Elwood L. Fabert and his wife 
have purchased the interest of 
Keith Kemper and his wife in the 
former Kemper-Fabert Motor Co. 
(Lincoln-Mercury), 715 S. Neil St., 
Champaign, Ill. It will be known 
as Fabert Motors. 
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Loosen Pursestrings, Carefully ... 
ee 


Need for Credit Called Great 


ST. LOUIS. — Finance experts 
see no danger in the installment 
eredit balance of the nation and 
advise holders of purse strings to 
joosen up with the money, accord- 
ing to opinions expressed at the 
three-day convention here of the 
Installment Credit Commission of 
the American Bankers Assn. 

If the nation’s economy is to 


Natural Rubber 
Announces Theme 
For the Future 


WASHINGTON. — “Natural rub- 
ber — a product of nature plus 
science” is the theme that will ban- 
ner the natural rubber industry’s 
future in this nation, according to 
H. C. Bugbee, president, Natural 
Rubber Bureau. 

Bugbee said that there is nothing 
new to this apporach. 

“We're just giving it a label,” 
he said. “Natural rubber has been 





carrying on basic research since 


the begining of the century.” 

In his opinion, most of the 
rubber products the U. S. knows 
today were the resuit of research 
carried out by the manufacturing 
and growing industries. 

With the advent of synthetic 
rubber, he said, and the advances 
made in this field, there has been 
a tendency to overlook reasearch 
conducted in the natural rubber in- 
dustry. 

Bugbee noted that, inasmuch as 
the experiments have been con- 
ducted in Asia, England, France 
and Holland this may seem remote 
to Americans. However, these will 
affect the U. S. market, he said. 


continue to expand, bankers must 
extend credit wisely and not too 
sparingly, said Arthur Bruen, 
assistant treasurer of American 
Motors Corp. 

He said the young American 
householder is faced with a greater 
need for credit than ever before 
and has to own at least one car 
and may have to buy a second car 
for his wife. 

“Should we fail today to reap- 
praise credit uses, fail to employ 
new yardsticks of measurement, 
we not only run the risk of de- 
priving young householders of liv- 
ing standards which are available 
to them,” Bruen said, “but also 
close the door to even better living 
standards of tomorrow.” 

Bruen advised bankers that 
while going full speed ahead they 
should proceed with caution in ad- 
vancing automobile loans, see that 
down payments are high enough, 
that terms are suited to purchasers’ 


budget and that substantial co- 
|signers endorse notes, where 
needed. 


Bruen’s statement, in referring 
to new-car tradeins, that “you 
must wring the water out of 
both sides of the deal if you are 
to see the transaction in the 
raw” brought an editorial in a 
local paper commenting on his 
colorful language. 

He said that long term credit 
|was depressing car sales and that 
| 1956 models had little new to offer 
|which has caused a lessening of 
the desire to buy a new car. He 


would recreate that desire. 
GMAC does not believe that the 


cessive, according to Charles P. 
Fiske, ex-vice-president. He pointed 








Champion Spark Plug Offers .. . 


Teen-Age Safety Program 


TOLEDO. — Plans for a nation- 
wide highway safety program for 
teen-agers have been announced 
by Champion Spark Plug Co. 

The program, which has been 
tested for 10 weeks in five Mid- 
western states, has been endorsed 
by educational, civic and law 
enforcement officials. 

Basically, it. consists of relating 
the safety practices followed on the 
race tracks to highway conditions. 
It explains how younger drivers, by 
taking advantage of the driver 
training offered in their schools, 





Proved Reserves 
Of Oil and Gas 
Go Up Again 


NEW YORK. — Proved reserves 
of liquid petroleum and natural gas 
went up another notch in 1955, de- 
spite record-breaking production 
and consumption, according to the 
American Petroleum Institute and 
the American Gas Assn. 

The joint report said that proved 
reserves of liquid petroleum rose to 
35.4 billion barrels in 1955—a one- 
year increase of 645 million barrels. 
Natural gas reserves shot up to 
223.7 trillion cubic feet. This is a 
net addition of 12 trillion cubic 
feet, the greatest one-year increase 
since 1946. 

The API noted that the industry 
drilled more than 56,000 wells in 
1955, a record number in itself— 
yet the net increases in proved re- 
serves are only moderate, and a far 
ery from the immediate postwar 
years when they exceeded a billion 
Or more barrels on at least six 
occasions. 

Production of both liquid petro- 
leum and natural gas hit alltime 
Peaks in 1955, the two associations 
reported. 

Production of liquid petroleum 
was estimated at 2.7 billion barrels, 
up 181 million barrels over 1954 and 
up 125 million barrels over the pre- 
vious record of 2.6 billion barrels 
Set in 1953. 

Production of natural gas was 
estimated at 10.1 trillion cubic feet, 
an increase of 691 billion cubic feet 
Over 1954. 


their own superior physical reflexes, | 
and improved automobiles and) 


highways, can demonstrate safe 
driving to their elders. 

It is carried out through addresses 
before student assemblies at high 
schools, the showing of a motion 
picture, appearances at driver-train- 
ing classes and a visual safety in- 
spection of student cars when re- 
quested. 

Duane Carter, veteran race driver, 
conducted the program in its initial 
tests. Lee Wallard, winner of the 
1951 Indianapolis “500,” will take 
over for 50 appearances in Texas 
high schools beginning today (Jan. 
16). 

Next fall, with the reopening 

of schools, Champion plans to 

have a group of leading race driv- 


the country. It is projected as a 
continuing program. 

Wallard contends that there are 
three major factors accounting for 
the nation’s toll of more than 30,000 
traffic fatalities a year: Failure to 
maintain the car in perfect mechan- 
ical condition, failure to practice 
courtesy on the highway and failure 
of the driver to remain alert at all 
times. 

He will use a 1956 automobile 
equipped with safety belts, dash 
and visor padding, and all other 
recommended safety devices, in his 
tour of the Texas cities. 





Stainless Reaches 
Peak Use in Autos 


NEW YORK. — The automotive 
industry purchased 143,016 tons of 
stainless steel in 1955, according to 
mill shipment figures released by 
the American Iron & Steel Institute. 
The total was 66 percent ahead of 
1954. 

Almost 95 percent of the ship- 
ments were cold-rolled strip for 
brightwork, the institute reported. 

The organization noted that the 
first major use of stainless steel 
as a structural metal for body con- 
struction will appear this year as 
a stainless steel roof panel on Cad- 
illac’s Eldorado Brougham. In addi- 
tion, it said, the Corvette Impala, 
Chevrolet’s dream car in the cur- 
rent Motorama, also has a stainless 
steel top. 





predicted that wide changes in ’57s | 





amount of outstanding credit is ex- | 


ers make the talks throughout | 


out that the amount of aggregate 
debt was only half of aggregate 
savings of individuals—better than 
1929 and slightly better than 1940. 

He said changes in down pay- 
ments and increased length of 
terms materially has softened the 
impact of the increased prices and 
by such absorption has helped keep 
the monthly installment stable. 

He deplored the fact that credit 
expansion had been accompanied 
by relaxation of down payments 
and terms and had led to some un- 
sound advertising. 

He said that while more peo- 
ple had bought cars on credit it 
was true that there was more 
income with which to liquidate 
the debt and that repayment of 
all debt requires only 15 percent 
of the national income. 

A warning that business will 
have to pay for last year’s expan- 
sion of installment loans was 
sounded by Edwin B. George, eco- 


|nomics director, Dun & Bradstreet. 


He said he doubted that any quar- 




















































THE BORGWARD LINE . 


Roofs, 


a burdensome inventory .. . 
waits or distressed customers. 


Several excellent territories 


profit-potential for 


car franchise a dealer can hold. 


Call or Write 


Los Angeles 15, Calif. 


May 6th. 












You need never miss a profitable sale, for there 
is a@ model for every need, every taste. Sedans, 
Station Wagons, Convertibles . . 
sports car performance with “balanced” power to weight 
ratio for comfortable, high speed, long-distance touring. 
Other features include road-clinging 4-wheel indepenti- 
ent suspension, roomy interiors, low, sleek design and 


decorator-approved, long-lasting colors. 


BORGWARD PARTS AND SERVICE... 


Under Borgward policy, Importers and Distributors 
must carry a complete stock of parts and maintain 
factory-trained mechanics to back the dealer network 
at all times. Extra profits for you! . . 
parts and technical data at a moment's notice without 
and you never have long 


BORGWARD DEALERSHIPS ... 
with a 
Dealers and Distributors are still 
open. The Borgward Factory's progressive program— 


soon to include automatic transmissions and sports cars, 
WILL to our knowledge make this the greatest imported 


Importers West of the Mississippi 


THOMSON TRADING COMPANY, INC. 
1201 South Hill Street 












Three Roses— 


The Rose brothers, from left, Harold, 
Bill and Wayne, represent a total of 37 
years of service at Muller Bros. Oldsmo- 
bile, Hollywood, Calif. They operate Mull- 
er's electrical repair department on a 
brotherly basis. 


ter of 1956 business would equal | 


that of 1955. 


From 1949 through 1955, he said, 
consumer credit rose 112 percent 
while income climbed 48 percent. 











THIS OLD ESTABLISHED COMPANY OFFERS NEW OPPORTUNITIES IN PROFITS 
AND PRESTIGE WITH AN OUTSTANDING LINE OF AUTOMOTIVE PRODUCTS 
AND A FORWARD-LOOKING DEALER POLICY! 


BORGWARD 


w—Zwate Coin. 


AUTOMOBILES 





Sun- 
. all giving 


. because you get 


tremendous 


SPORTS 


Richmond 7-9561 


You are invited to see the full BORGWARD line at the FERGUS stand INTERNATIONAL AUTO. 
MOBILE SHOW—opening New York's new and finest showplace—The COLISEUM, April 28- 









CONVERTIBLE 


Importers East of the Mississippi 


FERGUS IMPORTED CARS, INC. 


1717 Broadway (at 54th St.) 
New York 19, N. Y. 
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He acknowledged that certain fac- 
tors permit a rise in the proportion 
of debt, but insisted that the fac- 
tors were not strong enough to 
support the rise at its present rate. 

Opposition to Governmerit con- 
trol of consumer credit was 
voiced by J. B. Dreibelbis, senior 
vice-president, Bankers Trust Co., 
New York, and Kenneth R. Crav- 
ens, president, Mercantile Trust, 
St. Louis. 

Dreibelbis said the best defense 
against regulation is for lenders to 
learn more about the business and 
to establish minimum lending 
standards. 

Cravens assailed the “illusionary 
umbrella” of selective Government 
controls over credit and added, 
“The question of abuses of credit is 
not one which the Government can 
decide by regulation.” 

The convention was attended by 
about 1,500 bank executives. Carl 
A. Bimson, president of the Valley 
National Bank, Phoenix, Ariz., was 
chairman of the Installment Credit 
Commission. 


Deal L-M Opens 


Deal Motor Sales, Inc. (Lincoln- 
Mercury), has opened at 807 N. 
Union, Wilmington, Del. 


















Call or Write 


Columbus 5-6494 
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2S patterns, also have been borrowed 
Leather F looring pa auto makers. Another Motor- 

° |ama Cadillac displayed a printed 
For Automobiles India pattern leather of gold and 
| black on a maroon background. 


Seen in Future | Maroon leather covered the in- 


, strument panel and _ deep-line 
NEW YORK. — Leather flooring | maroon mouton carpeting covered 
for automobiles may be in the | the front and rear floor. 
offing, according to the Upholstery | 
Leather Group here. z 
Floorings of natural calf hide|4 Pontiacs Ordered 


and black and white calfskin were| For Concord Police 


featured in two Cadillacs shown | 
: CONCORD, N. H. — (UTPS) — 
agg tage “erage or ensetngmaaa and | The city will purchase four Pon- 
i a |tiac sedans from the Grappone 
; In ee _ oo a oan, |Garage here for use as police cars. 
ernational Auto ow, the public | oe i ” 
will see the “Astra-Gnome® exper: | p With, tradsin of four 1066 


imental car with an interior lined ‘eles will cost the city $4,600, Other 
with leather and aluminum, the | pidders included. two Plymouth 
leather group said. |dealers a Ford dealer and a Chev- 

Leathers, printed in designs and | rolet dealer. 


CAN TAKE IT 
WITH YOU 
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bbilelte Auto Air Conditioner 


When variable net profits are floundering, the instant-up-front- 
cooling, under-dash MOBILETTE can be your answer to boosting 
them up. This low-cost unit can be easily, economically trans- 
ferred from car to car — spreading depreciation over the years 
of long unit life. The finest materials and full factory warranty 
assure you and your customers of optimum yet economical cool- 
ing through the years. Your letterhead or post card will 
bring complete information and illustrated literature. 


jobrlettie 


MOBILAIRE MANUFACTURING COMPANY 
A Division of the National Gas Equipment Co., Inc. 
Box 122 * Denison, Texas ve 
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AUTO AIR CONDITIONERS 
with the Warner Magnetic Clutch 
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MANUFACTURERS ~ 
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Special Tools 
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AUTOMOTIVE 
SERVICING 


MANZEL 


Division of HOUDAILLE INDUSTRIES; INC. 
341 Babcock St., Buffalo 10, N. Y. 
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Used-Car Auction Prices 


(Continued 


farer 2-dr., $105. 
'50 Meadowbrook 4-dr., 
2-dr., $210. 

FORD—’'55 Fairlane (8) 
$1,685*; 2-dr., $1,530*; Custom (8) 4- 
dr., $1,295, °52 Custom (8) 2-dr., $300. 
50 Custom (8) 2-dr., $225. '49 Custom 
(8) 4-dr., $185. 

MERCURY—’50 conv., $275. 


'51 Coronet 4-dr., $345. 
$240; Coronet 


Country sedan, 


OLDSMOBILE—’51 (98) conv., $430*; (88) 


conv., $490*. 

PLYMOUTH—'53 Belvedere conv., $660; 
Cambridge 4-dr., $550; 2-dr., $530. ‘51 ) 
Cranbrook 2-dr., $345, $285. 

PONTIAC—’52 Deluxe (8) 4-dr., $500*. 
’51 Deluxe (8) 4-dr., $400*. "50 Deluxe 
(6) 4-dr., $270. '49 Deluxe (8) 2-dr., 
$155*. 

STUDEBAKER — ‘53 Commander 4-dr., 
$625*; Champion Starliner, $405*. ‘51 


Champion 2-dr., $145*. 


~ | WILLYS—'53 (6) 4-dr.. $435*. °51 station 


wagon, $490*. 
MISCELLANEOUS 
dr., $260. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
Prices are for sale of March 28.) 
(Bristling sale with orices good and 
exceptional activity from a nice selec- 
tion of cars. Sold 67 out of 86 offerings.) 

‘54 Special 4-dr., $1,050*. ‘53 
Super 4-dr., $900*. ‘52 Super 4-dr., 
$670*, $620*. ‘50 Super 4¢dr., $300; 
Special 4-dr., $200. ‘49 RM 4-dr., $250*. 

CADILLAC—’56 (62) 4-dr., $4,425* (ps). 
"55 (62) 4-dr., $3,480* (ps). °54 (62) 
coupe, $2,980* (ps). '50 (61) 4-dr., $460*. 
"49 (61) 4-dr., $460*. 

CHEVROLET—'55 Bel Air 
250. °54 Two-ten 4-dr., 
ten 4-dr., $725, $705. 
$645. °51 SL Deluxe 4-dr., 
"50 SL Deluxe Bel Air, $320. 
4-dr., $100. 

DeSOTO—’'52 Custom 4-dr., $520. 

DODGE—'53 Coronet (6) 4-dr., $680. ‘52 
Coronet 4-dr., $390. ‘51 Meadowbrook 
4-dr., $270. 

‘55 Fairlane (8) Victoria, $1,695*; 
Main (8) 4-dr., $995, $800. "53 Custom 
(8) Victoria, $800; 4-dr., $780, $690; 
Main (8) 4-dr., $510, $480. ‘52 Main (8) 
Ranch Wagon, $600; (6) 4-dr., 
Custom (8) 4-dr., $375. 
4-dr., $210. 

MERCURY— 54 


52 Henry J (4) 2- 


(6) 2-dr., $1,- 
$925. °53 Two- 
’52 Bel Air conv., 
$350, $340. 
°49 Special 


"50 Custom (8) 
$1,260; 

$425. 

$410. 


Monterey 4-dr., 
Custom 4-dr., $1,200. 51 4-dr., 
NASH—’52 Ambassador 4-dr., 
Statesman 4-dr., $150. 
OLDSMOBILE—’53 (88) 4-dr., $1,040*. 
"52 (98) 4-dr., $780*. '50 (88) 4-dr., 
$325*. °49 (98) 4-dr., $250*. 
PACKARD—'53 Cavalier 4-dr., 
Mayfair, $625. 
PLYMOUTH—’'54 Savoy 4-dr., $950. '53 
Cranbrook 4-dr., $680, $625, $610. ‘52 
Cranbrook 4-dr., $450; Cambridge 4-dr., 
$410, $390. °49 Special 4-dr., $240. 
PONTIAC—’53 Chieftain (8) Catalina, $1,- 
080*. °51 (8) station wagon, $510. ‘50 
(8) 4-dr., $450. '49 (8) 4-dr., $235, $225. 
STUDEBAKER ‘52 Champion 4-ddr., 
$250. °50 Commander 4-dr., $140. 
WILLYS—'53 Aero Sport coupe, $475. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of March 27.) 

(Market is very active. Prices were 
good on all makes and models. Sold 94 
out of 108 offerings.) 

BUICK — '55 Special 2-dr., $1,560*. °54 
Special 4-dr. $1,305*. ‘53 Special 2-dr., 
$720*. "52 RM 2-dr.. $675*; 4-dr., $665*: 
Super 2-dr., $555*. '50 Super 2-dr., $255, 
$250. 

CADILLAC—’'55 Eldorado, 
(62) 2-dr., $3,380* (ps). 

CHEVROLET—’55 Delray 
station wagon, $1,125 
dr., $890. ‘52 SL Deluxe 2-dr., 
$615, $580. ‘51 SL Deluxe 2-dr., 
$320. 

CHRYSLER—’54 NY station wagon, §1,- 
650. "52 Windsor 2-dr., $580. "50 Wind- 
sor 2-dr., $325. "49 NY 2-dr., $130. 

DeSOTO—'55 Fireflite 2-dr., $1,850. 
Fire Dome, 2-dr., $490. 

DODGE—’52 Coronet 2-dr., $370. 

FORD—'56 Fairlane (8) 2-dr.. $1,885*, 
$1,860*, $1,850*, $1,830*. ‘55 Fairlane 
(8) 2-dr., $1,470; Victoria, $1,305; Cus- 
tom (6) 4-dr., $1,205; 2-dr., $1,050, 
$1,015. °54 Main (6) 2-dr.. $760; Cus- 
tom (6) 2-dr., $935". °53 Custom (6) 
2-dr., $605. "52 Custom (6) 2-dr., $550, 
$540, 2 at $510, $500, $485. "51 Deluxe 
(6) 2-dr., $405*, $380, $340, $320, $145. 
"50 Custom 2-dr., $150. 


"50 


$860". '52 


$4,455* (ps); 
(6), $1,425. ‘54 
’53 One-fifty 2- 
$640, 
$350, 


53 


MERCURY — '55 Custom 2-dr., $1,920*. 
"49 2-dr., $175. 

NASH—’53 Ambassador 2-dr., $880, °50 
Statesman 2-dr., $100. 

OLDSMOBILE—’56 Super (88) 2-dr., $2,- 


730* (ps). °55 Super (88) 2-dr., $1,970*. 
’53 Super (88) 2-dr., $1,025*. '52 Super 
(88) 2-dr., $690*. '51 Super (88) 4-dr., 
$4S80*. °50 Super (88) 2-dr., $265, $170. 
'49 Super (88) 2-dr., $185. 
PACKARD—'48 Clipper 2-dr., $150. 


PLYMOUTH—’53 Cranbrook 2-dr., $515. 
’50 Cranbrook 2-dr., $175, ’49 Cranbrook 
2-dr., $140. 


PONTIAC—’52 Chiheftain (6) 2-dr., $510, 
$490. "50 (6) 4-dr., $255, $165. 
STUDEBAKER ’53 Champion 2-dr., | 


$650. '52 Commander 2-dr., 
WILLYS—’53 2-dr., $350. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of March 27.) 
(Despite bad weather market con- 

tinues firm. Clean and sharp cars are 

getting hard to find. Sold 107 out of 138 
offerings.) 

BUICK—’55 Super 4-dr., 
Super Hardtop, $1,525* 
340* (ps). 
(ps); Special 
conv., $450*. 
4-dr., $240*; 

CADILLAC—'54 


$265. 


$1,760* (ps). '54 
(ps); 4-dr., $1,- 
‘53 Super Riviera, $1,030* 
Riviera, $975*. '51 Super 
"50 Super Riviera, $360*; 
Special 4-dr., $275*. 
(62) conv., $2,970* (ps); 
coupe de Ville, $2,750* (ps). °53 (62) 
4-dr., $1,725*. ‘51 (62) conv., $1,030*; 
(60) 4-dr., $850*; (75) 4-dr., $650*. °49 
(60) 4-dr., $410*; (61) 4-dr., $340*. 
CHEVROLET—-'55 Bel Air (8) Hardtop, 
$1,610*; Two-ten (8) 2-dr., $1,250, $1,- 
230, $1,165, $1,050; 4-dr., $1,390*, $1,- 
240, $1,225, $1,210, $1,180; One-fifty (6) 
Utility sedan, $855. ‘54 Bel Air conv., 
$990*; Two-ten 4-dr., $865; 2-dr., $835, 


$390. °51 | 


| 
| 
| 
| 
| 


| 
| 


STUDEBAKER — '50 Champion coupe, 
$120. 
WILLYS—’52 2-dr., $320. 
* * * 
OMAHA 
Richard Abel Auto Auction. Sale every 
| Thursday (March 29). Good sale, could 
have sold more cars. Buying power in- 
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$825, $815, $810, $800; One-fifty 4-dr., 
$710, $705, $700; 2-dr., $700, $695, $675. 
‘53 Two-ten 4-dr., $705*; One-fifty 4-dr., 
$540, $475; 2-dr., $475. '52 SL Deluxe 
4-dr., $425*. '51 Bel Air Hardtop, 
$500. "50 SL Deluxe 2-dr., $280*, 
$240, $155. '49 Deluxe 4-dr., $215.. 

CHRYSLER—’53 NY 4-dr., $870*; Wind- 
sor 4-dr., $830* (ps). ‘51 NY 4-dr., 
$410* (ps), $160*. 

DeSOTO—'51 Custom station wagon, $420. 


2 at 


$515, | 


| 


DODGE-—’'53 Coronet (6) 4-dr., $600*. ‘52 
Meadowbrook 4-dr., $380*; Coronet 4- 
dr., $375*. 

FORD — '56 Country sedan (8), $2,175*| 
(ps); Custom (8) 2-dr., $1,775*; %-ton 
pickup, $1,085. '55 Victoria (8), $1,710* | 
(ps); Sunliner (8), $1,350*; *,-ton pick- 
up, $820. °54 Main (6) 2-dr., $715. °53 
Main (6) 2-dr., $400. ‘49 Custom (6) 
club coupe, $175. i 

HUDSON 51 Commodore 4-dr., $215, | 
$185. 

LINCOLN—’53 Cosmopolitan 4-dr., $940* 
(ps). 

MERCURY—'56 Monterey coupe, $2,375*, 
$2,350*; 4-dr., $2,260* (ps). ‘55 Monte-| 
rey 4-dr., $1,550*%. ‘54 Monterey 2-dr., | 
$1,250*. '53 Monterey 2-dr., $930*; 4-| 
dr., $885*; Custom 2-dr., $800. °51 Cus- 
tom 4-dr., $240. ’49 4-dr., $130. | 

NASH-—-'51 Statesman 4-dr., $200; 2-dr., 
$160. 

OLDSMOBILE—'50 (S88) 2-dr., $360*. 

PLYMOUTH—’'55 Plaza (6) 4-dr., $1,160*. 
‘54 Plaza 2-dr., $710. ‘53 Cambridge 
4-dr., $600; Cranbrook 4-dr., $485, $430. 
’52 Cranbrook 4-dr., $370. '51 Cambridge 
4-dr., $285, $200. 

PONTIAC—'54 Chieftain (6) 4-dr., §$1,- 
045*. °52 Chieftain (6) conv.., $575*. 


"50 station wagon, $420. 
WILLYS—’'52 2-dr., $205. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of March 28.) 
(Continued excellent sales, We thought 


all good cars sold $50-$75 high. Sold 

126 out of 154 offerings.) 

BUICK——'53 Special 2-dr., $840*. ‘51 Su- 
per 4-dr., $355; RM 4-dr., $340*; Spe-/| 


cial 2-dr., $320*. '50 Special 2-dr., $385, | 


$380; RM 4-dr., $325*. '47 Super 4-dr., | 
$105. 

CADILLAC—'51 (62) 4-dr., $980*. 

CHEV ROLET—’55 Bel Air (8) 2-dr., $1,- 
485; 4-dr.. $1,185; Two-ten conv., $1,- 
530; 2-dr., $1,305*, $1,200, $1,105; (6) 
4-dr., $1,090; One-fifty 2-dr., $1,225*; 
2-ton flat body, $1,310. °54 Bel Air 4-dr., | 
$950, $890: Two-ten 2-dr.. $900. °53 Bel | 


Air 2-dr., $880, $780; 4-dr., $860, $790; | 
Two-ten 2-dr., $785; 4-dr., $7880, $670. | 
‘52 SL Deluxe club coupe, $590; 4-dr., 
$460*; 2-dr., $330; FL Deluxe 2-dr., 
$565; Bel Air 2-dr., $550. "51 SL Deluxe} 
2-dr., $220. "50 SL Deluxe club coupe, | 
$270; 4-dr., $225, $220, $120*. "49 De-| 
luxe 2-dr., $210; club coupe, $175, $140. | 
'48 Deluxe 2-dr., $235; FL 2-dr., $205; | 
SM coupe, $140. ‘46 FM 4-dr., $185. 


DeSOTO—'53 Fire Dome 2-dr., $585. 
DODGE "56 2%-ton truck, $1,650. ‘51 
Wayfarer 2-dr.. $320; Coronet coupe, | 


$270; Meadowbrook 4-dr., $200. '50 Cor- 
onet 4-dr., $235. 

FORD—'56 Custom (8) 2-dr., $1,785. °55| 
Custom (8) Victoria, $1,630*; Fairlane | 
(8) 2-dr., $1,290; Custom (8) 2-dr., $1,- 
255, $1,185, $1,180 $1,160, $1,080; Main 
(8) 2-dr., $1,060. ‘54 Victoria (8) 2-dr., 
$1,235*; Custom (8) 2-dr., $1,005, $915; | 
4-dr., $980, $950; Crestline (8) 4-dr., 
$960, $885; Main (8) 2-dr., $660. ‘53 
Victoria (8), $910; Custom (8) 2-dr., 
$700, $530; Main (8) 4-dr., $655; %-ton | 
pickup, $675. °52 Crestline (8) 2-dr., | 
$700*; conv., $480; Custom (8) 4-dr., 
$615, $605; 2-dr., $570. '51 Custom (8) 
2-dr., $365; Victoria (8) 2-dr., $310; 
Deluxe (6) 2-dr., $210. '50 Custom (8) 
2-dr., $300, $180; Crestliner, $245; De- 
luxe (8) 2-dr., $200; (6) 2-dr., $155. °49 
Custom (8) 2-dr., $196, $100; ‘4-dr., 
$160, $130; club coupe, $145. "47 Deluxe 
2-dr., $105. "40 Deluxe 2-dr., $190, $145. 
"32 Model B coupe, $230. 

MERCURY—’'52 Custom 2-dr., $480; Mon- 
terey 2-dr., $630. '50 Custom 2-dr., $280; 


2-dr., $265*. 

NASH ’52 Statesman 2-dr., $355. '51/ 
Rambler 2-dr., $345. | 

OLDSMOBILE "50 (88) coupe, $455*; | 
4-dr., $430. '49 (88) 4-dr., $395*; 2-dr., | 
$320; (76) 2-dr., $235*; conv., $180*; 
(98) 2-dr., $205*. 

PACKARD—’51 4-dr., $180*. | 

PLYMOUTH—’53 Cranbrook 4-dr., $540*. 
'50 Cambridge 2-dr., $265. ‘48 Deluxe 


club coupe, $135. 

PONTIAC—’52 station wagon, $770; Chief- 
tain (6) 4-dr., $465. "51 (6) 2-dr., $455; 
Catalina 2-dr., $460*. '50 (8) 4-dr., $365. 


creasing. 


Globe Girdler | 





Earth 3 Times 


CLEVELAND.—Vinyl fabric 
sales in 1955 totalled 120 million 
yards—enough to wrap around the 
earth three times—according to E. 
G. Hamway, director of research of 
Textileather. 


Hamway told the Society of 
Plastics Engineers at a meeting 
here that the value of the fabric 
topped $100 million. 


Continued growth of the industry, 
he said, depends upon ingenuity 
of chemists, engineers, production 
men and stylists; continual educa- 
tion of the consumer and industrial 
user; maintaining high quality 
standards, and development of im- 
proved raw materials. 
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Why do you like the > 
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e e 
Midland Time Plan? =“ 
Life 
den: 
ANSWERS: All 
mat 
G. C. Ostendorf, Buffalo, N.Y. - 
Packard-Studebaker Mol 
‘We have done business : Pg 
with the Marine Trust atins 
Company since our firm — = stud 
was established in 1908. : 
It is the only bank we 
aS have ever used for our % 
aa regularcommercial ~ 
business. Consequently, ~ 
your people know us and understand all of 
our financial problems.” “ 
P 
AP 
A. A. Newell, Cohoes, N.Y. ~ 
Dodge-Plymouth o 
“The Midland Time Plan : As 
saves me a lot of time t be 
and effort, because my ; 1 
customers are pre-sold ; Ar 
on the Plan and this "> 
helps me close the sale. 4 Ju 
It’s especially useful to } ) 
me, because of the local ; J | 
: u 
service, and at the same time, gives me 
contacts all over New York State when J 
I need them.” 
| J 
L. A. Henson, Syracuse,N.Y. | J 
Lincoln-Mercury 
Si 
“It is easier to do 
business with the local 5 
people when we have a 
bank plan. The Midland ? 
Time Plan literally saves : 
us thousands of dollars : t 
on wholesale, and our ; 
reserves have more than ; ; 
doubled since using this plan.” : 
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Affecting Factories and Dealers .. . 


Auto Advertising 


Paramount Oldsmobile, Brook- 
I winner of first place in the 
GM national sales contest (heavy- 
weight division), is now completing 
its second outdoor posting cam- 
paign through the N. C. Greenfield 
agency, New York. 

The first experiment with the 
medium in the highly competi- 
tive New York automotive mar- 
ket was in August. The cam- 
paign is currently being repeated. 

Each program called for 120 
twenty-four sheet posters in the 
Brooklyn market, as well as a large 
painted bulletin adjacent to the 
showroom. The bulletin directly 
ties in the posters to the point of 
sale. 

In both cases, posters were con- 
centrated in heavy auto traffic 
locations, the painted bulletins face 
directly to all traffic on Flatbush 
Avenue Extension, Brooklyn’s main 
artery. 


* * * 


Upholstery Leather Tiein 

The Upholstery Leather Group, 
Inc., of New York, will tie in its 
1956 ad campaign with Nash, 
Pontiac, Lincoln, Buick, Oldsmo- 
bile, Cadillac, Chrysler and De- 
Soto. 

Media for 1956 include Vogue, 
Life, Time, Better Homes & Gar- 
dens and Saturday Evening Post. 
All ads are four-color and esti- 
mated circulation of the media is 
16,359,000. 


* * * 





Mobile Unit Rings Detroit 


Detroit Radio Station WJR and 
the Detroit Free Press are cooper- 
ating in the operation of a mobile 
studio that travels to all parts of 


Calendar 


(Continued from Page 12) 


General 


April 11-14 — Middle Atlantic Regional 
Automotive Show, Commercial Museum, 
Philadelphia. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York. 

Apr. !9-29—General Motors Motorama, 
National Guard Armory, Boston. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 23-24—American Zinc Institute An- 
nual Meeting, Hotel Statler, St. Louis. 

April 28-May 6—International Automobile 
ee Exhibition Hall, Coliseum, New 
ork, 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-I5—National Plastics Exposition, 
New Coliseum, New York, 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 


Oct. 414 — Paris Auto Show, Grand 
Palais, Paris, 
Oct. 10-12 — National Transportation 


Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 
Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 

Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 


Nov. 8-9—National Fuels and Lubricants 
ae Society of Automotive Engi- 
neers, The Mayo, Tulsa. 


Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 8-I6—National Automobile Show, 
New Coliseum, New York. 


Jan. 14-18—Annual_ sorting, Society of 
Automotive maginaats, he Sheraton- 
Cadillac and Statler Hotels, Detroit. 


Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif. 


Letterbox 


(Continued from Page 12) 
sibly excluded from the rest of the 
events. , 

4. Fully reorganizing the staging 
of the affair so that some honest 
conclusions can be drawn, not just 
So that every make can win some- 
thing. 

5. And, most important of all, 
Placing the conduct of the races in 
the hands of men of integrity who 
would be assured that their deci- 
sions would not be overruled by 
the promoters.—DeaxsorN READER. 


greater Detroit “to cover news 
items as they first occur.” 


Jim Vinall, WJR newcaster, is 
the studio reporter, while Keith 
Kinney, mobile studio engineer, 
handles the technical details of 
communication, recording and 
production. 

The promotion was conceived by 
Worth Kramer, WJR vice-president 
and general manager, with Frank 
Angelo, Free Press managing edi- 
tor, further developing the project. 

* + * 
Champion Campaign Opens 

Bob Sweikert, winner of the 1955 
Indianapolis “500,” will remind mo- 
torists of the necessity of a spring 
changeover in the spring campaign 
of Champion Spark Plug Co. 

For its dealer outlets, Champion 
will provide 16x24 gummed posters, 
16x24 mounted posters, 8%x12% 
easel cards and 28x44 A-board 
posters, all to remind motorists 
that spring is the time to prepare 
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their cars in all aspects for sum- 
mer driving. 

In addition, Champion is taking 
a new approach in its national 
advertising on spring changeover 
with the slogan “Don’t Change to 
Summer Oil Without a Spark Plug 
Check.” 


The copy develops the fact that 
misfiring spark plugs cause oil 
dilution, thinning out new summer 
oil and wasting money. This new 
approach will be featured in major 
consumer magazines. 

* * * 


Mitchell Goes Outdoors 


Mitchell Mfg. Co. of Fort Smith, 
Ark., pioneer manufacturer of seat 
cushions, will conduct an outdoor 
advertising campaign from May 1 
to July 1, depending on geographi- 
cal locations and seasonal weather 
conditions. 

The company will conduct a 
30-day showing of 24-sheet col- i 
ored posters in major and sec- |Launch Novel Ad Campaign— 
ondary markets from coast to | the automotive accessories market will see a new approach to consumer advertis- 
coast. ing this spring with the introduction of colored movie commercials at drivein theaters 
It is believed to be the first out-| by American Enka Corp., Enka, N. C., on behalf of its Jetspun rayon seatcover yarns. 
door campaign ever conducted by | Going over the film series, made at Alexander Film Studios, Colorado Springs, are 





the seat cushion industry. | from left, Vic Seydel, vice-president, Anderson & Cairns, Inc., New York; M. Boylan 

—_———— ; ; Di irector, Ralph 

More than 100,000 persons read AUTO- | CF, sales manager, American Enka; Dick Moore, Alexander field director, and Ralp' 
MOTIVE NEWS every week! Tanner, vice-president, Anderson & Cairns. 
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Why are New Yorkers 


who read The News SO well dressed? 


Within the past year 


Why not? Look at all the clothes they buy! ... Of the 1,270,000 bought suits 


1,600,000 bought slacks 
or trousers 


men reading New York newspapers who buy major men’s 
apparel—almost half are News readers. The same News 


1,690,000 bought shirts 
readers purchase more liquor, cigars, automobiles, stocks 2,040,000 bought socks 
and bonds. They and their families buy more of everything! 1,970,000 bought shoes 
We learned who buys what in New York City and 830,000 bought coats 
suburbs from the largest and most comprehensive study of 750,000 bought hats 
newspaper readers ever made—by W. R. Simmons & (The above figures refer only to the 2,490,000 
Associates Research, who interviewed 10,345 in person. men readers of the Daily News, who 


live in New York City and suburbs. 


The data cost us more than $150,o00o—and may be Copyright 1955 by News Syndicate Co., Inc.) 


worth more to you! If you haven’t already seen it, ask your 
advertising agency or any New York News office to show you... 


“Profile of the Millions” 


THE @ NEWS, New York’s Picture Newspaper. . . with more than 
twice the circulation, daily and Sunday, of any other newspaper in America... 


220 East 42nd St., New York City... Tribune Tower, Chicago... 
155 Montgomery St., San Francisco. ..3460 Wilshire Blvd., Los Angeles 


. 
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AFC Says Curbs 
On Credit Would | 
Slow Auto Output | seine ie" Wiacerica ase \tnctory” tat 


Prices, Federal excise tax amounts and 


pul ing i - ted dealer delivery-and 
CHICAGO.—Expressing its vehe — seo neauaen — -handling 


ment opposition to the imposition! jassea on to the retail buyer, such as 
of consumer credit controls, the! State and local taxes, 

American Finance Conference has; charges and optional equipment. 
declared that such controls would| BUICK—Special—4-dr. sed., $2,412; 2- 


; j “ dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
cause automobile production ‘‘to| tr nardtop, $2,453; conv., $2,736; 4-dr. 2- 


slow up all the way back to the} seat stat. wag., $2,771. Century — 4-dr. 
iron mines.” |hatdtop, $3,020; 2-dr. hardtop, $2,958; 


Current installment credit levels | conv., $3,301; 4-dr. 2-seat stat. wag., 

t too high “when viewed in| $:251. Super —4-dr. sed., $3,245; 4-dr. 
are not too high wh . 2 hardtop, $3,335; conv., $3,539. Roadmaster 
the light of continuing high in- | —4-dr. sed., $3,498; 4-dr. hardtop, $3,687; 


i i 2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 
— levels, anwar and product = flow standard on Century, Super and Road- 





and today’s population trends,” the| master. Power Steering standard on Super | 





company said in its AFC Dealer | and Roadmaster. ) 
Newsletter.” CADILLAC — Series -62—4-dr. sed., $4,- 
The newsletter insisted that con- mS, —., ay +. Sedan 
‘ ; ; e e ardtop, ’ ; -ar. oupe e 
tinued growth of installment credit | Vi, naratop, $4,619: conv., $4,761; 2-dr. 
consistent with the expansion Of) gidorado Seville hardtop, $6,551; Eldorado 
the economy is necessary to sus- fg ge ge lg by ee 
* : -dr. sed., ¥ — *s -pass. sed., 
tain prosperity. It contended that) go eoe's pass. lim., $6,823. (Hydra-Matic 
artificial controls will tend to push| ana power steering standard. ) 
the standard of living downward.| cyHEevRoLET — (Prices are for 6-cyl. 
In a blast at the Federal Reserve | models; for V-8s, add $99.)—One-Fifty— 
Board’s wartime Regulation W, the a Ste: bar Saas aan a 
newsletter declared it did not slow | two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
down consumer spending but “sim-/ 908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
it i i - | $2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
ply channeled it into other direc San Wades: cae Deut Seek en,, Oh. 
tions and discriminated in favor of | 259: 4-dr. 3-seat stat. wag., $2,344. Bel Air 
the cash buyer.” —4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
cceuiceseaptemaeneniscniasesaannans eS dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
1956 P ti | conv., $2,340; 4-dr. 3-seat stat. wag., 
las 1c Boom | $2,478; 2-dr. 2-seat Nomad stat. wag., 
| $2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 
Seen by General | CHRYSLER—Windsor—4-dr. sed., $2,- 
a 865.75; 2-dr. Nassau hardtop, $2,900.25; 
TOLEDO. — Plastics divisions of | 4-dr. Newport hardtop, $3,123.75; 2-dr. 
General Tire & Rubber Co. expect | =e “= a Ti ait Sen 
1956 sales substantially ahead of | Yorker—4-dr. sed.. $3,774.50; 4-dr, New- 
1955 through release of new prod-| port neaeeee | $4, i097: =-ér. Fn ge —_ 
-|top, $3,94 r. egis hardtop 
ucts and expanded productive facil | $3 $00.50: conv., $4,287.78: 4-dr. stat 
ities, according to J. E. Powers, | wag. $4,518.50. 300B—2-dr. hardtop, $4,- 
General vice-president. | 414.25. (PowerFlite standard on New 
Powers said that the plastics | Yorker. ‘ 
few billion| CLIPPER—Deluxe — 4-dr. sed., $2,731. 
dollar industries in the U. S_ and |Super—t-dr. sed., $2,800; 2dr, "hardtop, 
; . ; oo | $2,916. Custom—4-dr. sed., $3,069; 2-dr. 
is growing five times as fast as hardtop, $3,164. 
any other industry. CONTINENTAL — 2-dr. sed., $9,538. 
i ay na ti (Turbo-Drive and power steering standard. ) 
Bi ls" DeSOTO — Firedome — 4-dr. sed., $2,- 
No $25 ! s 673.25; 4-dr. Seville hardtop, $2,828.25; 
Napkin Ad Called Stunt — | 2-ar._ Seville hardtop, $2,729.25; —4-dr. 
| Sportsman hardtop, $2,948.75; 2-dr. Sports- 
By U. C. Dealer |man hardtop, $2,849.75; conv., $3,076.75; 
4 
SAN DIEGO, Calif—Two junior |{" 300, Sot” Say “Snorteman, hardtop, 
“ 
college students collected 48 $25 | $3 426.50; 2-dr. Sportsman hardtop, $3,- 
napkins” and sought to buy 4 34159: ‘Adventurer 2-dr. hardtop, $3,- 
$1,200 car with them. When they 723.50: conv., $3,539.50; Pace Car conv., 
were refused, they sued E. L.| $3,610.50. (PowerFlite standard on Fire- 
Schroeder, a used-car dealer, to | flite.) 
force delivery. | DODGE — Coronet 6 — 4-dr. sed., $2,- 
Schroeder, in what he called “an | 263.50; 2-dr. sed., $2,190.50. Coronet ‘v-s— 
advertising stunt,” printed ads on| \4-dr, sed., $2,371.25; 2-dr. sed., $2,298; 
the cocktail bar napkins which ae me., hee $0: tr. naséton 
read: “This napkin good for $25| $2,54 r. hardtop, $2,433.50; bs 
toward purchase of any car.’ 4-a 
r. hardtop, $2,692.75; 2-ar. hardtop, 
Ronald Kollman and Robert E.| 52.578.75. Custom Royal4-dr. sed... $2.. 
French, both 22, obtained the four) 618.75; 4-ar. hardtop, $2,802.75; 2-dr. 
dozen napkins (worth $1,200, ac-| hardtop, $2,688.50; conv., $2,908. Station 
cording to the ad) and picked out a Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
car on Schroeder's lot, but he said | joan | * “taaees - ee 
the ad was “an obvious stunt.” The | yg om a a on 
students then sued in municipal | 5; 817.75; 4-dr. 6-pass, Custom Sierra V-8, 
court. | $2'864: 4-dr, 8-pass. Custom Sierra V-8, 
The dealer settled out of court) s2 969.50. 
and started a search for the rest FORD—(Prices for 6-cyl. models; for 
of the napkins. V-Ss, add $99.98.)—Mainline—4-dr. sed., 


7 773.50. Royal — 4-dr. sed., $2,508.75; | 


$1,891.48; 2-dr. sed., 
2-dr., $1,744.22. Customline — 4-dr. 
$1,981.76; 2-dr. sed., 


$1,846.30; 


$1,935.58; 2-dr. hard- 


top, $2,098.93. Fairlane—4-dr. sed., 


Wagon, $2,181.05; 


only), $3,147.60. 
HUDSON—Wasp 


standard. ) 
LINCOLN—Capri 


standard. ) 


2-dr. sed., $2,238; 


sed., $2,394; 2-dr. 


hardtop, $2,539; 2- 
conv., $2,695.50; 4-dr. 6-pass. stat. wag., 
$2,706; 4-dr. 8-pass. 


pass. sed., $7,597.50; 


2-dr. hardtop, $4,114.50. 
sed., $4,596; 2-dr. hardtop, $4,596; 
$4,742. (Turbo-Drive 


MERCURY—Medalist—4-dr. sed., 
4-dr. 
2-dr. hardtop, $2,372.50. 
sed., 


dr. 


4-dr. 


conv., $2,355.07. 
2-dr. 2-seat Ranch 
2-dr. 


$2,416. Hornet 6 Super—4-dr. sed., 


IMPERIAL—Imperial — 4-dr. sed., 
827; 4-dr. hardtop, $5,220.50; 2-dr. 
top, $5,089.25. Crown Imperial—4-dr. 


business 


2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 
Sedan, $2,292.87; 4-dr. 3-seat Country Se- | 4 
dan, $2,424.05; 4-dr. 3-seat Country Squire, 
$2,528.60 Thunderbird—Hardtop cpe. 


2-seat Country 


$2,297; 
hardtop, $2,442; | 


089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, | 4 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 
Victoria 2-dr., $2,333.75; 
Station Wagons — 


$2,381. 
-dr. sed., 
816; 2-dr. 


(V-8 |S 


Monterey—4-dr. 


Current Prices on New Cars 


sed., 


$2,539; 


4-dr. 


NASH—Statesman Super 6—4-dr. 


uper, 6- 


-4-dr. 


Ambassador 

$2,591; 
hardtop, 

sed., 


Super V-8—4-dr. 


922.50; 


PLYMOUTH—Plaza 6—4-dr. 
$1,879.56; bus. 
$1,780.50. Plaza V-8—4-dr. sed., 
$1,982.75; bus. 
$2,021.50; 2-dr. 


2-dr. 


Custom — 4-dr, | 2-4r. sed., 
. | Savoy 6—4-dr. 
$2,334.50; 4-dr. | $1978.50; 2-dr. 


hardtop, $2,469; 





stat. wag., $2,803. | é6— 4-dr. 


sed., 


| V-8- —4- dr. sed., 
| 081.75; 2-dr. hardtop, $2, 228.25. Belvedere 
$2,105.50; 2-dr. 


sed., 


sed., 
hardtop, $2,125.75. 


sed., 


cpe., 


Special V-8 — 
Custom 4-dr. 
$2,681. 
$2,685. 


sed., 
Ambassador 
Ambassador 
$2,997. Ambassador 
Custom V-8—4-dr. sed., $3,236; 2-dr. hard- 


sed., 


$2,025.75; 
$1,883.75. 


$2,124.75; 2-dr. sed., 











sed., 


Savo: 
$2. | 6-cyl. 


062.50; 4-dr. hardtop, $2,277.50; 2-ar, 
hardtop, $2,209.75. Belvedere V-8 i-dr, 
sed., $2,208.75; 2-dr. sed., $2,165.75; 4-ar, 
hardtop, $2,381; 2-dr. hardtop, $313; 
conv., $2,473.50. Fury—2-dr. hardto; $2. 
862. Suburban 6 — 2-dr. 2seat | cluxe 


spt. 


sed., Pe 
Super 294; 


$2,- 


439; 2- 
stat. 
$2,647. 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
4-dr. 2-seat stat. wag., 


$1,- $2,231; 


sed., 


2-dr. 
hardtop, 
2-dr., 
$2,350; Pinehurst V-8 2-dr., 


wag., 


$2,564; 


$2,236; 


stat. wag., $2,192.50; 2-dr. 2-seat C: stom 


sed. | sed.,, $2,635.50; 4-dr. hardtop, $2,684; 2-dr.| Stat’ Was’ "s-309 76; ddr. oscar tom 
“| hardtop, $2,614; 4-dr. 8-pass. stat. wag., . , 7 75. Sub chan V- , 
$2,-| $9961. Montclair—4-dr. spt. sed., $2,770:| St@t. Wa8., $2,479.75. Subu 8 2-dr, 
= teedee, Of $18.60. 2-dr, “hardtop | 2-Seat Deluxe stat. wag., $2,296; 2-dr. 
$2 748 50: aa $2 883.50 eax P| 2-seat Custom stat. wag., $2,367; 4-dr, 
: hon ae os 2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
METROPOLITAN—2-dr. hardtop, $1,527; Sport stat. wag., $2,583.25 
conv., $1,551. : he 5 


PONTIAC—Chieftain 860—4-dr. sed | §2,. 
2-dr. sed., 


4-dr. hardtop $2,-. 


dr. hardtop, $2,366; 
4-dr. 3-seat stat. 


Chieftain 870—4-dr. 


2-dr. 


sed., 


«-Sseat 
vag., 
$2,409; 


$2,744. Star Chief 


6 Super—4-dr._ sed., top, $3,379 —4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
$2,- “ eds a 2-dr. hardtop, $2,661; conv., $2,853; 2-dr. 
770. Hornet 6 Custom—4-dr. sed., $3,019; ant: 34s, ma. ryt aa ‘~~ = 2-seat Safari stat. wag., $3,124. 

a fa } A ; 2-dr. “y , ; 4-dr. rdtop, 7 

a rar wed. $3°286. 2-te hardtop, $3-429. | $2,667; 2-dr. hardtop,” $2,595. Super 88——| RAMBLER—Deluxe—4-dr. sed., $1.26, 

- wi ’ , . ’ 7 * | 4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr. Super 4-dr. sed., $1,936; 4-dr. 2-seat stat, 

$4,-| hardtop, $2,876; 2-dr. hardtop, $2,803; | W48-, $2,230. Custom—4-dr. sed., $2.056; 

hard-|conv., $3,026. Series 98—4-dr. sed., $3,-| 4-4F. hardtop, $2,221; 4-dr. 2-seat stat, 

8- | 293: 4-dr. hardtop, $3,546; 2-dr. hardtop, | W2&., $2,326; 4-dr. 2-seat hardtop stat. 
8-pass. lim., $7,-| $3,475; conv., $3,735. (Jetaway Hydra-| W48., $2,491. 

731.50. (PowerFlite and power steering Matic and power steering standard on STUDEBAKER — Champion 6 — 4-dr, 

Series 98.) sedan, $1,993; 2-dr. sedanet, $1,841; 2-ar, 

- 4-dr. eee $4,207; | ‘a ba he ee bee Pennie sedan, $1,943. Hawk 6—Flight Hawk 5- 

remiere—4-dr. 5 -dr. ardtop, 3, . ic — 5 i es 

conv 4-dr. sed., $4,160. 400—2-dr. hardtop, | P38S- CPE. age ge a - = 

| $4,190. Caribbean—2-dr. hardtop, $5,495; | S¢4an, $2,121; 2-dr. sedanet, $1,970; 2-dr, 

and power steering | $4°49¢ $5,995. (Ultramatic standard. ) sedan, $2,072. President V-8—4-dr. sedan, 


2-dr. sedan, $2,184. President Clas- 
cpe., | sie—4-dr. sedan, $2,485. Hawk V-8—Power 


Hawk 5-pass. 
hardtop, $2,473; Golden Hawk 2-dr. 
$3,057. Station Wagons—Pelham 
$2,229; Parkview V-8 2-dr., 
$2,525. 


cpe., 


$2,097; 


Sky 


$2,- | drive standard on Golden Hawk.) 


New Commercial Car Registrations, 


43 States for February, 1956-1955 


Hawk 


(Over- 
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Truck registrations by states . C ' | | | 
are released here weekly, as | Brock-| Chev- a | a ot Stede- To- 
compiled by R. L Polk repre- | way | rolet T Dodge| Ford nal Mack | Reo | baker | White | witty Mise. | TAL 
sentatives in state capitals. | ! 
28 States Previously "56 14, 8999 136; 1751, 8055; 2832; 3558 412 9 385 577 827 346, 27991 
Reported for February 55 7| 6637; 126) ~—'1953, +8208) 1610, ~— 3057; 305) S59) 304 365, 983) ~——-239| 23853 
Alabama "56 | 522 2 58 374 247 150 19 5 22 6 8 1413 
‘55 404; 2 % 7 419 ae: 79 122 a 6 ae & . » il 3 - 1156 
Arkansas "56 451 5 45 368 118 162 17 10 5 1181 
55) 7 386 1| 87,445 12; 107, _—S sb te 13) | 18) 
Connecticut "56 I 184 7 26 136 54 64 9 ~ i 21 22 19 562 
‘55 4 72 5 33 i 12. 39 5 4 3 10 24 5| 377 
Georgia ~ *S6 270 7 63 331 135 107 " I 10 19 16 970 
55 714 ! 162 gi! 135 157 17 3 3) 23 22 | 20/7 
lowa "56 302 & 46 310 55 164 ! 16 10 5 27 944 
55 300 8 109 469 55 269 7 3 18 a 18 | 268 
Kansas "56 262 2 38 243 75 121 12 9 7 18 6 793 
"55 a 307 Ae oa 312) 60) 2\_ iW} 7 19 370 
Kentucky "54 469 3 80 453 171 213 6 I 3 12; «30 1; 1452 
"55 | 332 3 66 347 87 105 6 a 9 32 31 2| 1022 
Louisiana 56 $45 4 68 535 182 175 3 I 20 23 25 5 1686 
‘SS 469; 2 ee 136) 8 22) 2} 8} 8B 
Massachusetts 56 4 265 6 93 288 76 123 22 9 i" rT 31 23 oo 
"65 2 250 10 45 338 ‘SI _2 15 ‘5 5 29) 51 7 900 
. Mississippi "56 554 59 388 156 156 8 9 5 8 1343 
55 475 : 67 425 6 156 3 18 4 9 | 1274 
Missouri 56 967) 10 128; 735 330 329 12 1 28 48 25 8 2621 
‘SS 595 4 10! 601 i13 202 4 J 18 16} 22 7| 1684 
New Mexico "56 148 5 75 110 29 5 1 3 20 I 407 
‘55 117 o __ 40 101 3) ie 48 | = 8 : | e 12) | - 304 
Oklahoma ‘56 520 e §5| 47 132 16l 25 7 15 22 5) 6 «1418 
‘55 454 1 117 534 12! 180 a iS 13 9) 3| 1453 
Oregon "56 359 2 54 249 125 114 3 1 23 57 68 21; 1076 
55 275 6 67 290 73 102 6 | 20 i 83 i 945 
Texas "56 2218 31 209° «1689 524 544 38 1 49 92 36 12; 5443 
55 1305 6 222| (1321 202 395 “ 2 49 72 6! 8| 3652 
43 States Reported "56 19 17135 223, 2788) 14700; 5322' 6170 586. 129 624 966, «1147 489| 50298 
To Date for February ‘SS 13) 13092 179; 3288, 15249) 2930; ‘$281 404 82 554 CTE 290| - 43369 
Year "56 94) 39421 541, 6928, 33744, 12194 14278; 1545 347, 1473) «2217; ~=—«2458| ~—«1199| 116439 
To Date ‘SS 110! 32529 400! 8575, 34041; 8091! 13677 945 295! 1304) +1644) 3225 764| 105600 





New Passenger Car Registrations, 40 States for February, 1956-1955 


Car registrations by states 


“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and a r -_ time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions. 


































































































are released here weekly, as Chrys-| Impe-| De- Plym- Ser | ot FORD 
compiled by R. L. Polk rep- ler rial Soto | Dodge! outh ota. Ford |Lincoln| cury — TOTAL | Buick role# |mobile 
resentatives in state capitals. 
24 States Previously *56) 1252; 2494) 3746) 3356) 330! 3110) +6394) 914328) 27518; 35112; 1297; 7714! 47| 44170) 16959; 3890) 41767; 13773) 10554) 86943; 1091| 2874) 3965) 1361! 167703 
Reported for February ‘55 1079| _1579| 2658/3868 360) 3236! 6864) 16508) 30836) 37440) * 700) 8153) | 46293) 17954) 3879} |_31620|_ 14 14035| 11716} 79204) 1201} ~— 2602} ~—- 3803 957| 16375! 
Alabama "56 31} 44 75| 112 7 77| 148 552) 896; 1700 37 305 | 3| 2045) 768; 107; 2409; ~—«587| 397| 4268) 12) 107) 1g 33| 7436 
Fe 27 38} 65 80, 3 56 176} 599 914) 1862 20 228 2110 518 82} 1323) 420) 389} 2732/ 17 59) 76} 15} $912 
Arkansas ‘56 19) 39) 58 61) 2 42 143| 474| 724| = 1229) 29) 265) ! 1524) 366 82 1385) 379| 294; = 2506! 14) 94 108 5| 4925 
‘ee 16} 30} 46) 73 2 60 202 457) 794| 1336) 16} 213) 1565} 379} 7i| (1177 388 | 341| 2356! 15} 66| 81} 9| 4851 
Connecticut . *56) 55 162) 217 187 22) 116 379) 649! = 1353) —-1525| 45) 330 I 1901 | 658) 156; = 1661 | 644, 497| 3616! 78; 129; ~+~«207 169| 7463 
55] 53} 81] 134} 162 I 90) 270) 629 1162) 1271 18! 249 1538) 571) 138} 977) 469| 455 2610) 53) 96 | 149) 101| 5694 
lowa “56 35) 80 115! 110 10 76| 238 477 9it| = 1314 43 285 ' 1643) 537) 96| 1666} 411) 290; 3000) 26| 119! 145 35| 5849 
‘55 14} 55 69) 174 12 119! 30! 739| 1345) = 1839) 29) 336| | 2204] 757 115} 1763} 665| 553| 3853 44) 160 204 ~I7| 7692 
Kansas *56| 23) 63) 86 49 2 35) 113) 242; 441) 738 17 155 I 911 291 | 66 | 959 | 258! 274, = «1848 19! 64 83 23| 3392 
55} 25} 71) 76| 73) 8 43 153} 397 | 674 1158} 14 229 1401 | 432) 71} 121 365} 425| 2414! 24} 74 98 12| 4695 
Kentucky “56! 31} 4\) 72 77 5 62 207 | 468 819; 1366) 23 254 ! 1644_ 626) 89; 2064) 512) 390; 368! 23) 74| 97) 21| 6334 
*55] 22) 56| 78) 93) 2) 72) 239 526 932| 1436) 13 219! 1668} 609) 86) 1381} 425) 377| +2878 38| 100 138 11} 5705 
Louisiana *56| 8) 51} 59| 91) 9) 78 165| 459 | 802! 1668) 275 1986} 665) 114| = 2364) 643) 4376 30) 118 148 20! 7391 
55! 15] 36} 51} 109) 12) 8 279| 667; 1165} 2166} 29 298 | | 2493} 578| 125| 1757) 529) 618| 3607} 33] 125 158 17| 7491 
Maine *56| 17) 34) 51) 20: I 16 54) 133) 224 257) 7 55) 319 112) 26| 276! 70) 86 570 2) 25 27|—«25| ~—=«d:216 
‘SS! 9| 18) 27) 20 | 15} 57) 124} 217 254 | 2 54) 310) 98 16} 319} 78| 87 598 9| 28 37 11} 1200 
Maryland "56) 46 46 72 144 15) 160 376| 863; 1558) 1718!) 34 301) 2056 | 770) 134) 2283} 589) 510| 4286 110; 44 254 50| 8296 
55) 34} 62! 96} 146) It 140} 336| 824; 1457 1776 | 22) 273} i__2071| _—800} 127|__1949| 551] 539| 3966 All 120} 161 34| 7785 
Michigan *56) 171 386 557, 455) 54) 608; 1109; 2436; 4662) 6378) 237! 1308) 10| 7933) 3753] 977| +8365} 2425; += 1900) +=17420) 146| 326 472| 213) 31257 
55} 177| 316} 493 | 756) 78} 579} 1909} 3652) 6974) 9332) 145 1936| | 11413) 4843) 1333) 8667} 3284) 2926 21053) —287| 368} 655} 94| 40682 
Nebraska ‘56, 20) 47) 67) 73) 14) 39 134) 303) 563 851) 28) 186 | | 1065} 381) % 965) 286 248) «1976, ———36| 71| 107} 7| = (3785 
55} 5| 23) 28} 93) 12) 86| 186 | 417| 794 1247| 20} 210} | 1477} 588 | 77| 70) 369 347| 2251! 17| 83| 100 13} 4663 
New Mexico *56) 7| 10} 17) 14) 1} 16) 19! 69) 19 — | H| 65) | 343 | 122) 27 337| 98 | 86 | 670 * 15 19 10} 4178 
. ‘55! 5| ia 16! 44) 3) 28 77\ 127} 279 | 413} 83) | 504} 203) 31} 426| 162| 166 988 4| 46 7 1840 
Oklahoma 56. 3| 80! 46) 7) 71 142) 382; 648) =: 1258) +s 255) 3) «1554! 645) 119| 1789) 539| 437| 3529 38| 86) 124 27| = 5962 
*55/ £2 96 | 107| 8| 106] 203) S eel 1002} 1836! 30 370} | _2236| 783; 126] ~_—=*1825! 676| 627| 4037 25! 98 123 13} 7507 
Oregon “56! ‘ol 121 183 83 8) 108! 230/428) ~=«BS7| «1204 51| 325) 1} = 1581} 598; 122| ‘156! | 445' 412): 3138! 22| 161! 183 189; 613! 
‘55| 40 61 10! 119! 4) Ca 238) “| 914 1086 31 281 | | 1398| 5 530) 109; Li 417| 414 2581 33) 133 166 44 5204 
Pennsylvania = 188; S01} + =-689| +~=«764) =| ~=—S785/ =sIS71| 4279) +7467| +~—-7401) 219! = 1473) 12] 9105) 3725) 681! 7247; 2605; 2054) 16312) 304) 635! 939 | 240| 34752 
159} 240) 399; = 759) 61} 667! 1447) 3645) 6579| 5893) 119} 1307) | _7319| 3343} 663| 5803} 2554) = 2199} 14562] 248! 408) 656) 242| 29757 
Texas aI 86 1% 282) 305 | 56) 285 744| = =1793| +3183! = 6958) 148) = 1252! 45! 8373! =—- 3266! 616; 9739' 2443; 1942) 18006) Hit} 432/| 543) 120| 30507 
*55] 5 169} 339) 40| 259| 661] 1894) = 3193} 698} NO} 215} | _ 7523) 2511} = 466] ~— 5868} = 2052) 2082] = 12979! 115] 309 424| 53] 24341 
40 States Reported *56) 2071| 4375; 6446) —«5947|—« 13/5684! 12166) 28335/ 52745| 70950) 2299 14803) 101| 88153) 34242| 7298! 868371 26707| 20961! 176145| 2066) 5474| 7540) 2548) 333577 
To Date for February "55! 1768} 2854| 4622} 7015; 628) 5783) 13598) 32207| 59231| 76543} 1326| 15654 | | 93523] 35497] 7515! 67957! 27439| 24261| 162669; 2205) 4870) 7075! 1650) 328779 
Year “56| 4654; 9902) 14556) 14206! 1450! 13180| 27667| 65280) 121783| 156725! 5241| 34503) 311| 196780! 79045! 18870! 196179| 63232) 49682| 407008! 4899) 12474) 17373| 7725| 765225 
To Date ‘55; 4262} 7499| 11761) 19297! 1693} 14746) 34249| 79571| 149556} 166357} 3505] 36903) | 206765] 86085; 20045] 145767! 67332| 60875) 380104) 3895) 11510) 15405) 5203) 768794 





*'The information contained in this report has been compiled from official state documents. Every reason- 


able precaution has been exercised to insure accuracy of this report to the extent 


of the registrations 





received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liabilit: 
by reagon of inaccuracies or omissions.’’—R. L. Polk & Co. 
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Pealer-Legislator Urged .. . 


Police Plan’ Outlined 


By Colo. U. 


DENVER. A blueprint for 
organizational policing of Denver’s 
ysed-car dealers to protect the 
public and insure sound business 
practices was unveiled at the an- 
nual meeting of the Independent 
Automobile Dealers Assn. of Colo- | 
rado. 

About 90 dealers attended the 
meeting to elect officers and to | 
review the activities of the past 
year. They were joined by rep- 
resentatives of five banks and | 
four finance firms. | 

Keynoting the organizational | 
program was Jimmy Fennell chair- 
man of the group’s legislative com- 








Chrysler Appoints | 
Ozburn, Yeras | 
And Conklin 


DETROIT. — Appointments of 
three regional sales managers have 
been announced by Chrysler divi- 
sion. Claude S. Ozburn is the St. 
Louis sales manager, Cornelius | 
Yeras has been named to the same| 
position in Memphis, and Robert | 
L. Conklin heads Chicago sales. 

Ozburn has been with Chrysler 
division since 1948 when he was 
designated St. Louis district man- 
ager. Yeras joined the division in 
1951 as Rockford (Ill.) district 
manager. Conklin joined Chrysler 
division in 1952 as a district man- 
ager in the Kansas City region. 


Ford to Build 
Alabama Foundry 


DEARBORN. — Ford Motor Co. 
has announced that it will con- 
struct an aluminum foundry at Lis- 
terhill, Ala. It is expected to be in 
production by the end of 1957. 


D. J. Davis, manufacturing vice- 
president, said the company is ne- 
gotiating to purchase a 130-acre 
tract for the plant. He said the 
foundry will have 250,000 square 
feet of floor space and will employ 
about 800 persons. 

The site is adjacent to property 
on which Reynolds Metals Co. plans 
to build a new reduction plant. The 
foundry will receive aluminum in 
molten form. The two firms re- 
cently completed an agreement 
which was said to be the largest 
industrial aluminum order in his- 
tory. 


Yank Be Nimble 


Car Rental Firm Buys | 


British Fords 


NEW YORK. — Kent National 
Car Rental System, Inc., here is 
offering British-built Fords for 
those who want a “nimble” car for 
metropolitan use. 


Twenty of the cars were placed 
in service and were rented within 
24 hours, according to the firm. 
Rental rates are $5 per day, plus 
eight cents per mile. More of the 
cars have been ordered, it was said. 

They have left-hand drives, 
American standard shift, U.S. fit- 
— and full-size trunks, the firm 
said. 











Drivein Dealership 


Opened in Portland 


PORTLAND. — Drivein mov- 
ies, banks, restaurants and dry 
cleaners have caught the pub- 
lie’s fancy. Now Wolfard Ford 

opened a “Drivein Auto 
Mart.” 

‘Don’t subject yourself to 
Showroom pressure, salesmen’s 
wild promises,” Wolfard said. 
“Now you can .. . inspect and 
Price all the new models with- 
out leaving your car.”. The firm 
said it had eliminated 82 per- 
cent of the “usual sales costs.” 








Glasgow Nash Opens 


Harold Macgruder has opened 
Glasgow Nash in Glasgow, Mont. 


C. Men 


mittee. He outlined plans for po- 
licing the industry and declared the 
association should have a repre- 
sentative in the Legislature to pro- 
tect dealers’ interests. 

He suggested that a dealer with 
an inclination toward politics place 


|his name on the ballot in Novem- 





Beller Again Heads 


Industry Fund Drive 

NEW YORK. — Louis K. Beller, 
Public Service Tire Corp., once 
again has accepted the chairman- 
ship of the automotive division of 
the United Jewish Appeal of 
Greater New York, according to 
Jack D. Weiler, general chairman 
of UJA. 





| Shay. 
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ber. Should he be successful, Fen- 
nell said, it would give the industry 
a watchdog when bills “not de- 
signed to the best interest of the 
industry” are introduced. 

Fennell called the policing pro- 
gram “another move by this organ- 
ization to clean up the much- 
maligned used-car business, which 
is rapidly approaching an ethical 
understanding with the public.” 

He noted that a committee 
headed by Howard Stark met 
recently with new-car dealers 
and Better Business Bureau offi- 
cials in an attempt to solve prob- 
lems created by misleading ad- 
vertising and blitz deals. 

The committee seeks to curtail 
such activities by urging Denver 
newspapers to refuse ad copy from 
guilty dealers. 

Reelected president of the inde- 
pendent dealers was Hugo Sill, 
Hugo Sill Motor Cv. Harry Moll 
jr., Harry Moll Motor Co., was re- 
elected vice-president. 


Directors are Fennell, Stark, 








Lead San Francisco Buick Dealers— 
Ed Deemer, second from left, Alameda, Calif., retiring president of the San Fran- 


Max Pomeranz, Tom Heenan, Bill | ¢.¢9 Metropolitan Buick Dealers Assn., congratulates the association's newly elected 
Goodro, Justyn Rosen and John | officers. From left are Paul Dibert, Redwood City, secretary-treasurer; Deemer; B. H. 
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NEIDARAMIC VISIO 


AND REAR 





| Spencer, San Francisco, vice-president, and Les B. McFetridge, Walnut Creek, president. 









"Oneidaramic'"’ Vision a new concept in "Sight Safety" is standard on all 


Oneida models. The wrap around windshield that truly gives you all-around 


LIGHTS 


visibility. Increases ‘driver's view where it counts: side of road and fender 
areas. No blocking out effect from center windshield posts. Deeper and wider 
Hi Test Safety Glass windshield sloped to reduce glare. The same "Oneida- 
ramic" theme is carried through to the rear. “Oneidaramic Vision" applied 
fore and aft allows the driver an unobstructed view inside and out, in front 


and back, and on all sides of the bus. Compare . . . Then Quote! 
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PLENTY OF PROMOTION — pias 
wide public relations program 





Call or write your nearest Oneida Distributor or direct 
to Oneida for quotations and complete bidding information. 
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_ HENNEY. MOTOR COMPANY, INC, ._- 
CANASTOTA, NEW YORK 
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Some Dealers See ’56 Topping °55 





No Time For Blues in Richmond 


RICHMOND, Va. — While auto 
men across the nation moan about 
record inventories, Richmond’s new- 
car dealers aren’t complaining and 
the more optimistic even predict 
sales this year will surpass those 
of 1955. 

A survey of 13 firms by a Rich- 
mond newspaper showed only 
one that was pessimistic. Nearly 
all reported stocks about the 
same level as last year. 

A majority said sales for the 
first two months of 1956 are at 
least even with the same period 
last year. Some indicated, how- 
ever, that profits were lower. 

“The only thing bad I see at all 
is the used-car situation,” said 
Stuart Ancarrow, manager of 
Parker-Lawler Motors, Inc. 
(Dodge-Plymouth). Used-car sales, 
said Ancarrow, have been slack. 
Other dealers agreed. 

Haywood Hyman, vice-president 
of Hyman Bros. Pontiac, Inc., said 
his inventory now has only 25 cars 
compared with 50 last December. 


“Business has been very good 
with us,” said Hyman, “we sold 52 
cars last month and an average of 
59 last summer.’ 

W. Ashby Jones III, president 
of Jones Motor Co. (Cadillac-Olds- 
mobile), said he has more 
Oldsmobiles on hand than at the 
same itme last year, but he 





Fruehauf Joins 


Nuclear Project; 
Hint Atom Truck 


DETROIT.—Roy Fruehauf’s pre- 
diction that atomic powered trucks 
would be a reality by 1966 has been 
followed by Fruehauf Trailer Co.’s 
participation in a $50 million atomic 
power company. 

Fruehauf made his _ prediction 
last January when speaking to the 


8th annual national credit confer- | 
ence of the American Bankers 


Assn. 


The firm is Power Reactor Devel- 
opment Co. and it will construct | 


and operate the nuclear power 


plant as a non-profit corporation. | 


The plant will be located at La- 
goona Beach, Mich., about 30 miles 
southwest of here on Lake Erie. 

Chrysler Corp. also is one of the 
member firms. Walker L. Cisler, 
president, Detroit Edison Co., is 
president of the nuclear firm. He 
also is a member of the Fruehauf 
board. 
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needs a lot because of the wide 
choice of car types. 

On the other hand, said Jones, 
his firm is selling Cadillacs now 
for delivery in May. Oldsmobile 
sales, he said, were nearly 50 per- 
cent higher in February than in 
the same month of 1955. 


A. P. Ward, sales manager for 
Paul H. Pussey, Inc., (Lincoln- 
Mercury), thinks credit was ex- 
tended too far last year and that 
it will take time to get the market 
back on a stable basis. 

Ward says his firm’s sales are 
5 to 10 percent behind last year’s, 
but he still believes 1956 will be a 
good year, although maybe not so 
good as 1955. 

Fred A. Muse, president of Muse 
Buick, Inc., and new president of 
the Richmond Automobile Dealers 
Assn. said sales so far in 1956 are 
10 to 15 percent off those of last 
year, but he predicts a good year. 

Muse said although his stocks 
had been high, they have leveled 
off. 

“The four best months in the 
year are before you,” he said, 
“and if you don’t keep stocks up 
you’re going to lose business.” 

Dick Strauss, new-car manager 
of Commonwealth Motors, Inc., 
(Ford), said his firm’s inventory 
was about 115 cars — but that the 
company’s normal inventory is 90 
to 115 cars. Strauss said he’s found 
business this year about the same 
as early last year and he’s looking 
for improvement. 

G. E. Woody, sales manager of 
Mooers Motor Car Co. (Packard), 
was pessimistic, although he said 
sales were holding up. 

“With long trades, long discounts 
and come on sales,” he said, “no- 
body is making any money.” 

Charles T. Hudson, sales manager 
of Lauritzen Motors, Inc. (Nash), 
|said sales “at the moment are run- 








EBENSBURG, Pa. — A plan for 
| taking unsafe cars off the road has 
| been proposed by the Central (Pa.) 
|Dealers Assn. It was suggested 
| that manufacturers buy the junked 
| jalopies for scrap. 

The association contended that 
both manufacturers and dealers 
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Junking Program Outlined 


Pa. Group Suggests Makers Pay Dealers 
For Scrapping Unsafe Autos 





|and to get their opinions. 


| to the manufacturers to show them 


| they’d also be helping themselves.” 


ning ahead of !ast year by about 
50 percent.” He credited the new 
Rambler with much of the increase. 

“We're optimistic,” said Douglas 
Culinan, sales manager of Murray 
Oldsmobile Co., Inc. 


“Things have been a little tight 
the last several weeks, but the 
season is almost ready to start 
— although it’s a little late.” 
Charles W. Appich jr., assistant 

to the president of Emrick Chevro- 
let Sales Corp., also predicted a 
good year if sales trends continue. 
R. E. Cashell, sales manager of 
Dominion Chevrolet Co., said sales 
early this year are some 20 percent 
ahead of last year. 

“We're going through a readjust- 
ment period,” said Clayton Thomp- 
son, secretary of McKimmie Motor 
Co.,; Ine. (Chrysler-Plymouth). 
“Things have been slow, but I 
think we’re getting over the hump.” 





Nash Continues 
Outdoor Awards 


DETROIT.—Continuation of 
Nash’s conservation awards pro- 
gram has been announced by 
George Romney, president, Ameri- 
can Motors Corp. Entries close Aug. 
15, 1956. 

The program singles out 20 con- 
servationists for outstanding 
efforts. Ten awards, each consisting 
of $500 and a bronze plaque, go to 
professional conservationists, 10 
bronze plaques go to non-profes- 
sionals. 

Nominations for the awards can 
be made by letter. Supporting 
documentary evidence should be 
included. Nominations should be 
sent to Nash Conservation Awards 
Program, Room 1700, 745 Fifth 
Ave., New York City, N. Y. 








would profit from the junking | 
plan. It would, the group said, | 
spur sales of new and used cars | 
and also boost parts sales. 
“The old cars, many of which} 
operate on the safety borderline, | 
would be gradually forced out of 
use,” said Donald J. Wolf, associa- | 
tion president. “This fact, plus the} 


| organized junking by dealers, would 


create a better used-car market.” | 


In a letter to the Pennsylvania | 
Automotive Assn., Wolf suggested | 
that the manufacturers could set up | 
receiving points and pay $75 or $100 | 
for cars driven in, or they could pay | 
the dealer a certain amount for dis- 
mantling the cars for scrap. | 

He asserted that General Motors 
once had such an arrangement with 
dealers. 

Wolf added that the program 
might be carried out by a zone 
office representative who could 
visit dealers to see that the cars 
were being destroyed and 
scrapped properly. 

Wolf said that in writing the 
Pennsylvania association he hoped 
to interest other dealers in the plan 





“If enough ideas and suggestions 
are received,” he said, “a definite 
workable plan could be presented 


that by helping us in this matter 





ee 
Barnes Hits Kraco 


For Infringement 


LOS ANGELES. — In a civil suit 
filed in the U. S. District Court 
here, Barnes Corp., Wadsworth, O., 
has charged Kraco Corp., Los An- 
geles, with patent infringement by 
substantially 100 percent copying 
the Port-A-Wall rubber tire trim 
made by Barnes. 

Barnes asked that an injunction 
be issued enjoining Kraco from 
further manufacture and sale of a 
copy of the trim. The suit also asks 
for an injunction against anyone 
making or suplying this trim for 
Kraco and other firms. 


Which Is You? 





Stiff-Armer— 


Earle F. Heffley, of Kemper Insurance's 
auto safety committee, impersonates drivers 
who rarely get into accidents themselves, 
but are a constant source of trouble 
and danger for other motorists. Here is 
the fellow who is determined to keep 
the ship on course no matter what. He's 
the fellow who will poke along the high- 
way, with a dozen or more cars lined 
up behind him. 





Huncher— 


“Aha! There's a little opening. Maybe 
| can make it.” The huncher tends to 
regard the highway as a race track and 
is ready always to take every opportunity 
to get ahead of the othe: driver. 





Touch-Type— 
his 
| driver who believes that, because of the 
| latest developments such as power steer- 


Heffley gives impression of the 


ing and power brakes, driving has 


become so easy you can hold the wheel 
just as you do a cup of coffe. 





Busybody— 

Does everything with his hands except 
hold the wheel. But does he leave the 
car unsteered? Of course not. What do 
you think he has legs for? 





——. 


Kentucky Elects 
Director Slate; 


Meeting Delayed | 


LOUISVILLE. — The Keniucky | 
Automobile Dealers Assn. hag 
named its 1956 board of dire«tors, - 
but the annual meeting of the new ~ 
board, generally in April, will be — 
delayed until after the specia! ses. 
sions of the Kentucky Genera’ As. 
sembly. 

The new directors are: First dis- 
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trict—C. B. Wilson, Paducah; sec- Bi 
ond district—Harry Holder sr.., (re- the F 
elected), Owensboro; third district ~ Ford 
—Ben F. Long (reelected), Louis- Kaise 
ville; fourth district—Sam C. Hicks, 4 the * 
Elizabethtown; fifth district—I. Rg 4%" 
Hicks, Covington; sixth district— 7 years 
Roy R. Royalty, Irvine; seventh got i 
district James Cox, Paintsville; of C 
eighth district—D. H. Disney, Cum- which 
berland. 

The 16 holdover members are: | Expe 

First district—John Earle, Ful- “JE 


ton; Cy Williamson, Hopkinsville; ~ d 
second district — Grady Gentry, é _ 
Providence; N. S. McGaw, Madison- ~ ea 
ville; third district—Glen E. Van | Pie 
Slyke, Louisville; George P. Whip- depal 
ple, Louisville; fourth district— 9 witnc 
Guthrie Wilson, Bardstown; How- “N 
ard Pearce, Shelbyville; fifth dis- ~ com 
trict—Rudy Booth, Newport; Wil- 7  gien 
liam D. Calvert, Maysville; sixth ban! 
district — Maurice Canfield, Rich- Iv 
mond; B. W. Whitaker jr., Frank- consi 
fort; seventh district — George © Gern 
Wells, Pikeville; W. H. Reynolds, > for rn 
Jackson; eighth district—John T. | to be 
Catron, Corbin; Robert L. Marcum, | = Jn 
Stearns. ) and 
Se i have 

as DI 

Montreal Dealers have 
a: possi 

Reelect Langlois a 
! 

MONTREAL. — Roger Langlois N 
of Langlois Automobile, Ltd., has I, 
been reelected president of the Au- ear 
tomobile Retailers Assn. Over 150 oe 
members of the association at- | quat 
tended the annual affair. V 
Langlois reported that the associ- lac] 
ation’s membership has increased | yea 


by 32 new members to bring its 
number to 85 on the Island of Mon- | 
treal and to 92 for the district, ora 
total of 177. 

Howard Moore, vice-president of 
the Federation of Automobile 


oo eae ae ak 


Dealer Assns. of Canada, addressed D 
the meeting on salesmen. Others ; ver 
reelected included R. M. Everson, ; has 
first vice-president; Charles Robert, excl 
second vice-president; Wilfrid : F 
Page, honorary -reasurer, and | dep 
Emile Clermont, honorary secre- 7 of 
tary. 7 “Pa 
a a ope 
as 
No Brake Pedal | = 


Accelerator Valve Stops 
Misseurian’s Car 


JOPLIN, Mo.<*A brake pedal is 
excess baggage on H. C. Mack’s car. 
He threw the brake pedal out 15 
years ago. 

A vacuum valve operated by the 
accelerator stops Mack’s car. When 
the accelerator is pressed down, the 
valve is closed, and when the accel- 
erator is released, the valve is 
opened bringing the car to a stop. 

For quick stops, Mack simply 
presses against the bottom of the 
accelerator with his heel. He calls 
the device universal braking power 
and claims that the vacuum valve 
applies considerably more pressure ~ 
than a driver can apply to a foot 
brake. 


Salesmen Reminded 


Of Demonstrator Tax 

BUFFALO.—The director of the 
Erie County sales tax division has 
sent to all auto dealers a memo 
to be passed on to their salesmen 
regarding the collection and pay- 
ment of the Erie County sales tax 
on demonstrators owned and sold 
by the salesmen. 

The collection and payment of 
this tax on all the cars sold and 
on all the cars taken in trade by 
the salesmen, as outlined in the 
memo, is regarded by those affected 
as unfair, according to a bulletin 
of the Buffalo Automobile Dealers 
Assn. 
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Correspondent George L. Glaser Writes . . . 
ee ee ay 


Auto Letter from Europe 


RANKFORT, Germany.—A story 

in Spiegel, a prominent weekly 
German magazine, should ring fa- | 
miliar echoes for many an Ameri- | 
can dealer. 

The article, “Battle of the | 
Giants,” said in part: “Less 
agreeable (after a visit to the 
Vienna opera) was the stay of 
‘Henry Ford in Paris. 

“There, he was visited by the in- 
the-meantime resigned president of | 
the Friendship Assn. of German 
Ford Dealers, a Mr. J. Platz from 
Kaiserslautern, who told him about | 
the worries of the German Ford | 
dealers 

“In the course of the last few} 
years, a number of Ford dealers| 
got into difficulties because Ford 
of Cologne assigned them quotas 
which were hard to comply with. | 
* a 7 | 


Expansion Ordered 


“—VHE Cologne sales department | 

did not only increase the sales 
quotas but also requested that the| 
dealers, at their own expense, ex- 
pand the agencies in a representa- 
tive manner and build shops, parts 
departments and service stations 
without factory aid through credits. 

“Numerous dealers who did not 
comply or could not sell suffi- 
ciently lost the contracts and 
bankruptcies occurred .. .” 

I would like to add that one must 
consider the situation of Ford in 
Germany. The fact is that Ford, 
for many years, has not been able 
to be competitive to GM’s Opel. 

In the campaign for renovation 
and expansion, many drastic steps 
have been necessary—just as much 
as product improvement—and they 
have had to be taken as quickly as 
possible. 


* * 


No Bed of Roses 


N GENERAL, from my observa- 

tions, Ford dealers for many} 
years have not been on a bed of | 
roses and many did not have ade-| 
quate service departments. 

When one tries to undo the 
lack of progress during many 
years within a short time, it is 


Denver Gets First 


Plymouth Single 


DENVER. — Murray Fry, a Den- 
ver automobile dealer since 1920, 
has been awarded this area’s first 
exclusive Plymouth dealership. 

Fry, who has operated as an in- 
dependent dealer under the name 
of National Motors, Inc., and 
“Pappy Fry” at 300 Broadway, will 
operate the Plymouth dealership 
as Fry Plymouth Motors at the 
same address. 


AUTOMOTIVE 
SALESMANSHIP 


The famous sales 
training program 
by the dean of 
automobile sales 
trainers. 


W. K. BRAASCH 


is now available 
in six powerpaked 
manuals. 








A complete and detailed course cover- 
ing every phase of automotive selling. 
These new manuals contain all of the 
field-tested methods which we have 
used successfully in training over 50,000 
automotive salesmen. A "'must'’ for the 
beginner—an excellent ‘‘refresher’’ for 


the experienced. 


TRY AT OUR RISK 


ORDER THESE SALES BUILDERS TODAY! 


|. The Eight Automotive Success Funda- 
mentals. 
. The Automotive Selling Process. 
. Eighty Ways to Find New Prospects. 
. Personality—the Key to Leadership. 
. The Technique of Used Car Sales- 
manship. 
. Developing and Testing Your Sales 


Talk. 
$7 ostraiD 
SAVE $2.00! 


Order All Six for $10.00 


National Sales Trainers 


Dept. 49, 1 W. Erie St., Chicago 10, Ill. 





natural that some dealers will be 
hurt. 

Perhaps the Cologne manage- 
ment also lacks, somewhat, a human 
approach to the subject, or is afraid 
to present the complete picture to 
Dearborn. 

In any event, I am sure that the 
German Ford dealers in due time 
will get a fair shake, at least in 
regard to product improvement. 
Perhaps they will also get some} 
assistance in regard to expansion | 


of facilities. 
* ” * 


New Model for Tatra 


oe a Czech car with a pres-| 
surized-air-cooled rear engine, 
will present a new model in 1957, 
the T-603. 

The V-8 engine will be smaller 
than most U. S. power plants. 
New suspensions and a new body 
style will also be featured. 

Tatra is a serious car builder. 
The firm was organized by Dr. Led- 
winka, who now lives as an escapee 
in Munich. In spite of his age he 
continues to work as a designer for 


a German car manufacturer. 
* * * 





|More Light, Less Current 


LACAMAN of Weil, on the 
Rhine River, has come out with 
a new handlamp bedded in plastic 
which delivers about five times the 
light at only 20 percent of the con- 
sumption of current types. 
The new lamp uses a neon tube, 
which can be directly connected to 


a 110-volt line. 
* * * 


Odors Chased 


OLKSWAGEN owners some- 

times are annoyed by a gasoline 
smell from the tank, which is in 
front of the passenger compart- 
ment. 

A German firm offers a tank cap | 
which carries the tank ventilation 
to the outside of the car and gets 
rid of the objectionable odors. 

ok ok * 


Why Hide Camshaft? 


S. FIRMS are now producing 
¢ engines which are closely re- 


| engineering staff at Porche. 


lated to sports types in that they) 
are highly efficient jobs. One won- | 


ders why they do not put the cam- 
shaft in the cylinder head. 


It is easier to produce a high- | 


speed engine with overhead cams, 
especially since it is now possible 
to make the camshaft drive quiet 
and lasting. 

ea . ” 
Breaking the Ice 


ENAULT, of France, is said to 

have succeeded in making its 
own fully automatic transmission 
for its four-cylinder Fregate. 

If true, Renault has broken the 
ice for more automatics for the 
smaller-engined European cars. 

* * * 


1,000 Injection Jobs 
_ecaras has produced its 
1,000th 300SL sports coupe 
equipped with gasoline injection. 
All but 70 of these cars were 
exported. 
* * * 


Ford Expansion 


ORD MOTOR CO. is expanding 
still further. In its most recent 


| 


| 


move it acquired a plant in Dussel- | 


dorf, not far from here, which was 
formerly owned by Hebmueller, a 
body manufacturer. 

MAN of Nuernberg, builder of 


the “silent diesel,” paid 9 percent 


dividend on 1955 and has started 
| on two new plants. One, for truck 
production, is in Munich and the 
| other, for big engines, is in the 
| so-called “free zone” of the port 
of Hamburg. 

| Here is a simplified description 
|cf the MAN diesel. Instead of in- 
jecting the entire fuel charge into 
the compressed hot air, MAN 
sprays about 5 percent into the air 
of the combustion chamber and the 
rest against the wall of the cham- 
ber, where it spreads out into a 
thin film of fuel. 

This combustion chamber is a 
hemisphere cast into the piston top. 
The trick is to keep this chamber 
within the range of the specified 
temperature, which is accomplished 
by directing a stream of oil into 
the piston from underneath. 

The fuel film evaporates and then 
burns up in an even, nondetonat- 
ing fashion. 
| Rumors have it that other diesel 


| 
| 
| 
| 
| 
| 
| 


producers are studying related pro- 
cesses with the same purpose in 
mind, 


ao 


* * * 
Army on Wheels ¢ 
7. new West German army has 
received the first shipment of 
Jeep-type vehicles built by DKW, a 
division of Auto Union. 
The vehicles are powered by a 


| three-cylinder, valveless, water- 


cooled, two-cycle engine. 
They have four-wheel-drive com- 
bined with two-wheel-drive. When 


engineer who has been working for | 
Studebaker, has returned to Ger- 
many and will join the executive 


|Borgward Grows 


ESPITE recent layoffs at its 

Bremen plants, Borgward has| 
taken over several new buildings at | 
another location and will start pro-| 
duction of farm tractors as a new 
item. 

Production of two-ton diesel 
trucks and a master repair station 
also will be centered at the new fa- 
cilities. 

« * a 


Blood Runs on Road 


HERE were 795 dead and in- 

jured persons in traffic acci-| 
dents for every 10,000 vehicles on 
the road in Western Germany in| 
1955. | 

The rate in the Netherlands | 
was 650, and in Switzerland, | 
about 550. By comparison, the 
rate in the U. S. was only 216. 

In 1955 about 50,000 Germans} 
were killed and 1,400,000 injured in 
traffic accidents. It seems that five| 
million cars in Western Germany 
—nearly all of which are postwar 
models—arrived a bit to fast for 
proper driver education. 

* * + 

U. S. Invasion Set 


LOYD of Breman, which builds 
a vehicle about the size of the} 





Crosley, has appointed an American 


| distributor and plans to set up a/| 


| dealer organization in the U. S. 
Lloyd cars are the popular 
| products of one of Borgward’s 
| three automotive plants in Bre- 
| men. In Germany, Lloyd usually 
| runs third in registrations. 
| The car — about half the size 
of a Volkswagen — comes as a two- 
| door sedan and as a station wagon. 


|It features front-wheel drive and | 


|an air-cooled, two-cylinder engine 
| with overhead camshaft. 


'\N. D.-Minn. Dealer Group 


Sets April Auto Show 
FARGO, N. D. — A brotherhood 
that cuts across state lines and 
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Stromberg Names 
Auto Radio Chief 


ROCHESTER, N. Y.—Robert B. 
O’Brien has been named coordina- 
|tor of Stromberg-Carlson’s auto 
jradio department with Frederick 
H. Gardner as chief engineer and 
Norval A. Agnew as products man- 
ager. 

The appointments were an- 
|/nounced by Anthony G. Schifino, 
vice-president of the company’s 
| special products division. He said 
|enlargement and reorganization of 
ithe department is nearing comple- 
tion. Stromberg-Carlson merged 
|recently with General Dynamics 
Corp. 





Great Umbrella BIG ATTRACTION in Concord, N. C. 
THE McFARLAND "GREAT" UMBRELLA—pictured above is one of two “Great” 


Umbrellas on the Reliable Motor Company's large lot in Concord, N. C. Since these 
McFarland ‘‘Great"’ Umbrellas were installed, the Reliable lot has been the high spot 
| of attention in Concord. The results—more customers and more sales. Learn how the 
| McFarland “Great'’ Umbrella (21 foot spread) and ‘““WHIRLABOUT,” the Great Umbrella 
| that turns, will help your business. Get full color illustrated booklet. Write, wire or 
| call the McFarland “Great'’ Umbrella Company, Division of the McFarland Awning 
Corporation, 742 S. W. 8th Street, Miami, Fla.—Phone—FR. 4-8153. 
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Schifino said the department has 


|two-wheel drive is used, power is| represents dealers in both Fargo, | pyiit and is testing several models 
|applied through the front wheels.|N. D., and Moorhead, Minn., is | of transistorized auto radios. 

Claus von Ruecker, a German) planning an auto show Apr. 20-22. 

The Fargo-Moorhead Automobile | 
Dealers Assn. announced last week | 
that the show would be staged at/has been incorporated by Loren 
| the Concordia College Field House | Trachsel, Carl Trachsel and John 
in Moorhead. 


Buick Deal Organized 
Valley Buick, Inc., Newberg, Ore., 


| Halvorson. 








1p into an exciting future now! 


An automobile dealership offers one of the 
greatest opportunities to reap rich personal and 
financial rewards that our private enterprise 
system has produced. And today, factory-dealer 
reforms are making the business more attractive 


than ever before. 


READY TO MOVE UP? 

Today's Sales Manager, Business Manager, Serv- 
ice Manager or other qualified individual seeking 
more opportunity is tomorrow's Dealer. If you 
want to step into this exciting future, we can help 
find the right spot for you! Daily, we hear from 
dealers who want to retire or move to larger 
operations. All sizes of dealerships, for all makes 
of cars, are available. WRITE US TODAY! 


LACK CAPITAL? 
DON'T LET THAT STOP YOU! 


You will be surprised at the small amount of 
capital needed to swing your deal. If you have 
the necessary qualifications, WE CAN HELP YOU! 


PROTECTED !NVESTMENT! 

Help from AUTOMOTIVE ENTERPRISES needn't 
stop after you are in your dealership. Our 
GENERAL ASSISTANCE PROGRAM assures you 
a profitable operation, supplying UNLIMITED 
ADVISORY SERVICES ranging from merchandis- 
ing counsel, sound credit and collection systems 
and the bulk disposal of used cars to assisting 
you toward complete service absorption and 
finding qualified key personnel. 


AT YOUR SERVICE! 

AUTOMOTIVE ENTERPRISES is not a broker. It 
is a personal, confidential service for automobile 
retailers. The company is headed by Robert J. 
Young; a 30-year veteran of every phase of car 
merchandising, and draws for additional knowl- 
edge and advice on a national network of suc- 
cessful, experienced dealer correspondents. You 
are assured competent, understanding assistance. 


for complete details, in strictest confidence, contact . . . 
AUTOMOTIVE ENTERPRISES 
10600 Puritan Avenue + Detroit 38, Michigan « UNiversity 4-7886 


OR ALL AUTOMOBILE DEALERS 
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Plymouth to Honor 
33 Outstanding 


Taxi Drivers 


DETROIT.—Thirty-three of the 
nation’s outstanding taxicab driv- 
ers, many of them with records of 
more than a million miles of 
accident-free driving, will be hon- 
ored as Four-Star drivers by the 

_ taxicab industry in Detroit and 
Washington, June 10-12. 

The event is sponsored by the 
Plymouth and Fargo divisions of 
Chrysler Corp. with assistance of 
the taxicab industry associations. 
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motive crash injury research, Cor- 
nell University Medical College, and 
George Koether, auto editor of 
Look magazine, have accepted invi- 


tations to serve on the awards! 


committee which meets in Detroit, 
May 10 to select drivers from 
nominees of taxicab fleets. 

Chosen on their records of safety, 
courtesy, service and citizenship, 
the drivers will receive $250 cash 
awards, all-expense trips to Detroit 
and Washington and Four-Star cer- 
tificates. 


| 
Four drivers will be chosen from | 


cities of a million or more popula- 
tion, 12 from cities of 500,000 to a 
million, 12 from cities of 100,000 to 
500,000, and five from cities under 


John O. Moore, director of auto- | 100,000. 
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Automobile Dealers, New and Used, ATTENTION, PLEASE! 





BOATS ~*~ CARS 


Boating has become a Billion-Dollar 
Business. And you can rightfully have a 
slice of it — for the asking! 


Today boating with sleeping, 
cooking and private sanitary facilities 
is for Mr. Average Man. For as little as 
$345 he can join the ranks of Modern 
Mariners. And he, incidentally, is the 
very same man who comes into your 
showroom or lot to look at cars! Today's 
small power boats, sleeping 2 to 4, 
are mobile. Hitch them to an auto... 
put them on a trailer and display them 
on your premises . . . one man can 
launch or haul out such a boat with 
modern equipment. And what's more — 





kar tae ae 


See ae ea 
$ 


PLUS BUSINESS 





a water location is not necessary to sell 
boats in volume. Some of our best 
dealers have “dry land" locations. 


With minimum capital and time invest- 
ment, reasonable promotion efforts, and 
the very same facilities you already 
possess . . . you can become a boat 
dealer. All it takes is your serious 
inquiry — and a_ nationally-famous 
quality line of boats. Owens is that line! 
Models included are 14, 16, 20, 21 (and 
larger) cruisers listing from $345. 


Direct Dealer Franchises are available 
in some markets. Your inquiry will 
receive instant attention. Write today! 


Owens Yacht Co. * 1000 Stansbury Road « Baltimore 22, Md. 











SOUTH BEND. — A dealership’s 
1956 profits will be directly propor- 
tional to correct analysis of sales 
| manpower needs, according to Wil- 
|liam A. Keller, Studebaker general 
sales manager. 

In a letter following up announce- 
ment of the company’s new dealer- 
aid program, Keller urged dealers 
'to analyze sales staffs in relation 
|to their market potential in order 

to realize maximum profits. 
| Noting that dealers must in- 
| crease their sales forces with an 


Police Radio Use 
As ‘Bird Dog’ 
Gets $2,500 Fine 


| BALTIMORE. 








- Two towing 


jtruck operators have been fined | 
| $2,500 for conspiring to violate the | 


|Federal Communications Act by 
|using police radio broadcasts to 
|; send trucks to accidents. 

| 
|case of its type to be prosecuted 
under the act and that its outcome 


Attorneys said this was the first | 


may serve to end a practice preva- 


lent in most U. S. large cities. 
Judge R. Dorsey Watkins said 
the defendants, John S. and James 
C. Nuckolls, in his opinion, were 
not “criminals” but individuals 


“perhaps trying too hard to make| 


| a living.” 
The judge added that towing 


concerns are now aware of the) 


| Statute and the ban it imposes and 
warned future violators that they 


|could expect more severe punish- | 


ment. 


| Sli taint apistsipessacte 
London Slates 
2 Auto Shows 

LONDON, England. — The Socie- 
|ty of Motor Manufacturers and 
Traders has scheduled two automo- 
| bile shows for Earl’s Court, London, 
| this fall. 

The International Commercial 
|Motor Transport Show, 18th in a 
|series held every other year, will 
| be staged Sept. 21-29. The exposi- 
|tion will not be open Sunday, 
Sept. 23. 
| The 41st International Motor 


| Show is scheduled for Oct. 17-27. It 
|will be closed Sunday, Oct. 21. 


General Acceptance 


Opens 7 New Offices 


ALLENTOWN, Pa. General 
| Acceptance Corp. has opened seven 


new branch offices, giving it 127 
offices in 19 states. 
Three new offices have been 


opened in Cleveland and one each 


in Parma, O.; Birmingham, Ala.; | 


Sanford, Fla., and Homestead, Fla. 





Aluminum Wheel Cover— 


Said to be the industry's first alumi- 
num wheel cover, the Spokesman Cover- 
All was displayed at the Detroit Auto 
Show on the wheels of DeSoto’s “500” 
pace car. Manufactured by Gar Wood 
Industries, Ypsilanti, Mich., the anodized 
aluminum cover is available in either 
silver or gold tarnish-proof finishes. A 
unique mounting arrangement is said to 
make the cover both throw-proof and 
rattleproof. 


“500 MILE RACE 





Keller Offers Sales Tips... 
Studebaker Plan Analyzed 


eye on sales-management expense 
and gross sales at the same time, 
he said that the staffs must be 
large enough to permit each sales- 
man to spend at least 50 precent 
of his time actively prospecting for 
new customers. 

As an objective toward which 
dealers might work, Keller sug- 
gested this formula: 

1. A sales manager should be 
part of an organization that is 
selling 12 or more units a 
month; 

2. A new-unit salesman should 


be added on the basis of one for 
every six new units projected a 
month; 


3. A used-unit salesman should 
be hired on the basis of one for 
every 10 used units projected; 

4. A combination salesman should 
be brought in on the basis of one 
for every 12 new and used units 
projected. 

The automobile dealer, when hir- 
ing new salesmen, is competing 
with every other locai business for 
the available labor in the area, 
Keller said. 

He added, “In order to attract 
his share he must have a salea- 
ble product, faith in his ability 
to sell it at a profit, provide 
compensation on a par with 
other local businesses and pro- 
vide a future with increasing 
compensation with or without 
additional responsibility in the 
management of the business.” 

To help dealers set up contact 
quotas for their salesmen and 
evaluate their sales performances, 
Keller suggested a merchandising 


formula for local promotional 
efforts.He said it was based on 
the thesis that the salesman who | 


writes the most “propositions” will 
make the most deliveries. 

The formula to produce 20 deals 
a month calls for daily contacts of 
10 telephone calls, 26 direct-mail 
offers, 50 contact offers, five warm 
approaches and five “bird dog” con- 
tacts. 

Keller said that to put the 
formula in action would require 
two or three hours a day plus 
25 hours a week of follow- 
through and closing time. 

These formulas will be made a 
part of the overall dealer-aid pro- 
gram, Keller said. Its aim is to 
help dealers analyze and improve 
their facilities, attitude, manpower 
and effort with a minimum objec- 
tive of a 100 percent increase in 
sales. 


Raybestos Sees 
Good °56 Market: 


Promotes Three 


BRIDGEPORT, Conn. Brake 
reline jobs will be needed on 12.5 
million vehicles during 1956, Wil- 
liam S. Simpson, general manager, 
Raybestos division, Raybestos- 
Manhattan, Inc., told sales repre- 
sentatives at the firm’s annual sales 
meeting here. 


The representatives met to hear) 


| details of the 1956 sales promotion 
| programs, to preview sales films for | 


distributors and dealers, and new) 


| bulletins and catalogs on Raybestos | 


brake linings and automotive rub-| 
ber products. 

Three new sales appointments at| 
Raybestos were announced during| 
the conference by James L. Mc- 
Govern jr., sales manager. The 
appointments include: 

Jerome W. Brush jr., formerly 
assistant sales manager of replace- 
ment sales, has been named to the 
new post of manager, special prod- 
ucts. His duties will involve the 
marketing of new products. 

David E. Cunningham, advertis- 
ing manager, was named assistant 
sales manager of replacement sales 
to succeed Brush, and Robert C. 
Calderone, sales representative, was 
appointed to replace Cunningham. | 


Buick Franchises Tiffany 


Ralph Tiffany has been appointed 
a Buick dealer at Vallejo, Calif., 
replacing E. J. Mullen, who has 
retired. 














Just Published 
‘AUTO COSTS” 







AUTO COSTS is a complete 
and concise book giving 
FACTORY 
INVOICE PRICES 
of all 1956 
Cars and Accessories. 




















The most valuable 
compilation ever published. 






Know your competitors’ cost— 







the facts are here! 





SAVE MONEY! 
$5.00 





SAVE TIME! 


Pewee ides 





Bactiviti 


Send for Your Copy Today! 
orp. 


Enclose Check or M.O, 


Auto Costs Publications 
BOX 224 NEW YORK 1,N. Y. 










of your nearest: 

f » 

SaCTOEY: epresentati ‘ 
3447 E. 15th St:, Los Angeles 23, Calif. 
TIONAL SALES OFFICE:: - isk 
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18” PENNETTE 


100 feet only $4.00 pptd. 


124 PENNETTES 
6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 


2168 W. 25th, Cleveland 13, 0., Dept. N 
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The American Brakeblok divi- | 
Gion of American Brake Shoe Co. 
has announced three appointments. 


They arc: John Cawley, as super- | 
“intendent of the Cleveland plant; | 
Myjohn Byrnes, as superintendent of | 
he Hillburn (N. Y.) plant, and) 
“iyle H. Evans, as works manager | 
Wor those two plants. Dominion | 
Nprakeblok announced the appoint- | 
"iment of Clarence Bussey as super- 
Nintendent of its Lindsay (Ont.) 
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*For American Motors Corp. | 
Carl W. Cenzer has been pro- | 
Motors 


for American 


activities 
7Corp. 








A 29-year vet-| 





industry, Cenzer| 
formerly was on 
special assign- 
ment in the body | 
engineering sec-| 
tion. Development 
engineer for Hud- | 
son Motor Car} 
Co. from 1944 un- | 
til the Nash-Hud- 

2 son merger in 
©, W. Cenzer 1954, Cenzer en- 
@tered the auto industry in 1927 as 













Sa chassis-parts draftsman with 
Dodge Bros. He later served in 
Mbody-engineering capacities with 


= Graham-Paige 
; land. 


and Willys-Over- 


cad * 


Holley Appoints Moseley 


To Fill Engineering Post 
5 James T. W. Moseley has been 
appointed executive engineer of 
Holley Carburetor Co., Van Dyke, 
Mich. He former- 
ly was chief en- 
gineer of the Car- 
ter Carburetor 
Corp., St. Louis. 
Moseley was 
assistant chief en- 
jgineer of Carter 
} from 1933 to 1951. 
| Before joining the 
'St. Louis com- 
} pany, he was re- 
)search engineer 
of Nash Motors, 





J. T. Mosely 
}Mack Truck and Durant Motors. 
* ES *” 


Hammer Joins United Mfg. 


E. Walter Hammer jr. has been 
appointed chief engineer of United 
Mfg. Co., Cleveland. United pro- 
duces axle units. 

* * * 


Grace Elects Blackwood 


» W-.R. Grace & Co. has announced | 
election of George W. Blackwood | 
fas president and William L. Tag-| 
> gart jr.. as executive vice-president 
}of Dewey & Almy Chemical Co. 
division. Blackwood joined the com- 
= pany in 1937, Taggart in 1927. 
- + . 


Klaasen and Kenifeck 
| Named by Fisher Body 


Fisher Body has announced two | 
executive appointments: 

Leonard H. Klaasen, manager of 
the Pittsburgh stamping plant, has 
been named executive assistant to 
S. J. Sabourin, general factory 


setenv 6 
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Ken Brown, left, secretary-treasurer, 





Maxwell, announcer, station WW4J, Detroit, 






ee 


by the association over WWJ. 








| moted to chief_enginecr of all body | 


eran of the auto| 7 





Detroit Plymouth Dealers Receive Citation— 


Greater 
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! Technical PERSONNEL CHANGES 


manager in charge of Fisher 


comes plant manager in syracuse, 
N. Y. Wayne A. Smith will take 
over the plant manager’s position 
in Elyria, O. Velton C. White will 
become director of purchasing and 
production control. Donald Swanger 
has been appointed purchasing 
agent in Elyria. 
* * 


oH 


Body’s 12 fabricating plants, and | Colonial Broach Names 


Danes W. Kenifeck, production 
manager of the Hamilton, (O.) 
stamping plant, has been named 


manager of the Pittsburgh plant. 


Klaasen joined Fisher Body 
1938, Kenifeck in 1926. 
* * * 


Dodge Promotes Bogan 
To Executive Engineer 


Robertson and White 


Appointment of Donald Robert- 
son as purchasing agent and Jack 


in| White as assistant sales manager 


has been announced by Colonial 
Broach & Machine Co., Detroit. 
Robertson has been with Colonial 
for the last 14 years, and has been 
a buyer for the’ last five. ~ White 


B. W.-Bogan, Dodge chief en-|Wwas a former partner in Cameron 


of executive en-| 


In his new po- 


all Dodge 
and truck 


Dodge and the 
parent Chrysler 
Corp. since 
tember, 


B, W. Bogan 
when he enrolled at the Chrysler 
Institute as a student engineer. 


1933, 


* * * 


Freightliner Picks Chew 
Freightliner Corp., Portland, Ore., 


|has named Norman B. Chew to 


the newly created post of assistant 
chief engineer. The firm manufac- 
tures heavy-duty COE diesel 


| trucks. 


L-O-F Promotes 6 
At Rossford (O.) Plant 


Libbey-Owens-Ford has announ- 


gineer of Dodge. | 


Sep- | 


ced six promotions at its Rossford | 


(O.) plant. The appointees and 
their new positions are: 

Arthur G. Thayer, plant engineer; 
Alvin A. Augustine, assistant plant 
engineer; Frank J. Krings, polish- 
ing superintendent; Donald A, Ot- 
tens, twin-grinding superintendent; 
Carl E. Achter, twin-grinding gen- 
eral foreman, and Ural G. Williams, 
twin-grinding senior foreman. 

* * * 


Akos and Willey Promoted 


By Libbey-Owens-Ford 
Libbey-Owens-Ford glass Co. has 
announced the appointment of two 
new superintendents for its East 
Toledo plant. 
They are William S. Akos and 
Irvin A. Willey. Both joined L-O-F 


}in 1931. 


* : * 
Selas Chooses Brown 


Ralph R. Brown has been ap- 
pointed works manager and Ernst 
A. Siemssen has been promoted to 
superintendent of erection, accord- 
ing to Selas Corp. of America, 
Dresher, Pa. Brown formerly was 
with Macon Arms, Inc., Decatur, 
Til. 


* * 


Brown-Lipe-Chapin Reveals 


Series of Staff Shifts 


The following appointments have 
been announced by Brown-Lipe- 
Chapin division of General Motors: 

John B. Findling has been pro- 
moted to the newly created position 
of divisional director of production 
engineering. D. M. Overcash be- 





Detroit 


Assn., 
Feceives citation from Florence Gallagher, representing Allstate Insurance Co., as Bob 


Plymouth Dealers 


looks on. The citation was awarded for 


“Listen and Live,” a traffic safety program, now in its eighth year of sponsorship 








|} ing manager for 





ant. : : ; ; 
Pi + * * |gineer since April, 1950, -has been & White Co.,a Detroit engineering 
(enzer-Heads-Body Activities |named to the newly created post firm. 


* 


Fulton 


* * 


Names Odgin 


Appointment of George L, Ogdin 
sition Bogan has | jr., as general sales manager of the 
- responsibility for! Fulton Sylphon division of Robert- 
car|shaw-Fulton Controls Co., 
engi- | ville, Tenn., 
neering activities. | Joining the company in 1940, Ogdin 
He has been as-/| became assistant general sales man- 
sociated with|ager in 1953. 


Knox- 
has been announced. 


* * * 
AMC Appoints Nagler 
Administrative Engineer 


L. H. Nagler has been promoted 
to administrative engineer of 
American Motors Corp. He for- 
merly was a staff 
engineer, 

In addition to 
his new adminis- 
trative duties, 
Nagier will con- 
tinue to coordin- 
ate the corpora- 
tions automotive 
safety activities, 
a field in which 
he has been ac- 
tive for several 
years. He is well 
known in the auto industry, having 
been engaged in engineering, edi- 
torial and administrative capaci- 
ties since his graduation from 
Michigan State University in 1925. 

* oe * 


L. H. Nagler 


Gemmer Appoints Graham 


Manufacturing Manager 


E. D. Graham, formerly admin- 
istrative executive, Ford Motor Co. 
of Canada, has been appointed 
manufactur- 


Gemmer Mfg. Co., 
Detroit. 

Graham’s for- 
mer associations 
also include the 
Canadian division 
of Stevenson, Jor- 
dan and Harrison, 
management con- 
sultants. His new 
duties include 
manufactur- 
ing operations at 
visions. 


EE, D. Graham 
all Gemmer di- 


* * * 
Sherman Named by Smith 
D. W. Sherman has been ap- 
pointed executive staff enginer for 
A. O. Smith Corp. 
* * a 
Bendix-Westinghouse Ups 
Fitch, Johnson, Firth 


The promotion of three members 
of its executive engineering staff 
has been announced by Bendix- 
Westinghouse Automotive Air 
Brake Co. 


Ellery R. Fitch has been ap- 
pointed director. of research. 
Stephen Johnson jr. succeeds Fitch 
as director of engineering. R. Van 
Dyke Firth has been advanced to 
succeed Johnson from his most re- 
cently held post, executive engineer. 

aE * * 


Thomas Promoted 


Formerly assistant plant man- 
ager, John A. Thomas has been 
named manager of Perfect Circle 
Corp.’s piston-ring foundry in Rush- 
ville, Ind. Dallas Lunsford, who 
had been acting plant manager has 
resumed his duties as the company’s 
chief metallurgist. 

oe On 

Delco Promotes Roberts 


Herschel Roberts has been named 
superintendent of the Delco battery 
plant at Anaheim, Calif. 

* oe * 


Larson Joins Climax 


Melvin Larson has joined Climax 
Molybdenum Co. as a 
chemist at its Detroit research lab- 
oratories. 











Living It Up At Hively— 


Camping “out” all night in the showroom of Howard Hively, Inc. (Lincoln-Mercury), 


Cincinnati, was the unique experience of 


during the firm's “Mercury Station Wagon Week,” 






























models Betty Miller and Mary Dean Hauck 
featuring a camping theme. The 


girls reported each evening at 7:30 and remained “on the job" until 7:30 a.m. The 


firm reported that ‘‘sales leaped" during the week-long promotion. 


Ethyl Corp. for three and a half 

years, conducting organo-metallic 

research related to anti-knock addi- 

tives for gasoline. At Climax, he 

will work on the synthesis of new 

organic derivatives of molybdenum. 
ea cad ” 


Thompson Names Kaiser 


Thompson Electric Welder Co., 
Lynn, Mass., has announced ap- 
pointment of Walter Kaiser as as- 
sistant chief engineer. He formerly 
was with Chrysler Corp. as welding 
engineer. 

* + 


Plymouth Engineering Post 


Is Filled by Blanchard 


Lyle W. Blanchard has been ap- 
pointed manager of industrial en- 
gineering for Plymouth. 

He will be responsible for all ac- 
tivities directly related to staff 
operations, pertaining to purchas- 
ing, plant engineering, master 
mechanic, time study and estimat- 


ing. He joined Plymouth early in| 


1955. 


* % a 
Wesson Appoints Three 
Wesson Co., Detroit, has an- 
nounced the appointment of Robert 
Hunt to the research and develop- 
ment staff, Joseph S. Geisinger to 
the Cleveland field engineering 
staff, and H. J. Dupuis to the 


Detroit engineering staff. 
| * * 


Delorme, Johnson Named 


Charles R. Delorme and Carl F. 
Johnson have been appointed sales 


engineers in the Detroit territory, | 


automotive ac- 
Broach & 


servicing major 
counts for Colonial 
Machine Co. 


Settle Appointed Manager 


Of B-O-P Assembly Plant 


Howard F. Settle, production 
manager of Buick-Oldsmobile-Pon- 


|tiac assembly division’s Arlington 
| (Tex.) plant, has been named man- 
| ager of the division’s plant at 
| Wilmington, Del. 

| With General Motors since 1928, 
| Settle succeeds H. D. Burnside, who 
is retiring. 

| * * * 


|Smith Names Sherman, 


Jones and Harrop 
| A. O. Smith Corp has announced 


| appointment of D. W. Sherman, for- 
|mer chief engineer of the automo- 
|tive products group, as executive 
| staff engineer. 

| James F. Jones, former sales vice- 
| president, American Motors’ special 
|products division, was appointed 
|assistant manager of Smith’s auto- 
|motive products group. R. G. Har- 
|rop jr. was given the newly created 
|post of general credit manager. 
| Previously Harrop was an assistant 
| vice-president of LaSalle National 
| Bank, Chicago. 
| * 


* * 


Bohn Appoints Pitts 


Bohn Aluminum & Brass Corp., 
has named Guy H. Pitts manager 
of the fabrication division. He will 
oversee manufacturing operations 
in six Michigan and Indiana plants. 
Pitts joined Bohn in 1950 as chief 
engineer of plants 5 and 8. Later, 
he was named manager of the 
same plants. 


* * * 


Acheson’s Lampman Retires 


Edwin A. Lampman has retired 
from Acheson Colloids Co., Port 
Huron, Mich., after many years as 
a service engineer. 

* * 


Central Picks Martin 


David T. Martin has been ap- 
pointed director of quality control 
for the central foundry division of 
|General Motors. Martin joined GM 
|at the Fisher body plant, Flint, in 
‘March, 1935. 





Friendly Chevrolet Opens New Building— 





This new building covering 33,000 square feet of floor space on two floors, with 


research | mezzanine office space, has been opened by Friendly Chevrolet Co., Inc., Seattle. 


In addition to interior space, outside ramp provides access to the roof where approxi- 


Larson had been with| mately 70 cars may be parked. 
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Iowans Elect Crambilt... 





Sutter Calls Dealers 
‘Captive Merchants’ 


DES MOINES.—Dealer contracts 
and accounting systems required 


by automobile manufacturers have | 


been attacked by two speakers at 


the 38th annual convention and ex- | 


hibition of the Iowa Automobile 
Dealers Assn. here. 


Frederick M. Sutter (Dodge- | 


Plymouth), Columbus, Ind., first 
vice-president of NADA, said car 
dealers “under the present selling 
agreements with factories are 
captive merchants.” 


“Dealers have money invested in|} 


the business,” Sutter said. “Its their 
business, but in most cases they 
can’t run it as independent busi- 
nessmen. They are forced to carry 
out the wishes and orders of the 
factories.” 


The dealers elected William 
Crambilt jr., Ottumwa, as president 
to succed Lee A. Thomas, Burling- 
ton. Other new officers are Dale 
E. Norton, Spencer, first vice- 
president, and E. E. Wheeler, 
Waterloo, second vice - president. 
Reelected were C. L. Dickerson, 
Des Moines, treasurer, and Alfred 
W. Kahl, Des Moines, 
vice-president and secretary. 


Sutter told the dealers that un- 
less they 
choose to set as your sales quota, 
your franchise can be cancelled 
within 20 days. The threat is al- 
ways there. 


“Dealers have no legal recourse 
but they are trying to get a law 
passed so they’ll have a chance 
to have their day in court.” 


Sutter said the pressure put on 
the dealers by the factories has 
caused “dealers to go to any 
lengths to sell more and more. 
This coercion has led to misleading 
advertising and unethical practices 





Nash Officials 
Meet Dealers 
In Sales Push 


DETROIT.—Nash has scheduled 
24 meetings to 
plans to increase the company’s 
share of market penetration. The 
meetings will start today (Apr. 9) 
and end Apr. 11. 

Today's schedule is Boston, Brad- 
ford Hotel; Buffalo, Kleinhens 
Music Hall; New York, New York 
Trade Show Building; Elyria, O., 
Spring Valley Country Club; Chi- 
cago, Morrison Hotel; Minneapolis, 
Leamington Hotel; Denver, Shirley 
Savoy Hotel, and Los Angeles, Am- 
bassador Hotel. 

Apr. 10, a second parley will be 
held in Boston (Bradford Hotel) 
and in New York (New York Trade 
Show Building). Others are in Cin- 
cinnati, Sinton Hotel; Detroit, Vet- 
erans Memorial Building; Daven- 
port, Ia. Hartmans Restaurant; 
Milwaukee, Eagles Club; Ft. Worth, 
Hotel Texas, and San Francisco, 
Sheraton Palace Hotel. 

Meetings on Apr. 11 will be in 
Philadelphia, Penn Sherwood Ho- 
tel; Washington, 2400 Hotel; At- 
lanta, Briarcliff Hotel; Pittsburgh, 
William Penn Hotel; Kansas City, 
Kans., Town House; Memphis, Ho- 
tel Chisca; St. Louis, Sheraton 
Jefferson Hotel, and Portland, Ore., 
Civic Auditorium. 


2-City Autorama 


Set by Dealers 


FARGO, N. D.—Auto dealers of 
Fargo and Moorhead, Minn., in co- 
operation with the Junior Cham- 
bers of Commerce of the two cities, 
will stage their first annual Auto- 
rama, Apr. 20-22. 

It will take place in the field- 
house of Moorhead’s Concordia Col- 
lege. The 18 dealers plan to present 
49 new cars, 30 booths showing 
automotive equipment and several 
experimental cars. There will be 
daily entertainment. A new car will 
be given away on the final night of 
the show. 

The committee includes Russ Ber- 


executive | 


“meet what factories | 


inform dealers of | 
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on the part of some. We must 
|eliminate this coercion. Then we} 
can run the auto business on an 
ethical plane... 

“A few unethical dealers give the 
whole industry a bad name, but) 
this type is a minority,” he said. 

Sutter referred to car bootleg-| 
ging, but said it was not a major| 
problem in Iowa. He noted that) 
when bootlegging. is permitted, it| 
is the public who suffers. He said 





|75 percent of the cases looked into 
in a recent study showed the pub-| 
lic actually paid more for the car) 
than they would otherwise. 
Another speaker, Edward Payton, | 
Cleveland, a business management 
consultant, charged that auto man- 
ufacturers force their dealers to 
use accounting methods that “fal- 
sify” the dealer’s financial position. 
“The accounting systems are 
(Continued on Page 51, Col. 1) 





By George E. Shelley 
Staff Correspondent 
HARRISBURG, Pa. (UTPS) 
Pennsylvania's new ‘system for 
| suspension of operators’ licenses in 
motor vehicle code violations has| 
been hailed as “a move in the right 


direction” by the state’s new-car 
dealers. 
Gov. George M. Leader was 


commended for “trying to do 
something about the carnage on 
our highways” in a motion 
adopted: by 75 dealers attending 
a one-day session here of the 
Safety Committee of the Pennsyl- 
vania Automotive Assn. 

The new system, in effect about 
a month, provides for graduated 
penalties for speed _ violations, 
ranging from a warning on a first 
offense to 180 days on a third of- 
fense. Under the former law, a 
mandatory suspension of 90 days 
was imposed for speed law viola- 
tions. 

Gerald A. Gleeson, secretary of 
revenue, told the dealers that there 
have been vast changes in automo- 
|biles and highways since the 
|former system went into effect 18 
| years ago, adding: 
| “We had to put discipline back 
into the law, but yet not be too 
| harsh. We don’t say it’s perfect... 
|but we think it will work.” 
| Gleeson said that although the 
| new system has been in effect only | 
a short time, “we believe it is 
| working.” Should any changes be 
| deemed advisable later, he said, “we 
can change it.” 

J. Fred Bauman, Wilkinsburg, 
| co-chairman, presided at the ses- 
sion at which the committee ap- 
proved present legislation dealing 

* * * A 








Safety Is the Subject— 


Suggestions for improvements in traffic 
| with auto dealers in Harrisburg, Pa. Left 





Indianapolis Dealers Cite Retiring Directors— 


Tom O'Brien (DeSoto-Plymouth), left, president, Indianapolis Automobile Trade | entered the automobile business in 
Assn., presents plaques to Charles Stuart (Oldsmobile), center, and Lovis A. Walther 1919 with Franklin Automobile Co,, 7 
(Buick), retiring association directors, in recognition of their services to the dealer | Syracuse. He served in both world 


group. A third plaque was given to Abe Wides (Chevrolet). 


New Speed Law Penalties .. . 


Pa. Dealers Hail Safety Steps 





with fiancing of the high school 
driver education program. 
It also backed a bill pending in 


the Legislature which would give | 


additional financial assistance to 
high schools interested in starting 
a course in driver training. 

In a progress report on driver 
training, Ivan J. Stehman, highway 
safety education chief, lauded deal- 
ers for loaning cars for use in 
courses. 

New-car dealers are now lending | 
about 450 cars, “representing nearly 





$1 million,” according to E. W. 
Parkinson, PAA assistant manager. 
Stehman reported there are now 
530 high schools, or 65 percent of 
the eligible high schools in the 
state, conducting a driver educa- 

tion program. 
Richard N. McCord and Donald 


C. Reinhard, executive assistants to} 


Claude S. Klugh, PAA general man- 
ager, outlined plans for mechanic 
meetings to be held prior to the 
next passenger car inspection pe- 
riod, which starts May 1. 


Roundup of Linkup Plans .. . 


More Industrial Mergers 


A roundup of corporate mergers 
and acquisitions, proposed and 
completed, follows: 


Aluminum Industries 


Harrison O. Ash, president; Alu- 
minum Industries, Inc., Cincinnati, 
has announced that a local group, 
headed by Thomas E. Wood, James 
R. Williams and himself, has ac- 
quired control of Aluminum Indus- 
tries by taking over stock in the 
firm held by Champion Industries. 
Wood, Williams and Ash are direc- 
tors of Aluminum Industries. Man- 
agement will not be affected by the 
move, it was said. 

* *~ * 
Torrington 
Torrington Co., Torrington, Conn., 
has purchased the business and 
assets of Progressive Mfg. Co., also | 





safety were aired when state officials met 
to right are Gerald A. Gleeson, secretary 


rell, W. W. Wallwork jr., Donald |of revenue; E. W. Parkinson, assistant manager, Pennsylvania Automotive Assn.; J. 
Ryan, all of Fargo, and Merle An-/| Fred Bauman, co-chairman of PAA’s safety committee, and John P. Mooney, PAA 


derson, Moorhead. 


| president. 


located in Torrington. Officials 
did not disclose financial details. 
Progressive will function as a di- 
vision of Torrington. No changes 
in the general 
business or personnel are contem- 
plated. 


* ok . 


Reichhold-Catalin 
Plans for merging Reichhold 


Chemicals, Inc., into Catalin Corp. | 
of America have been announced | 


by Henry H. Reichhold, chairman 
of the executive committee of 
Reichhold, and Harry Krehbiel, 
president of Catalin The agreement 


has been executed by the boards of | 


both corporations, 
approval of the stockholders. The 
name of the surviving corporation 
will be Reichhold Catalin Indus- 
tries, Inc. 


* 


Fageol-Pepco 


Fageol Products Co., Kent, O., 
manufacturer of bus, truck and 


marine engines and outboard 
motors, has purchased Progressive 
Engine Products Co., Akron, builder 
of Pepco superchargers for boats 


and automobiles. 
* ” * 


Textron-Benada 


Textron American, Inc., Provi- 
dence, has purchased Benada Alu- 
minum Products Co., Girard, O., it 
was announced jointly by Royal 
Little, Textron chairman, and Ben 


Friedkin, Benada president. 
x * os 


Borden-Resin 


Aquisition of Resin Industries of 
Santa Barbara, Calif. by Borden 
Co. has been announced by Augus- 
tine R. Marusi, president of 
Bordens chemical division. It in- 
cludes the consolidated activities of 
Resin Industries, Resinite Sales 
Corp. and Grant Chemical Co., all 
of Santa Barbara. Resin Industries 
will be operated as a wholly owned 
subsidiary of Borden. There will 
be no changes in management or 
personnel. 


character of the| 


subject to the) 


= - = 
| Obituaries lowan 
Ralph De Palma, | 
Hall of Fame Driver A 
SOUTH PASADENA, Calif. — 
Ralph DePalma, 72, life member 
;}and director of Automobile Ojg | rigged 
| Timers, died March 31, > now 
Mr. DePalma also had been: chair. he is ¢ 
man of the Old Timers’ racing Spect 
committee. Two years ago lhe wag" tions 
elected to the Racing Hall of Fame | eae 
in honor of his 27-year carcer jp re whe 
racing. He retired in 1934. Mr that us 
DePalma had been with General § agjlowed 
Petroleum Corp., Los Angeles, since ™ but th 
1946. = onthe 
* * * Y Payt 
th a 
Bruce K. Steele, 63, “ 
Plymouth Sales Official Inc! 


DETROIT.—Bruce K. Steele, 63, | 
executive assistant to Plymouth’s 
sales vice-president, died unex- 
pectedly March 30. 

A native of Chicago, Mr. Steele 7 





Tot: 
trucks, 
, : rte 
wars and was a colonel in the § ean 2 
Chemical Warfare Division during respon 
World War II. Intern: 
* * * John ! 
Morton E. Bushong _ quarte 
| UPPER DARBY, Pa Morton E, @ Truc 
Bushong, retired president of Bushong Pon. @ first fi 
tiac, Inc., died Feb. 20 after an eight-day @ 000 a: 
illness. Mr. Bushong, 74, started in the € 
auto business in 1916 and was a former @ The 
| Philadelphia zone manager for Pontiac. He 24 per 
founded his dealership in 1932. fs 
% mi 
me ‘ ; son 00 
| 950, 
Luther C. Brewer 
} CRESSMONT, Ky. Luther C. Brewer, 
17, who operated auto dealerships in 
Beattyville and Winchester, Ky., was killed Rete 
March 26 by falling slate in his coal mine ers I 
}near here. It was said that Mr. Brewer make 
noticed a piece of loose slate, tried to 
dislodge it. Another section fell and 
crushed him to death. He also operated | 
a general store in Winchester. 
* * * 


Charles Morrison 
ZANESVILLE, O.— Charles Morrison, 
94, who formerly operated Morrison Motor 
Co. (Studebaker) here, is dead. The firm 
now is operated by his son, Robert B. 
Morrison 
* * * 


Henry C. McDermott 








SHREVEPORT, La.—Henry C. McDer- 
mott, 64, Jacksonville (Fla.) district sales perce! 
manager for U.S. Rubber Co.’s tire divi- turn 
sion, died here March 28. He joined U. S. 
Rubber in 1932 and formerly was sales Janua 
manager of the company’s Fisk Tires and 
| Gillette Tires divisions. 
Rs Lin: 
Earle P. Lee - gales 
ROCHESTER, N. Y.—Earle P. Lee. 75, 36-yeez 
; who assisted in the early development of mont! 
| the electric starter and genetator for auto- 
| mobiles, died March 28. Mr, Lee came to eral s 
| Rochester in 1915 and became associated | He 
with Northeast Electric Co.,. which later ; 
| was purchased by Delco. He retired in 1949 Linco 
after 34 years as an electrical engineer for a 
: ae a In | 
Charles A. Adams a 
CHILLICOTHE, Mo.—cCharles A. Adams, 80 é 
59 (Dodge-Plymouth), died March 27. He Pre 
had been associated with the automotive units 
industry for 40 years. quart 
* * * 
7 Z Th 
| Frank R. Schroeder © was 
SOUTH TRURO, Mass Frank R. @ Ma 
Schroeder, 62, affiliated for many years " amou 
with Noyes Buick Co., Boston, died here ‘0 
March 27. He moved here on retirement in old — 
1945 after managing a Newport (R. I.) Marc 
garage for several years. 
* * * 
Edouard Desjardins Bu 
OTTAWA.—Edouard Desjardins, 65, one in 1 
a first Ford dealers in Hull, Que., is gene 
+ = » week 
Lloyd B. Morton yh 
FARMINGTON, Me.—Lloyd B. Morton, — 
owner of Morton Motor Co, (Chevrolet- cent 
Pontiac-Cadillac) since 1920, died March riod, 
23. He had been an NADA director from deli 
; : eliv 
Maine for six years and a regional vice- 
president for a year. Mr. Mortdn was a De 
member of the committee that organized mon‘ 
the Maine Automobile Dealers Assn. and 
later served as president of the group. He cars, 


headed the Maine State Highway Commis- 
sion from 1949 to 1953. From 1945 to 
1949 he acted as chairman of the Republi- 
can State Committee. 


Arnold Named Head 


Of Texas Dealer Unit 


McALLEN, Tex.—E. M. Arnold, 
Boggus Motor Co. (Ford), has been 
elected president of the Upper 
Valley Auto Dealers Assn. He suc- 
ceeds Bill Moyer, Bill Moyer Nash 
Co. 

Other new officers are D. J. Yoder 
(Pontiac), vice-president; Charles 
D. Clark (Chevrolet), secretary- 
treasurer, and Les Mannering 
(Oldsmobile) and Dave Blevins 
| (Chrysler-Plymouth), directors. All 
| officers and directors are of 
| McAllen. 
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lowans Elect Crambilt . . 


Sutter Calls Dealers ‘Captives’ 


(Continued from Page 50) 
to keep the dealer from 
g what he is doing while 
he is doing it,” Payton contended. 
ifically, Payton said, corpora- 
tions require the dealer to show 
his used-car inventory at retail, 
rather than wholesale, values. 
“When you are forced to sell 
that used car at less than what you 
allowed on it, you lose the profit, 
put the profit continues to show 
on the books,” he said. 
Payton, a former cost-accountant 
with auto manufacturers, said he 
ee. 


Increasing Sales 
Noted in March 
Field Reports 


International 


Total sales of International 
trucks, parts and service for the 
quarter ended Jan. 31 were more 
than 29 percent ahead of the cor- 
responding period a year ago, 
International-Harvester President 
John L. McCaffrey reported in his 
quarterly review. 

Truck sales for the period, IH’s 
first fiscal quarter, were $120,747,- 
000 against $93,252,000 a year earlier. 
The company’s overall sales rose 
24 percent to $275,279,000 and net 
income was $12,406,000 against $6,- 


DeSoto 


Retail deliveries by DeSoto deal- 
ers in March totalled 12,959, to 
make the month the highest March 
in DeSoto history, J. B. Wagstaff, 
sales vice-president, said last week. 

Deliveries amounted to an even 
6,000 new cars in the final 10-day 
period to set a record for that span, 
Wagstaff said. 

The previous high March total 
was 12,642 last year, and the pre- 
vious record for the month’s final 
10 days was 4,826 units, also re- 
corded in 1955. 

Wagstaff said March sales ran 30 
percent above February, which in 
turn was 23 percent better than 
January. 


Lincoln 


Lincoln broke every first-quarter 
sales and production record in its 
36-year history in the first three 
months of 1956, H. V. Daniels, gen- 
eral sales manager, said last week. 

He predicted that 55,000 to 60,000 
Lincolns would be sold this year, 
for another record. 

In the first quater, he said, 14,096 
Lincolns were built and 11,088 were 
sold at retail. 

Production, he said, was 1,159 
units above the previous first- 
quarter record, set in 1954. 


The old first-quarter sales record 
was 10.390 units, hung up in 1949. 

March sales alone, Daniels said, 
amounted to 3,909 units, beating the 
old record of 3,648 units set in 
March, 1949. 


Buick 


Buick dealers delivered 55,607 cars 
in March, Edward T. Ragsdale, 
general manager, reported last 
week. Retail sales for the last 10 
days of the month amounted to 
21,313 cars, an increase of 34.4 per- 
cent over the previous 10-day pe- 
tiod, Ragsdale said. February 
deliveries were 52,153. 

Deliveries for the first three 
months of the year totalled 159,207 
cars, Ragsdale said. 


Cadillac 


Cadillac sold more new cars in 
the last five months than in any 
other five-month span in the 54-year 
history of the company, according 
to J. M. Roche, general sales man- 
ager. 

From November, 1955, through 
March of this year, Cadillac new- 
car sales reached a record high of 
71,461 units, topping the previous 
Tecord set last year, he said. 

March sales of 14,296 units repre- 
sented the second best March in 
Cadillac’s history, exceeded only by 
March of 1955, Roche reported. 

First-quarter sales totalled 41,188 
automobiles. Only in 1955 was this 
mark bettered and then only by a 
few hundred cars, Roche reported. 

Roche said he was “confident” 
that Cadillac will build and sell a 
Tecord 156,000 cars this year. 
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has operated his own management- 
consultant firm for 21 years, spe- 
cializing in auto dealer and allied 
accounts. 


“The executives for the auto 
companies are brain-washed to the 
company viewpoint and lock out 
your side of the picture,” he told 
the dealers. “If you continue the 
falsified accounting systems they 
require, you are just kidding your- 
self.” 

Payton pictured the auto as “a 
commodity that is becoming less 
a specialty and more a utility item.” 

He said the basic demand is for 
between 7.5 and 9 million vehicles 
a@ year now and by 1960 the de- 
mand is expected to be for between 
8.5 and 10 million vehicles. 

Noting that “it is getting to 
the point where every adult work- 
ing person needs a car,” Payton 
warned that the demand will be 
greatest for a utilitarian car 
“minus all the chrome and gad- 
gets.” 

He said that the German Volks- 
wagen comes closer to filling the 
need than any American car now 
being produced. 

Along with new models, Payton 
said, financing methods will have 
to be tailored to the changing 
times. He pointed to the “hire- 
purchase” plan prevalent in Europe 
as one solution to the “chaotic situ- 
ation in installment buying.” 

Under the hire-purchase plan, he 
said, an auto user could continue 
monthly payments, and, if he wished 
to dispose of it at the end of any 
certain period, he could negotiate 
with the dealer. 

He said this plan has been inau- 
gurated by some dealers in this 
country, and that the results have 
been satisfactory. 

“Why do you insist it can’t be 
done?” Payton asked. “It is being 
done—being done successfully in 
many parts of the country.” 

Payton warned the dealers they 
could expect to take a smaller 
markup once the automobile be- 
comes firmly established as a utility 
item, rather than as a semi-luxury. 
But he said the smaller profit mar- 
gin would be offset in large measure 
by a growing market, especially 
among women buyers. 

Payton contended that school 
teachers, nurses and other women 





Where Are Concessions? 


Check Indicates Dealers Are Still Waiting 
For GM-Type Benefits 


(Continued from Page 8) 


delayed because of the huge expense 
involved. And some officials of the 
independents have commented un- 
officially that the “100 percent 
clause would break us.” 

This has given rise in the minds 
of many dealers and factory officials 
to the question, “How much does 
the labor warranty on each car 
cost?” 

A survey of the larger makers 
last week indicated that last year 
the factory warranty for each car 

in all lines cost an average of 
$6.82. Last year these factories 
had been paying 60 or 65 percent 
of the warranty labor charges. 

Under the new 100 percent war- 
ranty clause, these factories will 
be paying an average of $10.74 this 


Portland Dealers Agree 


On Sunday Closing 


PORTLAND, Ore. — Most new- 
car dealers here and in nearby 
communities are in agreement on 
Sunday closing, which started on 
Easter. 


Howard J. Steib, general man- 
ager of the Portland Automobile 
Dealers Assn., said voluntary clos- 
ing has been the aim of the group 
since sales on Sunday were out- 
lawed by a court ruling last July. 


$70,000 Fire 
MONTCLAIR, N. J.—A _ $70,000 
fire destroyed 26 cars and wiped 
out the parts department at Mont- 
clair-Verona Hudson, Inc. The blaze 
was blamed on defective wiring. 
Owners of the dealership are John 

C. Dale and Louis Testa. 


| 


in the working force of the nation 
would or could be a large part of 
the market if the dealers and- man- 
ufacturers aimed their selling and 
products toward them. 

A resolution urging more Iowa 
automobile dealers to support an 
annual safety check program was 
adopted by the IADA. The program 
has been sponsored by the associa- 
tion for several years. The check 
will be conducted in May this year. 

Also adopted was a resolution 





fraudulent advertising practices | 
by a few Iowa automobile deal- 
ers.” 

The dealers asked adoption of 
advertising standards proposed by | 
a joint committee of Associated 
Better Business Bureaus and the} 
NADA. The provisions of the code} 
had been outlined to the convention 
by Lowell Nicholas, Des Moines | 
BBB general manager. 

The group supported mandatory | 
issuance of new auto licenses every 
year. 

Another resolution said, in part, | 
“notwithstanding the fact that} 
some automobile manufacturers | 
have now taken real steps to make} 
the relationship with their dealers} 
more fair and equitable, much re-| 
mains to be done to protect) 
dealers.” 

The association urged NADA 
“vigorously to continue its efforts | 
in the coming session of Con- | 
gress to secure early enactment 
of legislation that will guarantee 
each dealer ‘his day in court.’” 

Charles Norman, Chicago, na- 
tional chairman of the NADA 

Young Executives, took part in an 
organizational meeting of a state| 
Young Executives group. John Lu-}| 
jack, former Notre Dame all-Ameri- | 
can football player and now partner 
in Lujack-Shierbrock Chevrolet Co., 
Davenport, described educational 
objectives of the Young Execs. 

Others taking part in the 
meeting were Warren McEleney 
(Oldsmobile), Clinton, and Bill 
Schlotfeldt, Newton. 

R. H. Horton (Chevrolet), Sibley, 
accepted a highway safety award 
on behalf of the 300 dealers in the 
state who furnish cars for high 
school driver - training programs. 
Each will receive a plaque for his 
part in the program. 


year per car, or an increase of 


$3.92 per car. 
om 7 ~ | 


BETTER idea of what 100 

percent warranty would cost 
a factory can be obtained if these 
factors are also considered: 





1. Factories with new plants will 
have a greater warranty expense. 
One dealer getting cars from a new 
plant reported that 95 percent of 
his buyers returned to him for 
warranty work and the other five 
percent didn’t return because they 
lived too far away. 

2. It is unlikely that as many 
cars will be sold in 1956 as there 
were in 1955. 

3. Contrary to previous prac- 
tices, the factories will not pay 
a labor rate for any specific job 
any higher than that established 
in that community. 

4. There will generally be more 
supervision of warranty claims, 
although several factory spokesmen 
maintained there would be no tight- 
ening of justified customer claims. 

5. Factory service officials look 
for at least a 10 percent increase 
in warranty work orders per car 
sold simply because the dealers will 
be more interested in getting the 
warranty work. 

6. The factories will be more on 
the lookout for warranty claims 
made to the factory for work that 
was never done, or only partly 
completed. 

Commenting on the program as 
a whole, one dealer declared, “This 
100 percent warranty might prove 
to be one of the most favorable 
steps ever taken. The customer is 
helped; the dealer is helped, and 
the factory is helped.” 





Now in Full Production— 


: | N Selected to pace the 34th annual Pike's Peak race in Colorado Springs, July 4, 
“favoring immediate action t0 | DeSoto's 320-horsepower Adventurer is now in full production. The Adventurer is 
stop the false, misleading and | the sister car of the 1956 convertible Previously chosen to pace the Indianapolis 


**500"" Memorial Day classic. 





Plymouth Bares Winners 
Out of 2% Million Entries 


DETROIT. — Hazel Rotenberry, 
Shawnee, Okla., one of 2% million 
persons who entered Plymouth’s 


$150,000 Lucky Motor Number} Dealers Cautioned 


Sweepstakes, last week was named 
grand prize winner of $50,000. 

She registered for the contest at 
Perkins-Cook Motors (DeSoto) in 
Shawnee. Other winners were: 

G. L. Flynt, Anson, Tex., world 
tour for two, plus $5,000; Grissom - 
Prewit Motors (Chrysler), Stam- 
ford, Tex. 

Mike Kirkland, Greenwood, Miss., 


| $5,000; Blain- Wells Motor Co. 


(Dodge), Clarksdale, Miss. 
Floyd D. Randolph jr., Oakland, 


| Calif. $2,500; J. E. French Co. 


(Dodge), Oakland. 

George H. Kamper, Grand Island, 
Neb., $1,000; McCune Motors 
(Chrysler), National City, Calif. 

All owners of 1950-1956 cars were 
eligible who had bought their cars 
prior to Jan. 17, 1956. Entrants 


registered their motor numbers at 


Ark. Dealer Law 
Killed by Court 


(Continued from Page 3) 


the act but from common knowl- 
edge that this situation . . . could 
exist only between a manufac- 
turer and its authorized dealers. 
Consequently there is no occasion, 
and the act makes no attempt, to 
regulate used-car dealers or ‘boot- 
leg’ new-car dealers. 

“As a matter of fact, it seems 
clear that if this act is allowed to 
stand and its provisions are en- 
forced, there will be no more ‘boot- 
leg’ dealers in new cars.” 


A seventh justice did not partici- 
pate in the decision. 





Plymouth showrooms and showed 
proof of ownership. 


In Drive on Packs 


(Continued from Page 3) 


Monroney committee to testify in 
favor of NADA-sponsored legisla- 
tion. 

The following officers were 
elected: President, Mal Pierce; 
First vice-president, W. Heingart- 
ner; Second vice-president, G. 
Ashdown; Third vice-president, C. 
Vail; secretary, Harold Perfit; 
treasurer, Raymond Menendez, and 
executive vice-president, H. Eisen- 
hauer. 

The following directors were 
elected to serve three years: Kings 
County—W. Heingartner, John J. 
Hart; Queens County—W. Klaess, 
Sol Davis; Nassau County — Mal 
Pierce, John J. Fogelman; Suffolk 


|County — Edwin Ande, Raymond 


Greene. 





Willys Move Fails 


To Lift Arab Boycott 


DAMASCUS, Syria. — Arab 
countries will continue a boycott 
of Willys-Overland Export Corp. 
despite transfer of assembly from 


, Israel to Turkey, boycott officials 


said last week. 


The boycott is supervised 
through the nine-member Arab 
League. Willys was “blacklisted” 
in 1953 when it made a contract 
to assemble jeeps in the Israel 
plant of Kaiser-Frazer Ltd. 








AIR CONTROL FOR EVERYONE! 


DRAFT -EZE 


(VENT WINDOW EXTENSION) 


Deflects; dust, roaring 

rumble and drafts. 
Suggested selling price 

Deluxe model with $ 298 


stainless steel band 
Standard model.....$2.49 





PRICED RIGHT, SIMPLE TO INSTALL, 
IMPROVES APPEARANCE, CLEAR PLASTIC, 
FITS ALL CARS, PACKAGED TO SELL 


Draft-Eze deflectors are every- 
one’s all-season air vent. Made 
of optically clear plastic and 
tints, Draft-Eze deflectors are 
practically unbreakable. Draft- 
Eze gives front and rear seat 
passengers relief from gusts of 
air by a simple adjustment of 


the air vent window. Draft-Eze 
keeps you well-groomed, keeps 
blasting drafts from hitting the 
back of your neck, makes driv- 
ing safer and will help to elimi- 
nate direct streams of air from 
hitting you in the face. 


Literature and Display sizes available. Jobbers Inquiries Invited. 


Peninsular Autoparts Company 


15175 E. Jefferson e 


Grosse Pointe e 


VA 1-2000 
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Bradley, Donner Advance to To 


Posts... 





Sloan Winds Up Active GM Duty 


(Continued from Page 1) 


director and a member of the 
financial policy, operations policy 
and administration committees. 

Richard C. Gerstenberg was 
elected treasurer to succeed Rus- 
sell. Ralph C. Mark continues as 
comptroller, reporting to Russell. 

Edward T. Ragsdale, Buick’s new 
general manager, was elected a 
vice-president of GM and appointed 
to the administration committee. 

Bradley formerly was chairman 
of the financial policy committee. 
Although relinquishing that post, he 
retains his membership on the 
committee as well as on the opera- 
tions policy and administration 
committees. 

* + + 


erent colleagues voiced ad-| 
miration for the industrialist’s 
wise and benevolent guidance 
through the decades. The GM board 





used these words in announcing 
his resignation as its chief: 

“The board of directors of Gen- | 
eral Motors Corp. has acceded | 
to Mr. Sloan’s wish to retire as | 
chairman. 
“He has served the corporation | 

long and magnificently. His analysis | 
and grasp of the problems of cor-| 
porate management. his great vision | 
and rare good judgment laid the| 
solid foundation which has made 
possible the growth and progress of | 
General Motors over the years. 

“His leadership has enabled Gen- | 

eral Motors to contribute impor- | 


tantly to our expanding national | - 


| DeSoto Launches 


economy.” 
* * * 


AID President Curtice: “Of all| 

the men ever associated with 
General Motors, none has looked 
forward as steadily as he. Always 
he has kept his eye on the future. 
His tireless energy, great courage, 
wise counsel and deep loyalty have 
been an inspiration to each and 
every one of us.” 

Beloved among dealers for his 
humanitarian approach to their 


Ford to Expand 
Advanced Styling; 
Maguire Named 


DEARBORN. Expansion of 
Ford Motor Co.’s advanced styling 
activities have been announced by 
George W. Walker, vice-president 
and director of styling. 

Robert H. Maguire has been ap- 
pointed chief stylist of a new staff 
advanced styling studio. Joseph 
Oros, formerly special staff assist- 
ant to the vice-president and direc- 
tor, was named chief stylist, Ford 
styling studio, replacing Maguire. 

Elwood P. Engel will continue 
as special staff assistant to the vice- 
president. 

Maguire had headed the Ford 
styling studio since December, 1949. 


= * * 








Ford Styling Grows— 


; name. 


problems, Sloan had been chair- 
man of GM since 1937. 


He joined the corporation as vice- 
president in charge of accessory 
operations in 1918, was named vice- 
president in charge of operations 
in 1920 and was elected president 
in 1923. From 1923 to 1946, he was 
chief executive officer. 

* * * 
i 1920, when Sloan began weld- 
ing GM’s disjointed operations 
into the present highly integrated 
form, the corporation accounted for 
less than 12 percent of U.S. motor- 
vehicle sales. 

Its phenomenal rise since then 
has been credited as much to 
Sloan’s mastery of the human 
equation as to his seemingly 
unbounded knowledge of manu- 
facturing and management tech- 
niques. 

To tens of thousands of dealers, 
past and present, the word Sloan 
represents more than a man’s 
It symbolizes an era of 
enlightened factory-dealer relations, 
of sagacious and fatherly concern 
in the welfare of the retailer. 

Upon becoming operations vice- 
president, Sloan at once began 
acting to improve the profit situa- 
tion of dealers. 
* * * 

E SET up a separate depart- 

ment to review. distribution 
policies. Then he took to the road 
to study at first hand the health 
of GM dealerships. 

One outgrowth of his tour was 





‘Winning Ride’ 
Consumer Contest 


DETROIT. — DeSoto last week 
launched a “Winning Ride” contest 
which the firm said was its first 
venture into such a consumer pro- 


| motion. 


The prize list is topped by a 
double-barrelled award of a month- 
long trip anywhere in the world 
plus a Fireflite four-door sedan, 
completely equipped. 

Incentive awards to salesmen in- 
clude $250 savings bonds to those 
with the largest number of “Win- 
ning Ride” demos in the zones 
other than the one from which the 
top winner comes. 

To enter, a prospect must take a 
ride in a DeSoto, complete the last 
line of a limerick and answer five 
questions relating to the ride and 
the car. 

Three second-place prizes are new 
Fireflites, $1,000 U.S. savings bonds 
will go to the eight third place 
winners. In addition, there will be 
20 fourth-place prizes of $100 bonds, 
40 fifth-place prizes of $50 bonds 
and 160 sixth-place prizes of $25 
bonds. The salesman who demon- 
strates to the top winner gets a 
$750 bond and prizes will go to 
salesmen whose demos produced 
one of the top 12 award winners. 





A move by George Walker (center), vice-president and director of styling, to 
expand Ford Motor Co.'s advanced styling activities has resulted in appointment of 
Robert H. McGuire (left) as chief stylist of a new advanced styling studio. Joseph 


Oros (right) replaces McGuire as chief stylist, 


Ford styling studio. 





the establishment of Motor Ac- 
counting Co. as a GM subsidiary, 
charged with maintaining records 
on dealers’ economic status. 


Sloan was not happy with the 
data turned up by Motor Account- 
ing. It was his desire that dealers 
enjoy continuous prosperity, with- 
out the lean periods that cropped 
up in apparent cycles. He appointed 
a group of GM executives to develop 
distribution patterns with that goal 
in mind. 

* + * 
ACTORY-DEALER councils are 
today an accepted feature of 

automotive retailing procedure. The 
first dealer advisory council was 
created by Sloan in 1935 to further 
“democracy” in the management of 
industry. 

Three years later Sloan organ- 
ized a dealer-relations board to 
handle dealer appeals arising 
from franchise cancellations and 
other grievances. 


of the GM dealer contract, startling 
the industry with the liberality of 
its new provisions. One of them 
arranged for rebates to dealers for 
discontinued models in stock at the 
time of new-model announcements. 


Dealers found Sloan always ready | 
to lend an ear to their problems 
and to help them in their difficul- 
ties. A letter to Sloan received 
personal attention. 

ok * * 

URING World War II, Sloan 

worked untiringly to keep deal- 
erships from folding. To those 
dealers who remained in business 
despite wartime hardships, he gave 
his promise that for three years 
after the war’s end no new GM 
dealers would be appointed. 

Born in 1875 in New Haven, 
Conn., Sloan was graduated from 
Massachusetts Institute of Tech- | 
nology in 1895. That same year | 
he went to work as a draftsman | 
for Hyatt Roller Bearing Co. in 
Newark, N. J. 


Hyatt was in dire straits, and 
Sloan persuaded his father and a 
friend to invest $5,000 in the com- 
pany. Sloan became general man- 
ager and, in 17 years as Hyatt’s 
head, raised sales to more than 
$10 million a year. 


W. C. Durant, then president of 
GM, formed United Motors Corp. 
in 1916, with Hyatt as a participant 
and with Sloan at the helm. Two 
vears later United Motors and 
Sloan became a part of GM. 

oe * * 


RADLEY, Sloan’s successor as 

chairman of the board, has 
been with GM since 1919. Born in 
1891 in Blackburn, England, he is 
an authority on economics and 
finance and has a doctor of phil- 
osophy degree from the University 
of Michigan. * 





Starting out on the staff of the 
comptroller, Bradley served as 
assistant comptroller, assistant 
treasurer and general assistant 
treasurer before being elected a 
vice-president in 1929. 


In 1940 Bradley was appointed as 
executive assistant to the president 
and in 1942 as executive vice-presi- 
dent. In wartime, he had charge of 
the car and truck group of divi- 
sions and the corporation’s overseas 
operations. 


Essays Sought 
On Brand Names 


NEW YORK.—College and uni- 
versity students have been invited 
to submit their ideas on “The In- 
fluence of Manufacturers’ Brands 
on Better Retailing” in an essay 
contest which will mark the open- 
ing of the nationally promoted 
Brand Names Week, Apr. 16. 

Prizes offered for the best essays 
are a $1,000 scholarship, a color 
television set and a complete fall 
wardrobe. Television sets also will 
be awarded to the instructor of 
each of the three major prize win- 
ners, and merit certificates will go 
to the writers of the twenty-five 
outstanding essays. 

The contest coincides with the 
start of the three-day display of 
120 Brand Name Retailer of the 
Year award presentations in the 
Waldorf-Astoria Hotel. 





Power-Brake Market Booster— 


The new Bendix power-brake tester’s role in a national program to expand power. 
brake sales and service is discussed by, from left, Robert Allen, eastern district 
manager of the products division of Bendix Aviation Corp.; John F. Creamer, president 
of Wheels, Inc., the divisional central distributor for the New York area, and E. D, 


| Meeker, general sales manager of the distributor. The tester is designed to handle 
In 1939 Sloan ordered a revision 


all passenger car units and Hydrovacs up to and including the ‘4000’ series. 


* + 


* * * 


Power-Brake Promotion 


Packaged for 


SOUTH BEND.—The first power- 
brake promotional program de- 
signed to expand distribution in the 
service-dealer market has been in- 
augurated by the products division 
of Bendix Aviation Corp. 

T. A. Kreuser, divisional serv- 
ice sales manager, said the 

power-brake program was neces- 
sitated by rapid growth of sales 
and service markets. He said 
Bendix sales are 40 percent over 
last year on after-market units, 
and that many power-brake dis- 
tributors have reported a 60 per- 
cent increase in sales over last 
year. 

Market studies show power-brake 
production for passenger cars has 
expanded from zero in 1951 to a 
total this year of more than five 
million original equipment and 
after-market units, he said. This 

year there will be 10 million vehi- 
cles on the road equipped with 
power brakes, he said. 

“Tools” in the power-brake sales 


Milwaukee Firm Leads 


Nash Dealers in Sales 


MILWAUKEE.—Milwaukee Nash 
here has captured national sales 
leadership among Nash dealerships, 
according to Irving B. Rosenberg, 
president. 

He said his firm in 1955 had the 
best single dealership sales record 
selling close to a thousand Nash 
and Rambler cars. Rosenberg has 
headed the firm for six years. 





_— 


In Black and White— 


Fingerprinting methods are being used 
on a grand scale by General Tire & 
Rubber Co. to prove out new products. 
General engineers measure the print of 
a 7%,-foot-tall casing, weighing almost 
a ton, in order to check the degree of 
ground contact. The mammoth tubeless, 
the largest tire general has ever pro- 
duced, is a 33.5-33 wide base, All-Duty 
LCM for off-the-road usage on large 
earthmoving equipment. 








Dealers 


program include a direct-mail pro- 
gram, a new power-brake tester for 
service dealers, a service dealer 
plan, power-brake dealer franchise 
plan book, power-brake installation 
kits and repair kits and an instal- 
lation clinic plan. 


The direct-mail program consists 
of four mailing pieces aimed at 
small fleet owners within pre- 
selected trading areas. 


“The power-brake tester was 
developed for a service dealer in- 
terested not only in power-brake 
installation and minor servicing,” 
Kreuser said, “but also in doing 
a thorough service, repair and 
test operation on power brakes 
for all passenger cars and most 
trucks.” 


The tester will handle all car 
units, as well as Hydrovacs up to 
and including the “4000” series 
found on larger trucks. In many 
cases. Kreuser said, Bendix service 
distributors have indicated they 
will finance the new tester. 


The service dealer plan offers 
technical training in’,power brake 
service schools conducted by spe- 
cially designated service distribu- 
tors. The plan also offers the serv- 
ice dealer an opportunity to get 
into the power-brake service mar- 
ket. 

The franchise dealer plan book 
is the result of long-range market 
studies made by Bendix, Kreuser 
said. The power-brake dealer fran- 
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chise has two basic classifications— — 


service dealer and sales dealer— 
and the plan book was developed 
to meet the requirements of both 
types. 

For the sales dealer, there are 
consumer advertising pieces, sales 
brochures, catalogs and point-of- 
sale material. For the _ service 
dealer, there are service parts 
data, catalogs, service manuals 
and outdoor signs. 


The installation clinic plan en- 
ables the service distributor sales- 
man to present a visual picture of 
the power-brake installation at the 
same time an actual power brake 
installation is taking place on the 
service floor. 


Motor Products 
To Drop Auto Line 


DETROIT. — Motor Products 
Corp. will discontinue auto parts 
production when output for 1956 
models is completed, Robert J. 
Nixon, president, revealed last 
week. 

Bulletin-board notices at the 
company’s Mack Ave. plant here 
confirmed reports that Ford and 
Chrysler will give their window- 
molding and ventilator orders to 
other parts makers because of Mo- 
tor Products’ pricing. 

Nixon said the company would 
seek other work for the plant. Air- 
craft subcontracts have been men- 
tioned as a strong possibility. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





Week Week Jan, 1 Jan. 1 
Ended Same Ended Total To To 
Apr. 9, Week March 31, Output, Apr. 9, Apr. 9, 
1956 1955** 1956* March* 1955** 1956 
AMERICAN MOTORS __ 1,785 5,557 1,567 14,228 56,239 44,557 
Hudson dahdcndien 485 2,314 372 4,226 21,816 13,843 
Nash eee 1,300 3,243 1,195 10,002 34,423 30,714 
CHRYSLER CORP. .... 17,825 29,912 17,923 77,509 456,926 271,875 
EE asssvsresssnerserecsees 2,500 3,941 2,516 11,219 63,411 38,324 
DeSoto 2,175 2,727 2,217 10,480 47,612 34,913 | 
Dodge 3,750 6,990 3,682 16,156 109,337 58,547 
Plymouth .. 9,400 16,254 9,508 39,654 236,566 140,091 
FORD MOTOR . 36,898 44,035 34,939 146,976 616,878 478,066 
Continental 28 ‘ 27 a 795 
: Ford . 29,570 34,223 28,854 123,518 484,708 392,027 
= Lincoln 1,150 841 888 3,389 12,359 15,246 
> Mercury ipa ... 6,150 8,971 5,170 19,935 119,811 69,998 
é GENERAL MOTORS .. 75,682 83,439 68,437 327,243 1,157,440 1,042,676 
2 Buick . 15,502 =17,869 =11,719 61,456 230,029 206,894 
; Cadillac ‘ 3,360 3,208 3,327 14,819 46,889 46,595 
2 Chevrolet . 38,200 36,783 37,786 164,087 531,236 506,629 
$ Oldsmobile . 10,590 =13,241 8,429 48,919 175,216 160,122 
4 Pontiac 8,030 12,338 7,176 37,962 174,070 122,436 
> &P CORP. 2,083 4,743 2,902 10,342 69,328 40,529 
> Packard :; 1,587 919 3,008 22,637 7,021 
Studebaker 2,083 3,156 1,983 7,334 46,691 33,508 
3 a ES GE aE Ge GE 
5 Total Cars, U. S. 134,273 168,020 125,768 576,298 2,361,450 1,877,703 
*Revised 
< **Totals for 1955 include Kaiser-Willys production. 
: COMMERCIAL CARS 
: (U. S. PRODUCTION ONLY) 
2 Week Week Jan, 1 dan. 1 
Ended Same Ended Total To To 
Apr. 9, Week, March 31, Output, Apr. 9, Apr. 9, 
; 1956 1955* 1956 * March* 1955* 1956 
_ CHEVROLET 7,900 10,631 7,504 34,590 77,327 =+114,490 
+ DIAMOND T . 110 127 102 452 1,263 1,366 
- DIVCO 80 73 73 345 910 1,240 
AEE Seren nee cee 1,900 2,165 1,858 7,833 22,541 24,136 
EE Pesconte caenioucans 6,775 7,497 6,768 28,172 101,798 89,912 
GMC ‘ 2,200 2,374 2,148 9,778 15,131 29,540 
INTERNATIONAL 2,930 2,787 3,169 12,840 34,239 41,618 
MACK . 400 239 389 1,539 3,150 5,326 
REO , : 85 117 74 301 1,271 1,027 
i STUDEBAKER 335 166 231 781 6,331 3,535 
WHITE 390 310 3380 1,570 3,936 5,364 
2 WILLYS : 1,210 1,489 1,172 5,658 22,117 17,895 
’ MISCELLANEOUS*** 48 67 45 202 1,010 660 
Total Trucks, U. S..... 24,363 28,342 23,913 104,061 291,024 336,109 
| Total Cars, Trucks, 
: U. S. 158,636 196,362 149,681 680,359 2,652,474 2,213,812 
i Total Cars, Trucks, 
4 Canada . . 12,470 10,675 10,090 47,174 124,807 118,540) 
i Grand Total, 
Cars and Trucks, 
U. S. and Canada. ...171,106 


207,037 159,771 727,533 2,777,281 2,332,352 


*Revised. Miscellaneous includes Corbitt, Marmon H., Brockway, Four-Wheel Drive, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar and Sterling are included in White totals. 


| Turbine Passes Road Test, 
Enters Prototype Stage 


(Continued from Page 2) 


turbine wheels conceivably could 
be produced at a unit cost of $20 
with present designs and known 
manufacturing techniques. 

It now is well-known that the 
“secret” of the automotive gas tur- 
bine lies in the regenerator or 
heat exchanger. This unit performs 
two important functions in reduc- 
ing exhaust gas temperature and 
raising efficiency by utilizing previ- 
ously wasted fuel energy to heat 
the incoming fresh air. 

* x * 
OWEVER, in an admission that 
the Chrysler regenerator is 
about “86 or 87 percent efficient” 
in its ability to extract heat from 
the exhaust and transfer it to com- 
pressor air intake, Huebner used a 
figure that is several percentage 
Points higher than any previously 


Price-Cutters Halted 

NEW YORK. — National Carbon 
Co., a division of Union Carbide & 
Carbon Corp., has obtained injunc- 
tions against National Grocery Co., 
Inc., of New Jersey and Bargain 
Barn, Dayton, O., restraining the 
retailers from selling Prestone anti- 
freeze at less than the established 
fair-trade prices. 








claimed for an automotive gas tur- 
bine. 

In discussing the steps remaining 
before the gas turbine can be 
placed in volume production, Hueb- 
ner reviewed the problems remain- 
ing in performance, engineering 
and metallurgy and elaborated at 
some length on the manufacturing 
phase. 

He said that, from the view- 
point of an engineering develop- 

ment, “we’re just about there 
now” but pointed out that 
there are no shortcuts in the job 
that remains to be done. “It will 
take another five to ten years,” 
he continued, “for people (in the 
industry) to become familiar with 
this thing.” 


“There are so many factors and 


skills involved — tool engineers, | 


process engineers (production tech- 
niques), manufacturing processes 


and equipment, etc. — that it will | 


take time to build up the know- 
how in this new field.” 


Henderson Opens Olds 


Charles Henderson has opened an 
Oldsmobile dealership at 1011 S. 
Myrtle, Monrovia, Calif. 
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(106% of Three-Year Index .. . 


Car Production Rises | 


To Two-Month High 


| Packard, fifth with 10,342 and 1.7 
percent. 

Car output alone is running 
20.5 percent behind a year ago, 
while combined car-truck opera- 
tions are only 16.5 percent behind 
the year-ago pace. 

Ford Motor and GM last week 
were the only members of the Big 
Three to register output increases 
over the previous week. 

* > * 

(= WITH all of its five divisions 

¥F showing increases, turned out 
75,682 cars last week, as compared 
with 68,437 a week earlier. All 
Buick - Oldsmobile - Pontiac assem- 
previous week in observance of 
Good Friday. 

A breakdown of GM activities 
showed Buick with 15,502 cars 
last week, as compared with 
11,719 a week earlier; Cadillac, 
back on its 3,360-unit-a-week pace 
after ebbing to 3,327 the previous 
week; Chevrolet with 38,200 last 
week, as compared with 37,786; 

| Oldsmobile with 10,590, as com- 
| pared with 8,429, and Pontiac 
with 8,030, compared with 
| 7,176. 

Slight output hikes at all Ford 
Motor divisions upped the com- 
pany’s car assemblies to 36,898 units 
last week—first time that company 
has surpassed the 36,000 mark since 
the week ended Jan. 28. The pre- 
vious week saw Ford Motor turn 
| out 34,939 cars. 

DIVISIONAL breakdown of 
Ford Motor production showed 
|Ford division with 29,570 cars last 
week, as compared with 28,854 units 


as 








|cury with 6,150, as compared with 


|compared with 27. Mercury and 
|Lincoln were scheduled to work 
'their Wayne lines Saturday, while 
Ford division had scheduled a six- 
day operation at its Mahwah (N. J.) 
plant. 

Slight declines at Chrysler, 
Plymouth and DeSoto dropped 
Chrysler Corp. output to 17,825 
units last week, or a 98-unit dip 
from the previous week’s 17,923 
cars. 

Plymouth, affected slightly by a 
walkout on Monday, dropped from 
|9,508 the previous week to 9,400 
| cars last week; DeSoto slipped from 
|2.217 units to 2,175, and Chrysler 
dropped from 2,516 to 2,500. Dodge, 
despite a walkout at its Detroit 
plant on Monday, upped car output 
| from 3,682 to 3,750. 


x * = 





| 

GTUDEBAKER -PACKARD pro- 
duction declined last week as 
its Packard division closed its as- 
sembly lines again. The corpora- 
tion’s output of 2,083 Studebakers 


Packards and Studebakers turned 
out a week earlier. 


A Packard spokesman said the 
company’s assembly lines have 
been closed until Apr. 10 (tomor- 
row) to “readjust production 
schedules to allocate a larger 
share of total output to the new 
Executive series, and to adjust 
new-car inventories.” 

AMC showed a slight improve- 

ment last week as it jumped car 
output to 1,785 units. The previous 





Dodge Golden Lancer 


Joins Hardtop Fleet 
DETROIT.—Dodge has added 
a new gold and white color com- 
bination to its two-door hardtop 
models. Models sporting the new 
color scheme will be known as 
“Golden Lancers” and will be 
available in the Coronet, Royal 
and Custom Royal series. 
The “Golden Lancer” will have 
a sapphire white top and bottom 
and a gallant gold midsection. 
| Gallant gold is a new metallic 
paint that gives “a true gold 
lustre,” according to Byron J. 
Nichols, Dodge sales vice- 
president. 





bly plants were closed one day the | 


|the previous week; Lincoln with | 
/1,150, as compared with 841; Mer- | 


|5,170, and Continental with 28, as | 


last week contrasted with 2,902 | 


(Continued from Page 1) 


week saw the company turn out 
1,567 cars. | 


* * * 


BREAKDOWN of AMC output 
a showed Nash with 1,300 cars | 
last week, as compared with 1,195 
a week earlier, and Hudson with 
485, as compared with 372. 

Truck production rose to 24,363 


53 


units last week, for a slight im- 
provement over the 23,913 com- 
mercial vehicles turned out a 
week earlier. 

Truck output during March total- 
led 104,061 units, or 3,047 more vehi- 
cles than the manufacturers turned 
out in February. Truck output for 


|the first quarter totalled 311,746 


units, or 18 percent above the first 
quarter of 1955, when the manu- 
facturers assembled 264,156 units. 

Canadian car-truck operations 
produced an estimated 12,470 units 
last week, or 2,380 more units than 
was assembled the previous week, 
when assembly lines were closed 
for Good Friday. Canadian output 
totalled 47,174 vehicles in March, 
and 106,070 for the quarter.—(Mar- 
TIN L, WHITMYER.) 





version of American Motors’ | 
British-built Metropolitan goes on 
display in Nash and Hudson dealer | 
showrooms today (Apr. 9). 
The new engine, an Austin | 
A-50, is rated at 52 horsepower | 
and has a top speed of 78 miles 
an hour, according to Roy Aber- 
nethy, AMC’s vice-president of | 
automotive distribution and mar- 
keting. 
The 52-horsepower rating of the | 
Metropolitan “1500” is 24 percent | 
above that of its ns 
predecessor, but the carr. still 
attains up to 40 miles a gallon, | 
| Abernethy declared. 
* + ? 
HE new engine is a _ four- 
cylinder, overhead-valve plant 
and is mounted at four points on 
|rubber cushions to reduce noise 
and vibration, AMC said. A 12- 
|volt electrical system is standard 
| equipment. 
Compression ratio is 7.2 to 1, 
displacement is 90.89 cubic inches 
and maximum torque is 77 


pounds-foot at 2,500 r.p.m. 

Only one transmission is availa- | 
ble, the standard-shift syncromesh. | 
|A new clutch has a diameter of 
eight inches compared to 7% 
inches on earlier models. 

Two models are offered in 
|new Metropolitan line, a hard- 
top and a convertible. The cars 
are built on an 35-inch wheelbase, 
|are 149 inches long, 61 inches wide 
j}and 54 inches high. 

Metropolitan advertised-delivered 
prices at coastal port of entry are 
$1,527 for the hardtop and $1,551 
| for the convertible. Both prices are 
|up $82 from last season’s levels. 

* * * 

A NEW oval-shaped grille of 

cellular design is framed with 
a heavy chrome molding and a 
} circular Hudson or Nash medallion 
is located in the center. The air- 
|scoop on the hood has been elimi- 
| nated. 
A side molding begins at the 
headlight, dips to the lower por- 
tion of the car just behind the 
door and continues horizontally 
to the rear. 

The molding divides the two-tone 
color scheme. The basic color — 








Caribbean green, sunburst yellow 
or coral red — is utilized above 





| 
| 


Restyled by Austin for AMC ... 


More Power for Metro 


(Continued from Page 1) 


the molding and on the hood, deck 
and windshield posts, with the 
second color, snowberry' white, 
being used below the molding, 
around the grille and on the roof 
of the hardtop. 


* * 


HE continental rear-tire mount 

is standard on both models and 
is covered with a black vinyl 
cover trimmed in white vinyl. 

The Metropolitan is designed 
as a two-passenger car, but the 
company says the front seat can 
accommodate three persons. In 
addition, there is a utility seat 
in the rear. 

The interior color scheme fea- 
tures gray and black upholstery 
with off-white vinyl trim. All 
instruments and controls are in a 
cluster located directly in front of 
the driver. 

Shipping weights are 1,835 
pounds for the convertible and 
1,875 pounds for the hardtop, AMC 
said. Tires are tubeless, size 5.20 by 
13. 





Metropolitan's Interior— 


Gray and black, with off-white vinyl 
trim, is used in the interior of the new 
Metropolitan “1500."" Instruments and con- 
trols are placed in a cluster directly in 


front of the driver. 
* * 





‘The Metropolitan Convertible— 


| The British-built Metropolitan convertible, one of two models offered, is designed 
| as @ two-passenger car. Although its 52-horsepower rating is 24 percent above that 


| of its predecessor, the car still attains 40 
' Motors Corp. 


miles per gallon, according to American 
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Dealers Pose in Waterbury, Conn.— 


Members of the Waterbury (Conn.) New Car Dealers Assn. are, seated, from left, 
M. Francis Rombousek, John B. Foley and E. Randall Loveland, association president. 
Standing: K. M. Carter, executive secretary; Rex Brown; George B. Cohen, vice-pres- 
dent; Fred G..Loehman jr., secretary-treasurer, and Eugene L. Seville. 


Factory Ads Assailed 
By Wis. Dealer Unit 


(Continued from Page 6) 


ers.” They point out that over- 
allowances must be made up 
somewhere else in the deal and 
that “no dealer can sell you a car 
without making a fair profit.” 

x * * 


HE L-M group also includes a 
statement of policy which men- 
tions “fair allowance, reasonable 
price, fair profit and good value.” 


Another ad in the series features 
answers to car buyers’ questions 
by TV’s Ed Sullivan. 


In Minnesota, dealers may have 
blinked as they read a bulletin 
from Leo B. Faricy, general man- 
ager, Minnesota Automobile 
Dealers Assn. 


Faricy wrote: Auto dealers have 
reached the point where they must 
either tell the truth or pay the con- 
squences. False advertising, bad ad- 
vertising, misleading advertising— 
by any name, it smells the same. 

= * * 


$ ae vanes anne used correctly, 

is wonderful, but for some 
time a small percentage of dealers 
have been advertising that they 
are liars. 

“Let any dealer take the special 
tags off his car and mingle with the 
public and he will soon learn what 
Mr. John Q. Citizen really thinks 
of the men who sell automobiles. 


“The public is sold on the 
quality of today’s cars, but is be- 
coming more and more convinced 
that the men who sell them are 
crooks. 

“The average citizen reasons it 
takes a crook to outdo a crook, so 
he becomes a new personality when 


Car Dealers Offer 
To Help Draft 


Minneapolis Law 


MINNEAPOLIS.—-The Minneapo- 
lis Automobile Dealers Assn. has 
asked that city officials sit down 
with the association’s ethics com- 
mittee to draft an ordinance for 
licensing new-car dealers and tight- 
ening restrictions on used-car deal- 
ers. 

A. J. Aldis, representing the 
association, urged the aldermen 
“not to penalize Minneapolis dealers 
to the advantage of suburban deal- 
ers” when the ordinance is consid- 
ered at the Apr. 17 hearing. 

Besides prohibiting dealers from 
operating on Sundays, the ordi- 
mance would require that dealers 
shall not: 

1. Obtain purchasers’ signatures 
on blank contracts, bills of sale or 
other documents. 

2. Advertise any vehicle as being 
sold by a private owner at the 
owner’s home if it actually is the 
property of the licensed holder 
(dealer). 

3. Arrange for “kick-backs” from 
loan or finance companies. 

4. Turn back mileage shown on 
speedometers. 








shopping for an automobile—he 
makes it a matter of personal pride 
to take the shirt of: some dealer.” 

Faricy urged all members to 
support the association’s code of 
ethics. He said the ad cleanup drive 
is gaining strength throughout the 
state. 


$2,500 Grant OK’d 


In Case Involving 


Tucker Franchise 


COLUMBIA, S. C.—A State Su- 
preme Court opinion has affirmed a 
lower court ruling on a $2,500 judg- 
ment growing out of the transfer 
of a Tucker car franchise. 

The opinion upheld the $2,500 
award which John W. and Walter 
M. Green had been granted in a 
suit against R. M. Camlin. 

Doing business as Camlin Motors, 
court records showed, Camlin had 
obtained a franchise for Tucker 
cars and had sold it to the Greens 
for $2,500. 

When Tucker Corp. was declared 
bankrupt, the Greens brought suit 
against Camlin to recover the 
$2,500, alleging that Camlin had 
failed to deliver the franchise and 
had failed to fulfill his contract. 

Camlin claimed he had complied 
with the contract, but that due to 
circumstances beyond his control 
the actual written approval and 
transfer of the franchise by Tucker 
Corp. had not been made. The 
court decided in favor of the 
Greens. 


Breech’s Son Buys 


N. C. Ford Dealership 

GREENSBORO, N. C. — Robert 
Breech and David T. Grubbs, both 
of Los Angeles, have purchased 
Ingram Motor Co. (Ford) here and 
will operate it as Greensboro Mo- 
tor Co. 

Breech is a son of Ernest R. 


Breech, board chairman of Ford 
Motor Co. 


Classified Want Ads 





HELP WANTED 


LONG STANDING Dodge-Plymouth dealer 
in central Illinois town of 20,000 desires 
volume minded and trained general sales 
manager to produce 250 new units on 
ethical basis. Man employed will be given 
full responsibility for operation. Salary 
and percent of profits for the right party. 
- 5999, c/o Automotive News, Detroit 

6. 


OFFICE MANAGER. Capable of directing 
large office for automobile dealer in De- 
troit. An excellent opportunity for per- 
son who will qualify. Give full particulars 
in letter to Box 5998, c/o Automotive 
News, Detroit 26. 


GENERAL SALES manager—500 car and 
truck Chevrolet deal in county seat town 
of 25,000 population. Modern equipped, 
nearly new building adjoining large used 
ear lot. 80 miles from Detroit. Salary 
plus percentage of profit. Opportunity to 
buy into deal after six months if satis- 
factory. Man under 45. Preferably man 
from.a smaller city. Box 5983, c/o Auto- 
motive News, Detroit 26. 
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Nae ee nies 


CLASSIFIED WANT ADS 


Reaching an estimated 150,000 readers engaged in ali branches of the nation's automotive industry 


RATES: TWENTY-TWO CENTS 


(22¢) 


PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
ond address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


AUTOMOTIVE PARTS, hardware, acces- 
sory salesmen to call on car dealers and 
fleet accounts in Baltimore and Wash- 
ington. Also Pittsburgh, West Virginia 
and Ohio, Established territory. Liberal 
commissions. Guaranteed drawing ac- 
count-—-car allowance. High earnings as- 
sured through attractive sales program. 
Only experienced salesmen with follow- 
ing should apply. Box 5984, c/o <Auto- 
motive News, Detroit 26. 


GENERAL SALES MANAGER for large 
Chevrolet dealership in mountain states 
area. Expanding sales activities demand 
the best of qualifications. Excellent sup- 
porting parts and service departments. 
Opportunities unlimited. Box 5962, c/o 
Automotive News, Detroit 26. 


"Position Wancal 


To encourage this classification for the 
benefit of those seeking 


GENERAL MANAGER, experienced, capa- 
ble of reorganizing, refinancing, acquir- 
ing personne! and establishing procedures 
which guarantee a profitable operation 
under present challenging conditions, ob- 
taining good market penetration, con- 
sistently moving used cars, also obtain- 
ing reasonable service absorption. Will 
operate to a high principle insuring good 
factory relations and low employe turn- 
over. College education, steady, reliable, 
middle aged, athletic, good bearing, fam- 
ily man, excellent references. Compensa- 
tion $750 a month. 10% of net results 
before taxes. Prefer medium sized Cali- 
fornia city but familiar with metropoli- 
tan operations. Will consider other states. 
Arthur Crandall Wolf, 4249 Degnan 
Bivd., Los Angeles 8, Calif. 








YOUNG MAN, TWENTY, desires sales po- | 


sition with eastern new car cealer. Many | 
willing to| 
c/o} 


references. Some experience - 
learn. Military fulfilled. Box 
Automotive News, Detroit 26. 


5985, 


OFFICE AND BUSINESS manager experi- 
enced in all phases including operating 
controls. Central or southern California. 
Box 5967, c/o Automotive News, Detroit 
26. 








DEALERSHIPS AVAILABLE 





FOR SALE—WELL established dealership | 


handling one of the ‘‘Big Three’’ in 
prosperous central New Jersey area of 
100,000 shopping population. Sales during 
past five years between 450 and 600 
units annually. No real estate, no used 
cars or accounts receivable. Box 6000, 
c/o Automotive News, Detroit 26. 


ACTIVE PARTNER - 

Full management to 
man. Chrysler Corporation 
San Francisco—metropolitan area—-350- 
500. Chance for early buy out. Old es- 
tablished dealer’ has excellent facilities, 
service department and reputation. Have 
you the sales power? Box 5990, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet in 
choicest hunting and fishing area of Wis- 
consin with prosperous farming and lum- 
bering. Good year round income. Approx- 
imate 40 car franchise. Reasonable. 
Bernard Chevrolet Co., Radisson, Wis. 


DEALERSHIP HANDLING 
eastern Illinois. Taking larger deal and 
must sell this one, Consistent money 
maker year in, vear out, No real estate, 
used cars or accounts receivables. Ap- 
proximately $25,000 in parts and equip- 
ment. Sold 200 new units last year. Good 
industrial and agriculture balance in 
community. Reply Box 5991, c/o Auto- 
motive News, Detroit 26. 


HANDLING CHEVROLET - Buick dual — 
about 125 new units annually. Twenty 
consecutive profit years—including 1953- 
4-5. Good organization; favorable lease; 
modern buildings; adjoining used car lot; 
on state highway and main business 
street; county-seat town of about 4,000 
in mid-Minnesota. J. R. Garzon, 3839 
South Vincent, Minneapolis, Minn. 


VALUABLE AND PROFITABLE agencies 
in New York State and Pennsylvania 
handling Chrysler, Plymouth, Buick, Pon- 
tiac, Packard, Dodge. ‘‘Rock’’ Boyce, 
Broker, Wellsville, N. Y. 


ESTABLISHED DEALERSHIP handling 


Small investment. 
young aggressive 
dealership in 








Ford in north- 








Oldsmobile. One of best oil towns in 
Oklahoma, population 40,000. 250 cars 
per year. Box 5996, c/o Automotive 


News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 


wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 


Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
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: es — cash AV 
DEALERSHIP HANDLING Dodge-Plym. om de 
outh. Good substantial Texas town ap. 7 ull 
“BIG THREE" proximately 15,000 population. No in-line 5 Tiae-Ca 
competition in county. Close proximity() and oth 
DEALERSHIPS largest car-truck market in Texas. County Factory 
¥e tg mer s+ oil, cattle, farming. ence ar 
All modern facilities, very low rent, n ssar 
DETROIT =—> CHICAGO real estate. Sell all or just shop equips mee 597 
ment, parts, fixtures. Potential about 209 6 
Outside interest requires us to sell two units. Family illness forces sale Box = 
‘ 5973, c/o Automotive News, Detroit 26 WANTED 
large well located dealerships. Buy parts | — . - = west co 
P < DEALERSHIP HANDLING Buick East Adequat 
and equipment only. Lease multi-purpose Tennessee TVA—atomic energy area. Box 59° 
sg: } Small town, 25,000 in county. Low over. % 
buildings. head. Lease building, lot. Will pay for =< SRA | 
635 South Woodward itself in one year. Owner moving to GENERA! 
Birmingham, Michigan larger deal—same make. $15,000 Box po ietr 
Midwest 6-1200 5974, c/o Automotive News, Detroit 26. — \ 
i = em ¥ 
4611 West Madison | FOR SALE—WELL established GM dealer- News, | 
Chicago 44, Illinois ship in southeastern Pennsylvania, Trade 
Estebrook 9-4200 area of 300,000. Fast growing commu- 
nity. 150 to 250 car. Three-quarter mil- 
lion gross. Will earn cost in two years. 
HANDLING CONTINENTAL-Lincoin-Mer-| 0, Teal estate to, buy. Reasonable rent. 
cury—located on main street of Quincy,| tive News Detroit et 5 a 
Illinois. 50,000 population. Sold 228 new . aa - - 
and 475 used with total sales of $1,250,- DEALERSHIP AVAILABLE handling Pon. 
000. Service absorption of 68% average.| tiac. Good location—southeast. Excellent 
Net profit for 1955 equalled $230 per| Small town near two cities. No used 
new unit plus salary. Rent for all facili-| ©4°5 No accounts. Good inventory parts 
ties $400 per month with 4% years to| @md equipment. Will deal. Have other 
g0. Price $32,000 for clean parts inven- interests Box : 5971, c/o Automotive 
tory of $20,500 and $25,000 equipment) _ News, Detroit 26 3 
depreciated to $12,500. Have purchased| FLORIDA — ONE OF THE oldest Big 
larger dealership and must move fast. | Three’’ automobile and tractor agencies 
Write or call Gene Cable, 1110 Maine St., | $75,000. $25,000 will handle. H. L. Cham- 
Quincy, Ill. Phone BA 3-6210. bers, Wauchula, Fla 
BUY INTO AND TAKE OVER active man- DEALERSHIPS WANTED 
agement of an established dealership, | ——.. ~ — = —— 
handling Nash, in booming Denver Ex- | CHEVROLET DEALERSHIP—400 to 700 
cellent opportunity but hurry. Write Box| Cr, nothing smaller. City of 40,000 mini- 


5988, c/o Automotive News, Detroit 26.| ™um. Will consider any location but pre- 














peat miacaccetenmtt | fer west coast. Presently operating suc- 
VERY CLEAN DEALERSHIP—Established | cessful smaller Chevrolet deal. Factory 
1925. Handling Dodge-Plymouth in Ohio | approval already assured. Can finance 
industrial county. Low overhead 1955 | Replies will be treated confidentially 
sales—$160,000. Priced to sell. Box 5989, | Box 5969, c/o Automotive News, Detroit 
c/o Automotive News, Detroit 26. ' 2 
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TRAVELING AUDITORS 


AUTOMOBILE EXPERIENCE PREFERRED 
es Top Pay 





All Expenses Paid 
Assigned Territory 
Opportunity for Advancement 


Write, Call, or Come to 


Hull-Dobbs-Oakley Supervision Service 


104 S. Third St., Memphis, Tenn. Phone LD-601 or LD-602 


Operating From Honolulu to Puerto Rico 





EXECUTIVE SALESMAN WANTED 


An executive salesman who can sell large fleets and can grow in a short time 
into a management position is needed by large manufacturer of truck trailers. ; 
Company is aggressively managed and has a consistent record of growth. 4 





The man for this position has executive ability and is now successfully selling 
trucks or trailers, or is a freight line sales, operations, or terminal manager. He ‘ 
is between the ages of 30 and 40 and has the ability and desire to earn more 
money than he is now making. 





Send complete details in first letter. All replies will be held in strict confidence. 


Box 5993, c/o Automotive News, Detroit 26 





Automobile Finance Division 


Flee 
VICE PRESIDENT = 
BRANCH OFFICE SUPERVISOR 
Well-established, progressive West Coast finance company chain seeks two 
top-notch men for above positions. 
Candidates must have at least 5 to 10 years’ successful experience in both 
wholesale and retail financing. Excellent salaries, commensurate with experi- 
ence. Bonus and many extras. San Francisco headquarters. 
Submit detailed resume of background, training, and experience. State pres- 
ent earnings. . 
BO 


All replies will be acknowledged and held in strictest confidence. 
Box 5995, c/o Automotive News, Detroit 26. 












_AUTOMOTIVE NEWS, APRIL 9, 


1956 









——e 
DEA 
| _ 





LERSHIPS WANTED BUSINESS OPPORTUNITIES 














| DAYTONA BEACH, FLORIDA 


| New apartment motel overilcoking boardwalk | 
}and ocean (AAA location). Six beautifully 
| furnished efficiency apartments complete in 
every detail, Finest construction. Will stand | 
| rigid inspection. Price $72,500. (FIRM). At- 
tractive terms to qualified buyer. 

A. £E. Cleveland, Realtor | 
2026 South Atlantic Ave. Daytona Beach, Fla. 





"LEADING USED 
CAR AUCTIONS” 


The ‘Leading Used-Car Auc- 
tions In The Nation” Directory 





































































| 
has been moved to page 34, | DEALERSHIP HANDLING Buick — Sales | 
f | and service. 100% location on two heav- 
and will, from now on, ppear ily traveled highways, Live town, cen- 
tral Ga, Rent $300. Building concrete | 
£ ° ‘ f block, 40° x 130°. Good lease. Attractive 
on the first editorial page ° showroom, large volume on used cars. 
» li ° Receipts $§150,000-—-can double. Priced | 
used car price istings. right. Rendlog Sales Co., 1780 Broadway, | 
New York City. PL 77-5345. | 


| 


MANL FACTURERS’ REPRESENTATIVES 














— ‘ASH AVAILABLE TO purchase principal | SPECIALISTS WANTED.—Choice _ territo- 
ym. 7 “= oint. dealership or interest in principal ries. Manufacturer of nationally adver- 
ap- multiple point Ford, Chevrolet or tised oil filter cartridges wants wide- 
line ¥ Olds-Cac Parts stock must be clean awake meft{ now calling on car dealers. 
lity 2 ond other assets at fair market value. If you qualify, our line will make more 
nty Factory pproval assured from _ experi- profits for you than anything you are 
ng. ence an: background Prefer, but not now selling. 30x 5992, c/o Automotive 
no necessary southeast or Denver area. News, Detroit 26. 
lip- Box 5979 o Automotive News, Detroit - 2 a 
200 26 CHOICE TERRITORIES—Many U.S. areas 
30x — New patented spark plugs with first 
26 WANTED FLORIDA dealersnip—east or major improvements in 50 years. Terrific 
_ west coast. 250 unit potential and up. money maker. Market billion yearly. 
ast Adequate capitalized Immediate action American Eagle Corp., 8655 Military, 
ea, Box 5986, c/o Automotive News, Detroit Detroit, Mich. Ty. 7-000. | 
‘er- %6 . 
for GENERAL MOTORS franchise in southern CARS FOR SALE 
oa /- west < st of Florida. Can get factory | — neem 
Ox “ wit cle Cash no prob- 
approva vithout € ay i 
*. tin. Write Box 5987, c/o Automotive’ ROBINSON AUTO RENTAL 
ler News, Detroit 26 
ade . FLEET LEASED CARS 
- DEALER SERVICES | 1954 i 1955 
Ts. | CHEVROLETS, FORDS, PLYMOUTHS 
2. MERCHANDISING PLAN Deluxe and Standard— 
Many two-tones 
on- for USED CARS | Now available at Hertz Stations in the fol- 
ent 5 . | lowing cities: Philadelphia, Baltimore, Wash- 
sed Get Repeat business faster. Bright | ington, D. C., Pittsburgh, Akron, Cleveland, 
~ VARNER 2-tone price signs. Will Detroit, Flint, Le oe ~ a 
er he 8 " " | nati, Louisville, St. Louis, Kansas City, Lin- 
: —not k | ‘ : Ss, ’ 
ive bring in purenasers = — coin, Neb., Oklahoma City, Fort Worth, Dal- 
and tire kickers. A real merchandis- | las, New Orleans, Atlanta. 
Big ing plan to help you sell used cars ROBINSON AUTO RENTAL 
es. : i 
_ li k e supermarkets sell _ groceries. | DIVISION 
Write for FREE sample kit and de- 218 S. Wabash Ave. Chicago 4, Ill. 
tails of plan. No obligation. Easy- 1. E. Spatig, Used Car Mar. Webster9-5165 
. to-use! Inexpensive! Effective! Guar- 
= anteed! Not a gimmick—a proven 
i- 
re- plan | have used. C. D. Varner, Post t 
- Seine fon OF. Sharman, Padle. ATTENTION DEALERS !! 
= SPECIALIZING IN THE SALE OF 
ly. EX-TAXIS 





Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


Inventory Service 
Buying or Selling a Dealership? 


* Buy Right * Sell Right 


+ Parts—Accessories—Equipment 1951-1952 
1.8 = — rt A oy © «| Plymouths — Fords — Chevrolets 
DON'T GUESS—BE SURE 1 to 500 


Call or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-644. 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








CARS FOR SALE 


ATTENTION DEALERS! 


World's Largest Wholesaler of fine used cars has large selection 
of Beautiful 1953-54-55 Ford, Chevrolet and Plymouth 2 and 
4 doors. Every color to choose from, many two-tones. All cars 


ready for your floor. 


SPECIAL QUANTITY PRICES 
INDOOR DISPLAY 


GUARANTEED TITLES 
STOP AND SHOP—300 TO CHOOSE FROM 


THE R. A. COMPANY 


13315 Brookpark Road 
Cleveland 11, Ohio 


Clearwater 2-2400 


ATTENTION 


USED CAR DEALERS 


Exporters—Auctioneers—Fleet Operators 


Fleet Operator in Metropolitan New York area will sell during April 
and May a quantity of 


1955 Chevrolet Series 150 
6 Cyl. 4-Door Black Sedans, with Powerglide 
Also Others. 


Cars have low mileage and are considered in 
excellent condition. Some have radios and extras. 


THE R. A. COMPANY 


3722 Market Street 
Philadelphia 4, Pa. 


EVergreen 2-0400 















If interested in receiving bid papers, write 


217 7th AVE., NEW YORK 11, N. Y. 





BOX 30 





| 
| 


| 








WILL BUY 


CARS FOR SALE 


Buy in Miami 
400 1956 Models 
Ford, Chev., Plym., Olds, 
Buick and Cadillac’ 


Sedans — Convertibles — Hardtops 


— Station Wagons—driven 3,000 to 
4,000 miles—delivery arranged. 


MORSE AUTO 
RENTALS 
7726 N.E. 2nd Ave. 


Miami, Florida 


1953 PLYMOUTH 


Ex-Taxis 


$150 each 


© Good Motors © Good Bodies 
* Upholstery New ¢ Heaters 
¢ All Running Cars 


SID LAVENE 


912 Spring St. Philadelphia, Pa. 
Phone Market 7-4465 or 
Kingsley 6-1100 





CADILLAC SHARP 1952’s-1956’s. 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac, Ivanhoe 7-5046, Lan- 
sing, Mich. 


All 


PARTS FOR SALE 
SCARCE CHRYSLER Corporation parts 
for old timers and late models. Priced to 


move. Serro Motor Sales, Irwin, Pa. UN 
3-4400. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





PARTS WANTED 








ENGINES WANTED 


FOR SOUTH AFRICA 
FORD — General Motors and Chrysler prod- 
ucts. New sub assemblies also used sub 
assemblies suitable for reconditioning. For 


further information reply to Mike Appel Mo- 


tor Co., Ltd. Box 3648, Johannesburg, South | 


Africa, or to Brown Bros, Export Corporation, 
Shippers, 1225 Broadway, New York |, N. Y 


—_—_ 





TRUCKS FOR SALE 

CAR CARRIERS, (2) tractors 
complete, for sale. 1951 
with 1946 auto trailer, 
national 





and trailers 
Dodge tractor 
also 1953 Inter- 
Harvester model L 160 tractor 
with 1946 traffic transport trailer. Con- 
tact: Seth Boyden, 939 Raymond Blvd., 
Newark, N. J. Phone: Market 4-6866. 





BUSES WANTED 

USED school buses—36 to 66 
Passengers, One or twenty, also airpor- 
ters. Dealer, Box 5982, c/o Automotive 
News, Detroit 26. 








MAILING LISTS 


DEALERS’ MAiLING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 





list. Apr., 1956 checked. On addressed 
labels, 32M, $14 per M. Box 5994, c/o 
Automotive News, Detroit 26. 





NEW LINES WANTED 
DISTRIBUTOR FOR AUTO air-condition- 
ing wants several additional lines. Con- 
tacts 100% with new car dealers—Ne- 
braska and western Iowa. Box 5997, c/o 

Automotive News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—FORD NEON signs, parts in- 
ventory, shop tools and equipment, house 
for used car lot, parts bins, office fur- 
niture, Reduced prices! Ex-Ford dealer. 
Crown Motors, Inc., 1830 Cropsey Ave., 
Brooklyn, N, Y. ESplanade 3-1100. 


WEAVER 
and 


COMBINATION. Brake tester 
wheel aligner, model WY-25, Used 
very little, Reasonable. Mid-State Mo- 
tors, Inc.,- 3535 N. Ashland Ave., Chi- 
cago, Ill. 


FOR SALE—ONE PASSENGER ear, Zio- 
tor driven, all steel, turntable. Used’ two 


years—only during new mode! anneunee- 


ment period. Price $200. Write Jack 
Johnson Chevrolet, 23 E. High St., Len- 
don, Ohio. ’ 


| WANTED—BORING MACHINES, lathes, 


|1907 MODEL U 


| 


| 1927 


| 





BALER TWINE 





kie, Ill. 
















SHOP EQUIPMENT WANTED 





Daven- 


Clay 
ANTIQUE CARS FOR SALE 


grinders and large machine tools. 
port, 660 S, 5th St., Louisville, Ky. 
4646. 


- | The NEW 


‘PACKARD sedan, Car is 


in good running condition. Dillon Bros., | B L U E * C H ! Pp 
330 E, Pershing, Springfield, Mo. 
CHEVROLET 4-DOOR sedan, Like 
new condition, runs perfectly. Mancuso 
Chevrolet, Inc., 8130 Lincoln Ave., Sko- ee 


~~ MISCELLANEOUS 
KNOTLESS. 


WITH LUBRICATED 


This twine 







sold with money back guarantee. Prices | AUTOMATIC BRAKE 

less than 50, $6.95 per bale; 50 to 100, | 
$6.40 per bale; 100 to 300, $6.00 per Meets I.C.C. Requirements 
bale; 300 to 600, 85.75 per bale; 600 to 
1000, $5.50 per bale. Send 86.50 for one ONLY ONE CHAIN LOCK BOLT 
bale sample, or larger order at above | ATTACHES COUPLING HEAD 
prices to Friendly Phil of Mullica Hill, 2 
FOUR CLAMPS TO FIT 
98°% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


N. J. Phone Gridley 8-6291. 


Automatic BraKinG 


THE ORIGINAL YELLOW BAR 


ONLY . . $48 


SPECIAL (F.0.8. Factory Net) 


$5235 FED. TAX 


INCLUDED 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW @ GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
1467 Bathurst St. 
TORONTO 10, ONTARIO 


LESS 
ALL 
CABLES 


WITH BRAKE HOOK-UP 


ONLY. .$5]45 


Meets 1.C.C. Strength Requirements 


LESS 
GUIDE 
CABLES 


COMPLETE with 
Guide Cables and 


$4145 
BRAKE HOOK-UP 61 


Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
We pay charges 


Call Collect 5 ovo0'srders 
40 So. Clinton St., Chicago 6, Ill. 





~ CARS FOR 








FOR SALE 


1956 CHEVROLETS, 
FORDS, PLYMOUTHS, 
BUICKS, CADILLACS 


Sedans, Convertibles 


Automatic Transmission, Radio, 
Heaters — 3,000 to 5,000 Miles. 
Like New. 


SUNSET AUTO RENTAL, INC. 


1840 Alton Rd., Miami Beach, Fla. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


diced vs bead Reakettaliawkts oxen eens caked exe seeeee 
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TRADE CONNECTION: 
Car Dealer () Truck Dealer [] Manufacturer [] 
Jobber [) Insurance [] Financial [) Supplier 1] 


Make of Car...... 


Cece reser eeesereescesesess Besececccsscccsecsesces 


4-9-56 


THEY’RE LOOKING FOR A USED CAR 
THAT’S DEPENDABLE, TROUBLE-FREE, SAFE! 


PART-BY-PART PROOF OF PLYMOUTH’S 
: ENGINEERING LEADERSHIP IN THE LOW-PRICE 3! 
TE LL TH EM ° Comparison based on 1954 models of the low-price 3, which you will be getting as trade-ins in great 
measure this year. Most of these Plymouth engineering advantages apply in other model years as well. 


Supreme as ‘‘Second Car’’! More and more motorists Plymouth | Car A Car B 
are making that “second car” a used Plymouth . . . discover- 

ing its economical long life and ease of handling in con- Resistor-type Spark Plugs NO NO 
Exhaust Valve Seat Inserts NO 
a Chain-type Camshaft Drive YES 
safety features®, too. Oilite Fuel Filter... NO 


Floating Oil Intake . . YES 
Plymouth No. 1 Taxi! There are more Plymouths used etertyes Ol Pure: . NO 


as taxicabs than all other makes combined! Impressive evi- Oil Bath Air Cleaner NO 


dence of low upkeep, top stamina. *Safety-Rim Wheels. NO 
*2-cylinder Front Brakes NO 


BEST BUY NEW...BEST BUY USED! ss “Independent Parking Brake NO 
ce oe *Electric Windshield Wipers NO 
Oriflow Shock Absorbers NO 
*Widest, Most Rigid Frame NO 
Cowl Ventilator NO . 
Complete Rustproofing of Bodyshell. . . . NO = 
*Full-width Defroster Vents NO 


gested shopping areas. They like Plymouth’s exclusive 





